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HIGH 
607,275 Cars—May 1, 1954 


By Thomas M. Hewitt 
Staff Writer 


eDOUSLED car production by 
all U. S. makers will bring the 
1950 record marks well within 
reach this week. Buoying up the 
winter car bonanza are stepped-up 
schedules in Little Three plants 
and General Motors’ decision last 
week to raise its first-quarter goals 
still further. 

The industry’s January goal is 
658,000 cars, which would be the 
fourth-highest month in history. 
The first-quarter target is almost 
two million cars, which would be 
the alltime high quarter. 

Last week, according to AurTo- 
Motive News estimates, production 
amounted to 156,545 cars and 21,370 
trucks, compared with 150,582 cars 
eee trucks in the preceding 
wee 


In the like 1954 week the totals 
were 114,388 cars and 24,963 trucks. 
The alltime record of 165,860 cars 
_ set in the week of June 18-24, 


Cc 


* * * 


AR production last week 
amounted to 153.3 percent of 


Top Cars 


New-car registrations for 10 
months, plus 35 states for No- 
vember: 





1954 Pos. Make 1953 Pos. 
1—1,186,545 Ford 959,054— 2 
2—1,172,120 Chev. 1,204,596— 1 
3 Buick 409,395— 4 
4— 355,249 Olds. 274,661— 6 
5— 326,033 Plym. 528,328— 3 
6—. 297,303 Pontiac 345,674— 5 
7— 243,421 Merc. 244,376— 8 
8— 129,096 Dodge  260,366— 7 
9— 93,603 Cadillac %5,433—13 

10— 84,670 Chrysler 136,141—10 
li— 81,736 Stude. 145,315— 9 

R— 74476 Nash 126,369—11 

13— 64,995 DeSoto 107,671—12 

14— 35,622 Packard 14 

15— 32,472 Lincoln 35,914—17 

i¢— $1,388 Hudson 60,531—15 

lji— 16,184 Willys 89,340—16 

18— 8,425 Kaiser 21,724—18 

19— 1,135 HenryJ 10,322—19 

23,304 Misc. 28,285 
Total All Makes 
4,706,718 5,089,733 


Further details on Page 50. 








Dealers’ Total New-Car Stocks 
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YJ J, 365.893 Cars 
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hha 4 265,153 Cars 
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RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 





—Automotive News compilation 


r50 Car Marks Threatened 
As 156,000 Roll in Week 


AuToMmoTive News’ new three-year 
index, compared with last week’s 
147.5 percent. 

Last week’s spurt was sparked 
by General Motors and members 
of the Little Three. 

GM last week added 63,750 cars 
to its original first-quarter sched- 
ule, Automotive News learned. The 
Chevrolet program has been boost- 
ed by 25,500 cars; Buick, 15,000; 
Oldsmobile, 15,300, and Pontiac, 
7,650. 

Cadillac last week operated on 
Saturday and was slated to pro- 
duce 3,840 cars, which would top 

(Continued on Page 55, Col. 3) 
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Dealer Stoc 


100, 


$.9 Jan. Avera 
Far From Glut 


Year-End Sales Boom 
Holds Total to 365,000; 
Many ‘Pre-Registered’ 


By Bob Sheldon 
Associate Editor 
. by some 100,000 units 
for the second month in a row, 
the nation’s stockpile of unsold 
new cars has risen to a total of 
365,893. 

As of Jan. 1, tabulation of an 
Automotive News survey showed 
last week, franchised dealers 
had an average of 8.9 new cars 
in inventory. Brisk sales activity 
kept soaring production rates 
from pushing the figure any 
higher. 

Field stocks a year ago totaled 
464,725 cars and averaged 10.5 per 
dealer. 

A final revision of compilations 
for December found 265,153 cars 
on hand, including those on display 
at dealerships, warehoused by deal- 
ers and factories, used as demon- 
strators and still in transit. The 
dealer average was 6.4. 

” ” ” 

ANUARY’S total of 365,893, rep- 

resenting about a 30-day sup- 

ply, evidently was not proving 
overlarge for dealers. Nevertheless, 
each of the dealers queried in con- 
nection with the latest new-car 
census was plagued by one sort of 
inventory problem or another. 

Among complaints was one that 
seldom is heard these days: Too 
few cars. More typical, however, 
was the feeling of many dealers 
that their factories were not pro- 








The Newspaper of the Industry 


Entered as Second Cliss Matter 
at the Postoffice, Detroit, Mich. 










Meantime, a new sales year was 
getting under way with many “pre- 
registered” vehicles in inventory. 
These orphans of the 1954 sales 


@ New glamor: GM Motor- 
ama story and pictures, 
Page 2. 


More glamor: Chicago 
show story and pictures, 
Page 4. 


And still more: Stude- 
baker adds glass and 
horsepower, Page 6. 


Service highlights, Page 23. Used-car 
auctions, Pages 6, 42. New-car, truck 
registrations and new-car prices, 
Page 50. Production by makes, 
Page 55. 





By William Ullman 
Washington Correspondent 


ASHINGTON.—W hile NADA 

executives are expected to map 

out 1955 dealer legislative strategy 

at the annual convention in Chicago 

at the end of this month, congress- 

men are moving fast into the auto 
field on their own. 


Already bills dealing with sev- 


Automation Is Hailed, Atom ‘Lag’ Hit 


By Maynard M. Gordon 
News Editor 

ETROIT. — While engaged in 
revolutionizing its production 
processes and exploring gas tur- 
bines, the auto 
industry seems to 
be shying away 
from atomic 
power research— 
which conceiva- 
bly could lead to 
a@ new concept in 

car engines. 
These § state- 
ments highlight- 
ed separate re- 
ports delivered 
last week before 
the golden anniversary meeting of 
the Society of Automotive Engi- 
neers here. Carl G. A. Rosen was 

named 1955 SAE president. 


Pointing with pride to the ad- 
vent of automation were W. C. 
Newberg, president of Dodge, and 
G. G. Murie, of Ford’s Ypsilanti 
(Mich.) parts plant. Both hailed 
automation as a process which 
would create, rather than reduce, 
employment, as the UAW contends. 

The charge that auto makers 
may be overlooking the field of 
nuclear power was hurled by 
A. Tammaro, assistant general 
manager of the U. S. Atomic En- 
ergy Commission. 

Tammaro said he was aware 
that his assertion might have been 
“socially unacceptable to the pat- 


©. G. A. Rosen 


tern of thinking of the automotive 
industry,” although he agreed that 
nuclear-powered cars were not in 
the realm of immediate develop- 
ment. 

~ + . 


JEFINITELY out of the foresee- 
able picture, said another SAE 
speaker, are radically smaller U.S.- 
built cars. Maurice Olley, Chevro- 
let’s research and development di- 


rector, also voiced doubt that the 
average car weight of 3,250 pounds 
would undergo much change in the 
next 10 years. 

Oliey, a native of Great Britain, 
predicted that the trend to lower 
cars would continue, with the 
passenger compartment moving 
forward and downward. Expand- 
ing expressway motoring, he said, 

(Continued on Page 48, Col. 1) 


GM Dealers Offered 
Buy-Back Option 


DETROIT.—General Motors acted today (Jan. 17) to meet the twin 
problem of over-stocking and bootlegging by announcing a new op- 
tional policy for buying back surplus cars from 
GM dealers. President H. H. Curtice said GM divi- 
sions and the corporation will, at the discretion of 
overstocked dealers, repurchase cars at wholesale 
prices and relocate the inventories according to 
market conditions. 

The new plan, being optional and non-contrac- 
tual, remedies a GM proposal last April to write a 
repurchase clause into dealer franchise agreements. 
The Department of Justice rejected the contrac- 
tual plan, but evidently ruled that an optional 

arrangement was legal. 
Curtice wrote GM’s 18,500 dealers that the new 
policy is designed to forestall “excessive supplies 
used as an excuse for bootlegging.” He promised that market fluctu- 
ations will be watched closely to keep production scheduling in line 


with demand. 





Key Trade Bills Revived 


Congressmen Acting on Own; NADA to Map 
Strategy at Convention 


This issue includes the monthly 


SERVICE SECTION 


$8 Per Year, 25c Per Copy 


Increase 
in Month 


storm, listed with secretaries of 
state but still unsold, are estimated 
by some sources to run into six 
figures. 
* * 2 
HERE are indications that the 
year-end pre-registration rush 
dwarfed the endeavor which ac- 
companied the closing of state reg- 
istry books for the first six months. 
Industry historians and record 
keepers, who generally accept reg- 
istrations as tantamount to sales, 
are expected to have a hectic time 
reconciling registration and sales 
reports for the next few months. 


Here are some comments, 
gleaned from a cross - country 
check of dealers, anent the new- 
car inventory outlook: 


* “We have been short on new cars 
ever since announcement time. 
However, our used-car stock is up 
slightly from last year.” 
“Short some models. Not seri- 
ous.” 
Bd * cm 
x EXPECT to have an inven- 
tory problem throughout 1955. 
(Continued on Page 4, Col. 1) 


eral important auto issues have 
been dropped into the hopper of 
the 84th Congress, which has just 
opened sessions. Among them 
are: 

1. The Hinshaw bill to eliminate 
phantom freight. 


2. The Potter bill to repeal auto- 
motive excise taxes. 


In addition, Rep. Crumpacker is 
planning to reintroduce his anti- 
bootlegging bill. 

* o a 
HANCES of these bills, as well 
as future ones, will depend, of 
course, on the organized push put 
(Continued on Page 4, Col. 1) 


Peterson Elected 
As President 
Of Mack Truck 


W YORK. — The election of 

P. O. Peterson as president 
and chief executive of Mack Truck, 
Ine, was an- 
nounced last 
week by the 
board of direc- 
tors. 

E. D. Bran- 
some, until now 
president and 
chairman of the 
board, will con- 
tinue as chair- 
man after ts 
son assumes his 
duties Feb. 1. ¥. O. Reape 

Peterson, prior to his election haa 
been executive vice - president of 
Studebaker, South Bend. 

He joined Studebaker in the pur- 
chasing department in 1919. 

The election of Peterson, Mack 
said, is related to an aggressive 
program now under way whereby 
Mack seeks to expand and 
strengthen its position in the man- 
ufacturing of heavy-duty and off- 
highway trucks, buses and fire ap- 
paratus, and in its effort to develop 
additional ‘products. 
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Chevrolet, Dodge and Willys Also Up Shares... 


Ford Truck Output Gains Most 


By Thomas M. Hewitt 
Staff Writer 


| reg made the biggest gain in 
the share of 1954 truck output, 
rising 3.4 percentage points to 29.6 
percent of the 1,022,912 total. 

Chevrolet retained the No. 1 
spot, however, with 31.8 percent, 
a gain of 1.9 points. 

Dodge and Willys were the only 
other gainers. Divco held even. 


place in 1953, rose 0.6 point and 
returned to third place with 9.3 
percent, the same share as Inter- 
national. In units however, Dodge 
was ahead 94,881 to 94,744. Interna- 
tional declined 0.7 point in losing 
its third-place berth. 

* + * 


MC, which also went ahead 
of Dodge in 1953, slipped back 
to fifth place with 7.5 percent of 


Dodge, which dropped to fifth| the total, a drop of 2.0 points. 


Each Truck Maker’s Share of Output... 


How They Fared in '54-'53 


(U. 8S. TRUCK PRODUCTION) 


Total 
Output, 
1954 


Total Trucks, U. S. 


Motorama Opens Thursday 


LaSalle Returns as GM Dream Car; 
V-6 and Exotic Truck Offered 


NEW YORK.—A cluster of auto- 
motive bombshells will be touched 
off here Thursday (Jan. 20) when 
General Motors’ Motorama of 1955 
opens at the Waldorf-Astoria Hotel. 

Styling and engineering nifties to 
be unveiled by GM include: 

1. A “dream” truck styled along 
passenger-car lines. 

2. Two versions of a revived 
and scaled-down flashy 
prewar running mate of Cadillac. 

3.-A V-6 engine with fuel injec- 
tion and overhead cam. 

4. New “dream” conceptions of 
Chevrolet, Pontiac, Buick, Oldsmo- 
bile and Cadillac. 

A total of eight vehicles will be 
shown. Harlow H. Curtice, GM 
president, calls them ‘one of the 
most impressive groups of experi- 
mental cars to appear on the auto- 
motive scene since GM introduced 
the dream-car idea to the industry 
17 years ago.” 

Only the Cadillac is built of steel. 

Most exciting of the cars are 
the LaSalle II sports coupe and 
sedan. They are expected to be 
twin stars of the ’55 Motorama, 
much as the gas-turbine “Fire- 
bird” headlined the ’54 show. 

The two LaSalle II's, designed by 





Automotive News 


Promotes Two 


DETROIT.—Mrs. George M. Slo- 
cum, chairman of the board of 
Slocum Publishing Co., last week 
announced that Barbara B. Crigh- 





Pete Wemhoff Dick Webber 


ton, business manager of AUTOMO- 
Trve News, is taking an extended 
leave of absence due to illness. 

In her absence, Richard Webber 
will be acting business manager of 
Automotive News. Webber has been 
Michigan advertising manager for 
several years. 

Mrs. Slocum also announced that 
Pete Wemhoff, editor of AuTomo- 
tive News, has been elected vice- 
president of Slocum Publishing Co. 
and will oversee all departments. 


Pet. of 
1954 Output, 1953 
Total 1953 


31.8 


, Totar Pet. of 


= Total 
361,833 29.9 
0.3 
0.3 
9.3 
0.1 


12 
12 


1,209,794 


100.0 





Harley Earl, GM styling chief, are 
named after the original 1927 car 
Earl designed for Cadillac to start 
his way to styling fame. 

The original LaSalle was last pro- 
duced as a 1940 model. Its niche in 
the GM family then was just be- 
low Cadillac’s. In the 1955 dream- 
car stable, however, the LaSalle II 
is smaller sized and has less horse- 
power than any other American GM 
car. 

One of its most startling features 
is the V-6 engine, which has an 
overhead cam and utilizes fuel in- 
jection. 

The LaSalle sedan, which car- 
ries six passengers, has a 108-inch 
wheelbase, is 49.8 inches high and 
69.5 inches wide and has a five- 
inch ground clearance. 


The floor, body sills, engine sup- 
ports and body shell are fused into 
one integral structure, and the body 
sill houses the exhaust system. 


Brakes are of the external type 
and have fine radial blades to help 
dissipate heat. 


The LaSalle II sports coupe, the 
only two-passenger car in the show, 
also is minimal sized and is pow- 
ered by the V-6. It has a 99.9-inch 
wheelbase and height at the cowl 
is 33.25 inches. 

Chassis suspension is independent 
front and rear, with coil springs at 
each wheel. 

This year’s Motorama: marks 
the first time that a “dream” 
(Continued on Page 52, Col. 1) 





With a rise to 7.4 
Willys moved up 0.1 po 


No truck maker built more units | 


in 1954 than in 1953. 


* * * 


> 
= of the Big Three ac- 
counted for 78.2 percent of 
1954 truck output, compared with 
74.3 percent in the year earlier. 
Chevrolet built 318 percent, 
against 29.9 percent in 1953; Ford 
produced 29.6 percent, compared 
with 26.2; Dodge accounted for 

9.3 percent, versus 8.7, and GMC 

turned out 7.5 percent, down 

from 9.5. 

GMC’s drop was the biggest. Fol- 
lowing GMC were Studebaker, 
down 1.1 percentage points; Inter- 
national and Miscellaneous, both 
down 0.7 point; Reo, down 0.6 
point; Diamond T, down 0.4; Mack 
and White, both down 0.2, and 
Federal, down 0.1. 


Packard Revises 
Prices for 1955; 
3 Down, One Up 


DETROIT.—Advertised-delivered 
prices ranging from $2,585.53 to $4,- 
080.32 were announced last week for 
the seven models in Packard’s 1955 
introductory lineup. 

Three of the prices were said to 
represent reductions of as much as 
$349.47 from 1954 levels, and one 
reflected an increase of $150.32. 

Packard’s price leader for 1955 
is the Clipper Deluxe four-door se- 
dan at $2,585.53, down $109.47 from 
the comparable 1954 model. Last 
year, a Clipper Special two-door se- 
dan at $2,544 was the lowest-priced 
Packard. There are no conventional 
two-door sedans among the new 
offerings. 

Other Clippers are a Super four- 






_ ‘Dreams’ for Motorama 


i 
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GMC fo Unveil ‘Dream’ Truck— ts 

L'Universelle is a “dream" truck developed by GMC, which will be shown for 
first time at the General Motors Motorama. The panel delivery vehicle has fre in 
wheel drive, V-8 engine delivering 180 horsepower, inverted Hydra-Matic trans gr 
sion, torsion bar springs, panoramic windshield and two-way radio-telephone. re 
truck is 10 inches lower and 10 inches shorter than standard panel models, and de 
floor is only 13 inches from the ground. The truck has a greater cubic capacity es 
current models. E 


aa De 
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Buick to Take Wraps Off Wildcat Ill— r 
Slated for display at the General Motors Motorama is this Wildcat Ill, Buiclf mo 


new dream car, a four-passenger convertible on a 110-inch wheelbase. Its V-8 engig bot 
is equipped with four carburetors to give it an output of 280 horsepower. Accordig asl 








to Ivan L. Wiles, general manager of Buick, the Wildcat was built for experimentg Kn 
purposes and there are no plans to put it into production. The Wildcat has a rei@ Um 
forced fiberglass body. The windshield slopes up from the cowl and then be tal 
back toward the rear in an arc. Two air intakes provide cooling air for the fron Car 
wheel brakes. The trunk lid opens from the front. gla 


door sedan at $2,685.53, down $129.-| "$e es 


47, and a Super Panama hardtop at 
$2,775.53, down $349.47. 

For 1955 the Clipper group also 
includes a Custom series—a four- 
door sedan at $2,925.53 and a Con- 
stellation hardtop at $3,075.53—with 
more equipment, according to Pack- 
ard, “than any Clipper cars have 
ever carried as standard equip- 
ment.” 

The Packard Patrician four-door 
sedan is $4,040.32, up $150.32, and a 
Four - Hundred hardtop, described 
as having no 1954 counterpart, is 
$4,080.32. A Packard Caribbean con- 
vertible is scheduled for production 
later. 

“With the announcement of 1955- 
model prices,” said James J. Nance, 
president of Studebaker - Packard 

(See PRICES, Page 48, Col. 3) 


Ford Eases Credit 
On Farm Equipment 


BIRMINGHAM, Mich.—Liber- 
alized credit for farmers buying 
new tractors and farm equip- 
ment was announced last week 
by Dearborn Motors Credit Corp. 

Under the new program, the 
buyer is given 34 months or three 
crop-years to pay. A special fea- 
ture permits him to select any 
of the five new Ford tractors for 
the same downpayment. 








Business Barometer 


Auto Production — 177,915 cars, 
trucks in week vs. 139,351 year ago. 

Bankruptcies — 198 in week vs. 
202 year ago. 

Building Activities—$3 Lillion in 
December, 10 percent above year ago. 

Business Volume — 105.1 percent 
of 1935-39 index vs. 100.8 year ago. 

Department-Store Sales—1 per- 
cent behind the like 1954 week. 

Freight Loadings — 529,452 cars 
vs. 477,805 year ago. 

New-Car Sales — 4,706,718 to 
date vs. 5,089,733 year ago. 

New-Truck Sales — 733,090 to 
date vs. 829,090 year ago. 

Oil Stocks—261,905,000 barrels, 
a drop of 3,905,000 in week. 





Steel Output — 81.8 percent of 
capacity vs. 81.2 percent last week. 

Used-Car Price Index — $894 
overall January average vs. $683 in 
December (‘55s added in Janvary). 

Wholesale Prices—109.6 percent 
of the 1947-49 index, unchanged from 


week before. 
. #524 


Common Stocks 
Jan. Jan. 1954-55 
12 5 High Low 
Am. Motors 12% 12% 14% 9% 
Chrysler 69% 69% 74%, 56%, 
GM 97% 107% 
Kaiser 2% 2% 
S-P 14% 15% 


Average 39.07 39.32 





Cadillac Brougham Features 280 H.P.— , 


The General Motors Motorama will unveil the Cadillac Eldorado brougham, a fous ne 
passenger, four-door sedan powered by a 280-horsepower V-8 engine. The wh int 
base is 124 inches. The seats are tailored for individual passenger comfort. The from tu! 
seats pivot out for ease of entrance and exit. ‘ 
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Chevrolet Dream Car at Motorama— 

The Chevrolet Biscayne is a four-door, four-passenger sedan powered by a 215 
horsepower modified Turbo-Fire V-8 high-compression engine with four-barrel car- 
buretor. Wheelbase is 115 inches. The color is metallic light green. Aerodynamic 
rear-end design eliminates normal fender contours. 









Oldsmobile’s Dream Hardtop— 

The Qldsmobile 88 Delta is a two-door, four-passenger hardtop coupe powered 
by a 250-horsepower engine. Wheelbase is 120 inches. The show car is two-tone 
in metallic blue, with all glass in light blue tint to harmonize with the colors and o 
blue aluminum roof. The front end is characterized by vertical ovals which house the 
headiamps, parking lights and an intake scoop which delivers air to the front brakes. 
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F THERE ever was a time in this 

trade when we needed advice 
and counsel, it is now. I am sure 
you will agree that Fred L. Haller, 
NADA president in 1951, delivers 
to those specifications in the fol- 
lowing column, which appears 
while the conductor is enjoying a 
California vacation. 

Mr. Haller was a Hudson dealer 
in the District of Columbia for a 
great many years. He has now 
retired from the business and is 
devoting his time to his real- 
estate interests. 

Because he is located in Wash- 
ington, he has spent considerable 
time at NADA headquarters 
throughout his career and has kept 
in close touch with Government 
officials during the critical periods 
brought on by the last world war. 

His association activities took 
him to every section of the coun- 
try, where he contacted and con- 
ferred with dealers generally, so 
his opinions are of national scope. 
I am sure that the following col- 
umn will prove to be a real contri- 
bution to the trade. 


* * 

United We Stand 
i IS always a warm and pleas- 

ing experience to talk to auto- 
mobile dealers. I must say I am 
both flattered and honored to be 
asked to pinch-hit for John Munn. 
Knowing how widely read this col- 
umn is, I am aware that I am now 
talking to the majority of the new- 
car dealers of the country. I'am 
glad to say- I am privileged to 
count hundreds of them among my 
personal friends. 

Throughout my 33 years in the 
retail automobile business, I have 
always been a strong believer in 
associations, local, state and na- 
tional. I always had the conviction 
that the best protection for my bus- 


Dealer Licensi 
To Go Before 
Texas Legislature 


AUSTIN, Tex. — A bill to license 
new and used auto dealers will be 
introduced in the Texas Legisla- 
ture, which convened last week. 


The bill requires that anyone 
who sells three or more cars in a 
year shall be licensed. A new-car 
license will cost $35 and a used-car 
license will cost $25. 

The bill also requires that each 
prospective licensee file a $10,000 
bond with the State comptroller, 
who is charged with administra- 
tion of the law. 


Violators of the act, which is en- 


j titled the Texas Automobile Deal- 


ers Licensing Act, are liable for a 
fine up to $500 or imprisonment up 


, to one year or both. 
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Sealers tell me 


By John 0. Munn 


iness interests existed in the power 
and strength of the associations of 
my industry. 

While right now I am not active 
in the automobile business, my 
heart and my interest remain in 
it. I value highly my connection 
with NADA, as a past president 
and as an honorary director. I 
read Automotive News as religi- 
ously as ever, and I still feel I 
am a part of the business. I shall 
always expect to. 

Residing in Washington gives me 
an unusual opportunity to observe 

the workings of many trade associ- 
ations. Here in the Nation’s Capital, 
about 1,000 such groups maintain 
their national headquarters. Among 
my friends and acquaintances are 
many businessmen who are allied 
with such groups. 

My tenure as a NADA director, 
and especially as a former presi- 
dent of NADA, has equipped me, I 
think, to observe the difference be- 
tween NADA and practically all 
other similar business groups. To 
me there is a basic difference, 
which seems evident in all the op- 
erations of these other groups. I 


tion OF dealers, BY dealers, FOR 
dealers. We have taken pride in 
this fact through all the years. 


* * * 


Remaining Strong 


O OTHER association I know 

or have observed has that same 
basic philosophy, under which 
members themselves direct and 
control programs and activities and, 
generally speaking, the very des- 
tiny of their organization. 

I saw, as did every NADA presi- 
dent before me, hundreds of dealer 
members hard at work on associa- 
tion programs. Rarely was a single 
committee member absent from a 
called meeting. This personal lead- 
ership on the part of members 
themselves has always kept 
NADA’s approach to the solution 
of industry problems on a sound, 
practical basis. 

This particular NADA asset 
must always be preserved. Get 
away from this grass-roots ap- 
proach or permit the committees 
of NADA to be subordinated to 
any other method of operation, 
and the power and potency of 
your national association can be 
seriously weakened. 

Another thing which, in my opin- 
ion, has made NADA great has 
been the unswerving insistence that 
we confine our efforts to our own 
problems in our own industry; that 
we paddle our own canoe and look 
after our own interests without en- 
tangling alliances with other groups 
or other interests. 

I cite one other respect in which 
I note a basic difference. When we 
have had, through the years, a story 
to tell to Congress or to some Gov- 
ernment agency, dealers themselves 
have come to Washington to be the 
industry’s spokesmen. No high- 
powered lobbyist or association ex- 
ecutive or attorney has done the 
talking for new-car dealers. That 
this technique has paid off is 
proved by the record. 

As dealers get busier with their 
own complex business problems in 
a highly competitive era, I think I 
detect a growing tendency for 
members themselves to be less ac- 
tive, less in the forefront of associa- 
tion activities. In my judgment, 
dealers cannot afford to let this 
happen. NADA must not allow it- 
self to drift away from the basic 
approaches which have made it 
successful and great. That is my 
sincere Message as a past presi- 


dent. 
* * 


* 
What Lies Ahead 
I WOULD say too that sometimes 
we are prone to forget our heri- 
tage. The founding fathers of 
NADA fought hard to establish our 
national association. Their succes- 
sors through all the years have car- 
(Continued on Page 52, Col. 3) 





Dealers Seek $2 Fee 


For N. Y. Inspection 


ROCHESTER, N. Y. — The 
Rochester Automobile Dealers 
Assn. has recommended a uni- 
form $2 fee for inspecting motor 
vehicles under the State inspec- 
tion law which becomes effective 
May 1. 

The law, requiring that all ve- 
hicles be inspected by Sept. 1, 
sets no fee. Edward E. Schoen, 
RADA secretary, said the inspec- 
tion of brakes, steering, wheel 
alignment, horn, lights, glass and 
windshield wipers required under 
the law would take about an 
hour. 





Condemn Price Kiti js 





Dealers View Packs 
As Necessary Evil 


By Robert M. Lienert 
Associate Editor 

are quick to condemn 

price packing as an evil that 
should be abolished, but nobody 
wants to assume guilt for the prac- 
tice or to lead the way in doing 
away with it, an informal AuToMmo- 
tive News poll showed last week. 

The nearly universal reaction 
is that price packing is prac- 





Akron Dealers Elect Officers— 


Seated, from left, are Robert E. Falor, new vice-president of the Akron Automobile 
mean this: From its very begin-| Assn.; E. John Lehman, secretary-manager; Willard E. Maloy, president; Harv Dean, 
ning, NADA has been an organiza- | treasurer, and James Kemp, director. Standing: Burton Greenwald, Don E. Mentzer, 
Glen West, John Anderson, and Ray Thomas, directors, and Ralph Yontz, retiring 


president. 





008 Moving Well in Face 


Of Keen Price 


W-CAR sales in January were 

rated “fair” to “excellent” by 
a cross-section of new-car dealers 
queried by Automotive News last 
week. 

Most of the dealers, however, 
hastened to point out that sales 
volume doesn’t mean everything 
in the 1955 market place. 

They reported being haunted 
and hounded by price cutting, van- 
ishing profits and sloppy credit 
terms. Some still say they have an 
inventory problem, although that 
Seems to have worked itself out 
pretty well for most dealers. 

* * : 
Gy volume dealer in the Mid- 
west reported “lots of shoppers 
not too many buyers—but about 
what we should expect in Janu- 
ary.” 

The No. 1 problem of new-car 
retailing was sketched by a 
dealer in the Upper Midwest who 
said that sales in his area were 
“exceptionally good,” but that it 
was “very difficult to make a 
profit.” 

With the race for 1954 sales hon- 
ors nov’ a part of history and the 
1955 selling year well under way, 
the reaction to discounting has 
been erratic. 

Among dealers polled by Aurto- 
MoTivE News, the number who said 
they had reduced discounts from 
December levels were matched ex- 
actly by the number reporting in- 
creased discounts. Several said they 
had not changed their policy on 
discounting. 

e * 
i MOST areas, the policy of a 
majority of dealers on discount- 
ing more or less determines what 
the individual retailer can do. 

One West Coast dealer who 
said he had slashed his discounts 
after the first of the year com- 


Dealer Group in Virginia 
Hands Gavel to Flournoy 


PORTSMOUTH, Va.—Seaborn J. 
Flournoy, of Bruce-Flournoy Mo- 
tor Corp. (Ford), has been elected 
president of the Norfolk - Ports- 
mouth Automobile Dealers Assn. 


Other officers named are Charles 
Davenport, of Davenport - Lewis 
Chevrolet Corp., vice-president, and 
G. W. Knighton, of Roughton Pon- 
tiac Corp., secretary-treasurer. 


Competition 


plained that some dealers in his 
area were giving away more than 
ever. He intimated that this was 
making his sales problem doubly 
difficult. 

“Sales volume is quite good; but 
price cutting is most alarming,” is 
the way another dealer put it. He 
said he had slightly increased his 
discounts over December levels, ap- 
parently in an effort to keep up 
with competing dealers. 

That assessment of the situation 
was born out by another dealer 
who reported: “Dealer competition 
terrific—discounting increasing.” 

+ * ” 


S TO credit terms, some dealers 

expressed alarm over the tend- 
ency by some retailers to advertise 
unsound offers, particularly on new 
cars. By and large, the dealers said, 
credit on used cars is being held 
in line. 

Some were worried because 
credit buying appears to be in- 
creasing and because require- 
ments have been relaxed. Fears 
were expressed that, as a result, 
dealers will be hit by more re- 
possessions some time in 1955. 

Dealers appeared to be optimistic 
on used cars, although 62 percent 
of the dealers queried said their 
used-car stocks were increasing. 
Lower stocks were reported by 19 

(See SALES, Page 6, Col. 3) 


Training Car fér Louisiana School— 


ticed in self-defense—that when 
some dealers in a given locality 
apply a pack, all must do so in 
order to stay afloat. 

The helpless feeling of the man 
who has seized a wildcat by the 
tail and dare not turn loose ap- 
pears to have its counterpart in 
dealers and price packs. 

* 


‘TPHEY are terrible,” said a dealer 
from the South. “But if you 
don’t have them today, you won't 
sell. Just about 100 percent have 
them here. 
“We wish it would bust and 
stop,” he added. 

The same paradoxical combina- 
tion of opposition but participa- 
tion appeared time and again in 
dealer comments regarding 


“Everybody seems to have a 
price pack in our territory,” one 
said. “In fact, we are beginning to 
believe it is an absolute must if 
we are to stay in business.” 

* * * 


oe price pack is “competitive, 
evil and a necessity,” said a 
Southern dealer, who added that 
he was opposed to the pack. 

A certain resignment was ex- 
pressed by a New England dealer 
who said of the pack: “Rotten, 
but (certain factory) encouraged 
it and we’ll have to live with it.” 
Most dealers seemed fully aware 
of evils inherent in the price pack. 
One said flatly: “It is a glaring 
misrepresentation that will lessen 
the public’s respect for the indus- 
try.” 

* 7” + 
dealer put his finger on the 
heart of the evil when he said: 
“Tf all dealers would eliminate 
packs, it would stabilize business 
and eliminate shopping.” 

A Chicago dealer said of packs: 
“They should be eliminated com- 
pletely.” 

Only one dealer did not express 
complete opposition to price 
packs. He said cautiously: “I be- 
lieve in them, but not too high.” 
He did not say where he thought 
the line should be drawn. 

“Would like to see them all elim- 
inated,” said a dealer in the Pacific 
Northwest. He went on to suggest 
a uniform-price system as the an- 
swer to packing. 

ae * * 
GEVERAL dealers tied the pack 
directly to dealer discounts. 
One of these, who said the pack 
was “bad,” added: “Factories 
should recognize that dealers must 
receive fair handling charges.” 

Another dealer said price packs 
probably could be wiped out if 
dealers got a full, straight 25 per- 
cent gross on the advertised re- 
tail price. 

Another suggested a straight 25 
percent, plus $100 on cars retailing 
up to $3,000; $150 up to $4,000, 
and $200 over $4,000. 

Complete innocence was protest- 
ed by a volume dealer in one of the 
larger cities. When asked, “What 
is your opinion of price packs?” 
he replied: “What are they?” 





A. Dupre Vaeth (second from left), president of Quality Chevrolet Co., Inc., Houma, 
lu., hands over a car to a driving instructor of the South Lovisiana Trade School 
while Tom Harding, sales manager, looks on. 
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NADA Action Awaited... 
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Key Trade Measures 
Revived in Congress 


(Continued from Page 1) 


behind them, as well as on the gen- 
eral political pressures. 

For example, NADA has not yet 
determined whether it will back 
an anti-bootlegging bill with man- 
datory or permissive penalties. 

The Crumpacker bill which was 
passed by the last House but which 
died in the Senate, was permissive. 

. aa * 
oo excise repealer introduced 
by Senator Potter, Michigan 
Republican, is out of line with Ad- 
ministration policy. So is a bill 
introduced by Rep. Bentley, Mich- 
igan Republican, providing for the 
scheduled Apr. 1 excise cutbacks 
to 7 percent on cars and 5 percent 

on parts and trucks. 

Rep. Hinshaw, California Re- 
publican, told Automotive News 


Dealer Stockpile 
Of Unsold Cars 
Rises to 365,000 


(Continued from Page 1) 

We have an adequate inventory as 
far as number of cars is concerned, 
but not enough of the models that 
the public wants.” 

“Too few new cars. Losing busi- 
ness on account of low inventory.” 

“Not enough convertibles, sta- 
tion wagons and hardtops.” 

“Too many models, colors, choices 
for the customer.” 

“Too few cars at present. Selling 
anything we can get our hands on 

“Too few.” 

“Short on right models, and so 
far too few cars.” 

“Not enough of the right models.” 

* * * 


“FACTORIES only ones making 
money. Too pushy. Dealers must 
get together to save themselves.” 

“Our cars are top merchandise 
this year if only we can get them.” 

Dealers handling a car pro- 
duced by one of the smaller mak- 
ers cited a difficulty different 
from the others. Two of these 
dealers said: 

“Our new model too slow in com- 
ing out.” 

“Too many ’54s, not enough ’55s, 
but we'll have more than enough 
soon. It’s always that way. When 
you can sell ’em, you can’t get ’em. 
When you can get ’em, you can’t 
sell ’em.” 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





Dealers" 
Care Cars is Total 
te Tranelt Potential 
Ported Fleid te laventery_ 
Ending Stockst Dealers Stocks 
dan, 1, ’50.... 251,754 188,500 440,254 
Apr. 1, ’60.... 276,136 158.000 434,136 
dune 1, ’50.... 247.680 160,200 
Sept. 1, °50.... 239,642 160,400 400,042 
Jan, 1, '51.... 305,888 88,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545.041 
July 1, ’61.... 357,606 90,700 448,306 
Sept. 1, ’61.... 283,402 86,800 370,202 
Jan, 1, ’62.... 224,968 31,000 255,968 
Feb. 1, °52.... 198,762 69,000 267,762 
Mar, 1, ’52.... 182,577 716,000 258,577 
Apr. 1, ’62.... 213,391 83,000 
May 1, ’62.... 261,674 88,000 339,674 
June 1, ’52.... 232,036 10,000 302,036 
July 1, ’62.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept.’ 1, °62.... 149,001 77,000 226,081 
Oxt. 1, °52.... 233,556 89,000 322,556 
Nov. 1, ’62.... 308,804 90,500 399,394 
Dee, 1, °52.... 287,247 16,000 363,247 
dan. 1, '63.... 291,671 83.300 374,971 
Feb. 1, '53.... 324,835 86,600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, ’63.... 445,882 89,300 635,182 
May 1, '53.... 490,331 97,700 
June 1, ’53.... B46 537,046 
duly 1, °63.... 479,698 82.800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, '63.... 514,569 714,500 689,069 
Oct. 1, °53.... 519,037 60,900 679,937 
Nov. 1, °63.... 538,087 606,387 
Dec. 1, ’53.... 430,376 29,000 459,876 
dan, 1, ’64.... 428,126 36.600 464,725 
Feb. 1, '54.... 406,176 60.600 626,776 
Mar, 1, '64.... 511,122 62.000 673,122 
Apr. 1, °64.... 541,911 64,000 605,911 
May 1, ’S4.... 538,775 68,500 607,275 
June 1, '64.... 503,219 62,500 665,719 
duly 1, ’64.... 445,665 62.500 508,165 
Aug. 1, °54.... 390,854 57,000 447,854 
Sept. 1, °64.... 355,654 50,400 406.054 
Oct. 1, '54.... 267,469 29,000 296.469 
Nov. 1, '64.... 120,107 37,500 157,607 
Dee, 1, ’54.... 203,453 61,700 *265,153 
Jan, 1, '55.... 297,393 68,500 365,893 


?t Field stocks include cars actually at 
ps, dealers 
and factories, and demonstrators. 


il 
i 


407,880 | boosted 


that he is not satisfied with 
freight adjustments made by the 
auto makers last fall. 

Meantime, Congress is going 
through a period of committee re- 
organization reflecting the Demo- 
cratic victory in the November elec- 
tions. Republicans are being 
dropped from committees and 
Democrats are being added. 

* * cd 
| Ee ig the job is finished, none 
of the committees can start to 
function and so nothing of any 
consequence can be accomplished. 

Hinshaw’s bill reads this way: 

“For the purposes of this section, 
it shall be deemed to be an unfair 
method of competition in com- 
merce, and an unfair or deceptive 
act or practice in commerce, for 
the manufacturer of motor vehi- 
cles to charge or collect from a 


Bill Would Require __ 


Auto Safety Belts 


WASHINGTON. — Senator 
Frank A. Barrett, Wyoming Re- 
publican, has introduced a bill that 
would require all cars sold for in- 
terstate travel to be equipped 
with safety belts. 

The proposed law would carry 
@ penalty of one year in prison 
or a $1,000 fine, or both. 





person to whom such manufactur- 
er sells any such motor vehicle in 
commerce any amount represented 
as or attributed to freight or trans- 
portation charges, to the extent 
that such. amount is in excess of 
the actual cost to such manufac- 
turer of the freight or other trans- 
portation charges incurred in mak- 
ing delivery of such motor vehicle 
to such person.” 
* 





* 


Ike Expected to Ask 


Budget of $63 Billion 


WASHINGTON. — President 
Eisenhower is expected to hand 
Congress his 1956 budget ideas to- 
day (Jan. 17). The favorite fore- 
cast of the size of the spending 
budget for the year starting next 
July 1 is $63 billion. 

For the current fiscal year the 
official estimate made by the Bud- 
get Bureau in September was that 
receipts for the year would be 
$59.3 billion; net spending $64 bil- 
lion, and the deficit, $4.7 billion. 


Eye on Suburbs, 
Chevrolet Adds 
City Managers 


DETROIT. — Keeping pace with 
the nation’s mushrooming suburban 
population growth, Chevrolet has 
its staff of metropolitan 
city managers by 20 percent within 
recent weeks. 

With two appointments made 
last week, the staff now totals 24, 
according to W. E. Fish, Chevrolet 
general sales manager. 

The new city managers are H. 
A. Lambert for Detroit, who will 
share his duties with H. G. Lackey, 
who has been serving as city man- 
ager, and R. W. Miller for Balti- 
more. G. R. Stelzer, who has been 
covering the Baltimore-Washington 
area, now is responsible for Wash- 
ington only. 

Other new city manager appoint- 
ments are Rufus Bedford jr. for 
the Dallas and Fort Worth areas, 
and R. M. O’Connor, who will 
share duties with V. D. Daniels in 
Los Angeles. 

The full staff includes F. B. Adis, 
Norwood, O.; R. L. Kreis, Indian- 
apolis; J. J. Smith, Cleveland; W. 
K. McKenzie, Philadelphia; W. C. 
Clark and E. D. MacCarthy, New 
York; J. J. O’Brien, Boston; J. H. 
Kirkpatrick, Buffalo; C. N. Free- 
man, Pittsburgh; C. R. Fike, Min- 
neapolis. 

H. W. O’Boyle and K. J. Parish, 
Chicago; D. W. Fegert, Milwaukee; 
E. E. Buckler, St. Louis; R. L. 
Smith, Kansas City; O. E. Alex- 
ander, Houston, and H. E. Heath- 
man jr., Oakland, Calif. 


Kids, Cars and Cheesecake 





L-M Unveils ‘Laboratory on Wheels’ — 

The Futura, a Lincoln-Mercury experimental car, made its debut at the Chicago 
Auto Show. The car is almost 19 feet long and seven feet wide, but only 52.8 inches 
high. It has a wheelbase of 126 inches. The roof is comprised of twin plexiglas 
canopies which pivot when the doors are opened. 





Exhibit Casts Spell Over Kids— 


Three-year-old Tommy Barcelona is typical of the thousands of boys and girls who 
were fascinated by exhibits at the Chicago show. Tommy leans over the rail to get a 
closer glimpse of the bumper and grille of the 1955 Cadillac Eldorado convertible. 





Chicagoans View New Olds Hardtop— 


Among the Oldsmobile exhibits at the Chicago Auto Show, the Holiday sedan 
four-door hardtop attracted the largest crowds, factory officials report. Jean McCarthy, 
Chicago model, rides the turntable. 





Packard Unveils Show Car— 


Reporting a steady flow of requests to bring out an up-to-date version of its 
classic radiator design, Packard built this ‘Request’ model, displayed for the first 
time at the Chicago Auto Show. It was reworked from a 1955 Packard 400. The 
two-tone exterior is pearlescent white, with copper-colored top and side accent strips. 
Also shown were Packard's 1955 production models, which go on display in dealer 
showrooms today (Jan. 17). 





Chicagoans Flock 
To Show, Expect 
Next One in Nov. 


By Maynard M. Gordon 
News Editor 
HICAGO. — No art gallery or 
vaudeville theater ever packed 
them in like the Chicago Auto 
Show did last week. 

What’s more, according to exu- 
berant members of the sponsoring 
Chicago Automobile Trade Assn., 
this may be a two-show year. CATA 
tentatively is planning to do it all 
over again next November after the 
pushed-up ’56-model debuts. 

International Amphitheatre 
ticket-takers counted 72,000 vis- 
itors on Jan. 9, the first Sunday 
for the nine-day show run. This 
was an all-time daily high and 
followed up an opening-day rec- 
ord Jan. 8 of 56,000. Attendance 
at the free preview Jan. 7 was 
21,500—still another peak. 

Gaily-colored display cars, spiced 
with Chicago’s best semi-dressed 
females and served up with an up- 
beat song-and-dance show, proved 
a combination which auto execu- 
tives hoped would turn the car- 
curious into car buyers. 

+ x * 


_ artistry invested in the col- 
oring and ornamentation of 215 
cars and trucks on display easily 
surpassed anything ever seen be- 
fore. A Rembrandt or a Picasso 
might have been hard-pressed to 
match some of the hues sported 
throughout the hall. 

Out of deference to the restyled 
55 cars, experimental-type sports 
cars were not as abundant as at 
previous shows. Lincoln-Mercury’s 
rocket ship-like Futura was a 
crowd-stopper in a stage off by it- 
self, but the whirling turntables in 
the Lincoln exhibit were reserved 
for line models. Ford put heavy 
emphasis on its production-model 
Thunderbirds. 

Chrysler Corp. divisions blos- 
somed forth with lavishly deco- 
rated stock models, where last 
year a fleet of futuristic cars held 
sway. Plymouth’s standout was a 
copper-and-black Belvedere, for 
example, while Dodge unveiled 
heather- rose convertibles and 
hardtops. 

Introduced by Chevrolet was a 
’55-model turntable, with an all- 
metal base on the circumference 
of which were etched dozens of 
typical American scenes. The dis- 
play piece was a cutaway Chevro- 
let car tilted at a steep diagonal. 

Buick and Oldsmobile evoked 
great interest with their new four- 
door hardtops, ‘which will reach 
the market in a few months. 
* = * 

HOW-MINDED GM occupied an 

entire wing of the Amphithea- 
tre with a corporation display of 
eight new experimental models and 
engineering machinery. Much of 
the GM display pieces were new, 
but spokesmen promised that the 
upcoming Motorama would pre- 
miere even newer models and 
equipment. 

Studebaker broke out its new 
Speedster sports hardtop in a can- 
ary yellow-and-sea green combina- 
tion which evoked universal com- 


Ment as the most singular two- 
(Continued on Page 48, Col. 4) 


Tillinghast Named 
Nash Parts Chief 


DETROIT. — The appointment 
of C. M. Tillinghast as general 
parts and service manager of Nash 
was announced 
last week by Roy 
Abernethy, sales 
vice-president. 

Tillinghast, for- 
merly parts and 
service merchan- 
dising manager, 
joined Nash in 
1943 as parts 
manager in the 
Atlanta zone. He 
later was named 
©. M. Tillinghast istrict manager 
in the same Zone. 

In 1950, Tillinghast was appoint- 
ed assistant parts and accessories 
Manager at the central office in 
Detroit, and became manager in 
1951. He was named parts and 
service merchandising manager in 
1953. 

Prior to joining Nash, Tilling- 
hast served with Queen City Coach 
Co. and Chevrolet. 
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_ * no customer resistance en 
to Commercial Credit Plan” 


says MR. JOHN W. HANRON, Sales Manager of Hub Motor Car 





rR Co., Inc., DeSoto-Plymouth dealers in Boston, Mass. 








ee E HAVE used ComMMERCIAL CREDIT 





that we can close sales quicker because we 





PLAN since we started business in 1937 can work with CommerciaL Crepir by tele- 
and results have been good. Our customers phone. The fact that we can settle insurance 
like the plan so there’s no customer resis- claims quickly is important as is COMMERCIAL COMMERCIAL 
tance. From our standpoint we like the fact CrEDIT’s automatic insurance coverage.” 


CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore ... 
Capital and Surplus over $170,000,000 
- + - Offices in principal cities of the United 
States and Canada. 







COMMERCIAL CREDIT DEALERS ARE Successful pEAters 






Let us show you how ComMERCIAL Crepit’s broad experience, large resources and complete financing 
facilities can contribute to your successful operation. Write, wire or phone your nearest COMMERCIAL 


CreEpIT office. You'll get prompt action. 












6 


Mobilgas Finds in Survey on Run... 





Interest in Economy 
Reported as High 


LOS ANGELES. Fifty - four 
percent of the motoring public is 
familiar with the annual Mobilgas 
economy run, according to a coast- 
to-coast survey conducted by 
Alfred Politz Research, Inc. 

The results of the survey, ac- 
cording to General Petroleum 
Corp., should be “of particular 
interest to Detroit’s automotive 
executives — in a period when 
Detroit is principally concerned 
with an engine horsepower race.” 

Interest in the western region, 
where the annual run takes place, 
ran considerably higher than the 
national average, the survey found. 
A total of 75 percent of all motor- 
ists questioned in the West was 
found to be familiar with the econ- 
omy run. Over half of this group 
correctly named Mobilgas as spon- 
sors of the run. 

Manufacturers are building 
higher performance into engines 
and hope that efficiency and econ- 


Bartlett Elected 
In Atlantic City 


ATLANTIC CITY, N. J.—Ralph 
Bartlett, Absecon Chevrolet dealer, 
has been elected president of the 
Atlantic County Automobile Deal- 
ers Assn. He succeeds Edmund M. 
Townsend (Pontiac - Cadillac), At- 
lantic City. 

William Ruffu (Lincoln-Mer- 
cury), Atlantic City, was named 





vice-president, and Robert Mathis 
(Studebaker), Atlantic City, was 
elected secretary-treasurer. 








JANUARY 12 
(Sale very good with prices still 
holding up. Sold,117 cars out of 
191 entered.) 
BUICK—’53 Super Riviera club coupe, 


$1,380. °52 RM 4-dr., $940*. ’51 
Super 2-dr., $765*, $755°*; 4-dr., 
$700*. '50 Super 4-dr., $390*. 

CADILLAC—'53 (62) 4-dr., $2,360*. 
*50 (62) conv., $1,155*. 

CHEVROLET—'54 Two-ten 2-dr., $1,- 
325*, $1,235°, $1,150°; 4-dr., $1,- 
200*. °53 Bel Air 2-dr., $1,210*, 
$1,150*, $1,100*; station wagon, $1,- 
200*; Two-ten 4-dr., $910, $850*; 
2-dr., $900*, 2 at $875*. '52 SL 
Deluxe 2-dr., $725*, $695*; 4-dr., 
$655*. °51 SL Deluxe 2-dr., $630*; 
4-dr., $550°. ‘50 SL Deluxe 2-dr., 
$395*, $325*, $270*. °49 SL Deluxe 
conv., $235°*. - 

CHRYSLER — ‘54 NY 4-dr., $1,850* 
(ps). °53 NY 4-dr., $1,605* (ps); 
Windsor 2-dr., $1,320* (ps); 4-dr., 
$1,210*. ‘52 Windsor 2-dr., $865* 
(ps). '51 Windsor 2-dr., $685*; 4-dr., 
$585*, $555*. °50 Saratoga 2-dr., 
$425*. 

DeSOTO—'53 Fire Dome (8) 2-dr., 
$1,165*; 4-dr., $1,130*. °51 Custom 
4-dr., $500*, $465°. 

DODGE— 54 Coronet (8) 2-dr., $1,425*. 
’563 Coronet (8) 4-dr., $850*%, 2 at 
$820*; 2-dr., $810*. ‘52 Meadow- 
brook 4-dr., $550*. ‘51 Meadowbrook 
4-dr., $475*. 

FORD—’ 54 Crest (6) Victoria, $1,635*; 
Custom (8) 2-dr., $1,350, $1,210; 
Custom (6) 2-dr., $1,225*; Main (6) 
2-dr., $1,160*. °53 Main (8) Ranch 
Wagon, $1,200; Custom (8) conv., 
$995*; 4-dr., $990*%; Custom (6) 
4-dr., $825. ‘51 Custom (8) 4-dr., 
$540*; Deluxe (8) 2-dr., $420. ‘50 
Deluxe (6) 2-dr., $175. 

HUDSON—’52 Pacemaker 4-dr., $600. 

KAISER—’51 Special 4-dr., $135*. 


MERCURY — '’53 Monterey 2-dr., $1,- 
425*. ‘51 2-dr., $600*, $540*; 4-dr., 
$575*; coupe, $525*. '49 4-dr., $250*. 

NASH—’53 Statesman 2-dr., $900. 

OLDSMOBILE—’53 (88) conv., $1,540* 
(ps); 4-dr., $1,455* (ps), $1,085*; 
2-dr., $1,260*. ‘51 (88) 4-dr., $805*, 
$660*; 2-dr., $615*. °50 (88) 2-dr., 
$320°. 

PACKARD—’53 4-dr., $1,290* 
’52 4-dr., $735* (ps), $550". 

PLYMOUTH — °53 Cranbrook 2-dr., 
$810, $715, $705; 4-dr., $760; Cam- 
bridge 4-dr., $695. "52 Cambridge 
4-dr., $575, $560, $500; coupe, $560. 
’51 Cranbrook Belvedere, $500; coupe, 
$430, $400, $390; Cambridge 4-dr., 
$380. °50 Special Deluxe Suburban, 
$380; coupe, $310; 4-dr., $300. 

PONTIAC — ‘55 Chieftain (8) 4-dr., 






(ps). 


$2,125*. °54 Chieftain (8) Catalina, 
$1,810*; 4-dr., $1,625*. ’53 Chieftain 
(8) Catalina, $1,435*; 4-dr., $1,110*, 
$1,070%, $1,045°; 2-dr., $1,110*; 
Chieftain (6) 4-dr., $855*. '52 Chief- 
tain (8) 4-dr., $820°. ‘51 Silver 
Streak (8) 2-dr., $520°. ‘50 Silver 
Streak (8) coupe, $490°; 2-dr., 
$475*. ‘49 Silver Streak (8) 4-dr., 





Used-Car Bulletin from Detroit . . ‘ 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmissivn or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 42, 43 


omy will be sidebar benefits, 
economy is of more importance 
than Detroit has estimated, 
firm said. 


Other indications that bear out 


this theory is the rash of com- 
munity economy runs in the West, 
patterned after the Mobilgas event 
and aided to a considerable degree 
by advice and cooperation given 
by Mobilgas technicians. Many of 
these have been sponsored by pub- 
lic high schools, police departments 
and service clubs. 

Interest in one-day runs has 
been high, and small-city economy 
runs have proved of inestimable 
value in community relations for 
the sponsoring organizations, Gen- 
eral Petroleum said. 

Some dealer sales personnel have 
reported that a considerable num- 
ber of new-car prospects now look 
for economy as well as evidence 
that a new engine is a “bomb.” 
With traffic-safety-minded police 
departments passing out tickets 
for violations with increasing ra- 
pidity, the ability of most motorists 
to make use of increased engine 
horsepower has become confined to 
infrequent out of town trips, the 
firm said, while economy is an 
everyday virtue desired by a ma- 
jority of motorists. 

In a previous survey conducted 
by Facts Consolidated, four-fifths 
of all motorists who were familiar 
with the run expressed themselves 
as believing the annual contest is 
a fair test of today’s automobiles 
and that the run benefits them 
personally. 


$245*. °48 Torpedo (8) 4-dr., $210. 
STUDEBAKER — ’53 Champion 2-dr., 
$755*. ’°50 Champion 2-dr., $310. 





January 5 
(Prices steady. Sold 112 cars out 
of 156 offerings despite rain all day.) 
BUICK—’55 Super Riviera 2-dr., $2,- 
625*. ’54 Super Riviera 4-dr., $1,950*. 


’52 Super 2-dr., $920*. °51 Super 
4-dr., $695*; Riviera 2-dr., $675*. '50 
Super 4-dr., $450*. 


CADILLAO—’53 (60) Special 4-dr., $2,- 
580° (ps). ’52 (62) 4-dr., $1,900°. 
’47 (62) 4-dr., $110*. 

CHEVROLET—’54 Two-ten 4-dr., $1,- 
340°; 2-dr., $1,330*. °53 Bel Air 
2-dr., $1,225; Two-ten station wagon, 


$1,225; 2-dr., $975, $885, $770; 4-dr., 
$925, $865. °52 SL Deluxe 2-dr., 
$685*, $650, $570, $500*; conv., 
$675*; %-ton pickup, $550. '51 SL 


Deluxe 2-dr., $625*, $480°, $475*. ’50 
SL Deluxe 2-dr., 


$360*, $355*. 
SM 4-dr., $125. 


DeSOTO— 50 Custom Sportsman, $530*. 
*49 Custom 4-dr., $420°. 

DODGE—’53 Coronet Diplomat, $1,000; 
Wayfarer 4-dr., $800. ‘°49 Deluxe 
4-dr., $185. 

FORD—’54 Crest (8) Victoria, $1,475; 
Custom (6) 2-dr., $1,130; coupe, 
$1,000. '53 Crest (8) Victoria, $1,- 
250; Custom (8) 4-dr., $1,055*, $1,- 
025*, $960; 2-dr., $1,000*, $960, $930; 
Main (8) 2-dr., $775. '52 Crest (8) 
Victoria, $965; 4-dr., $825*; Custom 
(8) 4-dr., $760; conv., $570; Main 
(8) 2-dr., $645. "51 Custom (6) 
coupe, $510; 4-dr., $440; 2-dr., $430; 
conv., $410, $400. ‘50 Custom (8) 
2-dr., $375; conv., $370; Custom (6) 
2-dr., $270. '49 Custom (8) 2-dr., 2 
at $212, $210. '46 Custom (6) 2-dr., 
$125. 

HUDSON—'51 Pacemaker 4-dr., 

00* 


"48 


$455", 


$300*. 
KAISER—'53 4-dr., $690*. 


MERCURY — ’52 2-dr., $010*, $880*; 


4-dr., $900*. '51 coupe, $590*. ‘50 
coupe, $435*; 4-dr., $380*, $375*; 
2-dr., $325°. 


NASH—’53 Ambassador 4-dr., $1,150. 

OLDSMOBILE—’53 (98) Holiday, $1,- 

620* (ps); (88) 4-dr., $1,585* (ps); 

2-dr., $1,460°*. '52 (98) 4-dr., $1,150*. 

’61 (88) 4-dr., $590*°. '50 (88) 4-dr., 
. 


PACKARD — ’53 Patrician 4-dr., $1,- 


260° (ps). ’51 4-dr., $515*. '50 4-dr., 
$205*. 

PLYMOUTH — '53 Cambridge station 
wagon, $1,080*; Cranbrook coupe, 
$895; 4-dr., $830. °52 Cambridge 
coupe, $470, $435. ‘51 Cambridge 
4-dr., $425, $395, $390, $375, $355; 


2-dr., $330. 50 Special Deluxe 4-dr., 
$855, $315. '49 Deluxe 4-dr., $255. 

PONTIAC—’ 54 Star Chief (8) Catalina, 
$1,910°; Chieftain (8) 4-dr., $1,650°, 
$1,615*. °53 Chieftain (8) Catalina, 
$1,475°, $1,450°. ‘51 Chieftain (8) 
2-dr., $650°, $575*. '50 Silver Streak 
(8) 2-dr., $415*%, $400°; 4-dr., $315°. 

STUDEBAKER—'53 Commander coupe, 
$835 


the 
company said. It may well be that 


the 












































to $1,696; 
55s, down $13 to $2,216, and ’50s, 
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‘Ultra Vista’ Studebakers 

















Studebaker Unveils New Windshield— 


Style leader of Studebaker's Ultra Vista models is the President State sedan with 


185-horsepower V-8 Passmaster engine. 


optional. 


Wraparound for Conestoga— 


The Ultra Vista wraparound windshield is featured on the 1955 Studebaker Com- 
monder Regal station wagon which has a horsepower of 162 with new Commander 
V-8 Bearcat engine. Power window lifts and seat controls are available. 


* * # 


Air 


conditioning and power assists are 





* * * 


Studebaker Increases 
Glass, Horsepower 


SOUTH BEND.—Studebaker last 
week announced a new series of 
cars with wraparound windshields, 


and at the same time announced 


higher horsepower ratings for both 
President and Commander models. 
Basic prices were unchanged. 
Air conditioning and two new 
power - assist options — windows 
and seats—also were introduced 
by Studebaker. 

The wraparound windshields will 
identify the new Ultra Vista model 
sedans and station wagons. Wrap- 
arounds were not extended to sports 


Sales 


(Continued from Page 3) 
percent, and the same number said 


stocks were unchanged. 


The difficulty in used cars ap- 


pears to be in moving late models. 
One dealer said he tried to avoid 
deals in which he had to accept 


‘54s or ’53s as tradeins. 
“Very hard to sell,” he said. 


* * * 


HIS, of course, falls in line with 
indications of AUTOMOTIVE News’ 


used-car index. For the past year, 
the_index has indicated highest de- 
mand for cars four to five years 


old. 

The index of last week showed 
that the average price of used 
units sold at wholesale auction 
declined $10 to $894. Leading the 
way downward were ’48s, which 
plummeted $30 to $187, and ’53s, 
which skidded $23 to $1,077. 

Other losses were: '54s, down $15 
52s, down $15 to $756; 


down $6 to $406. 
Only increases on the index were 


scored by °49s, which went up $8 
to $279, and ’51s, which advanced 


$9 to $532. 

Every model which declined— 
except the ’54s—set record lows. 
The low for ’54s was established 
last October when the price dipped 
to $1,640. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): ’55 to '54, $520 ($518); ’54 
to '53, $619 ($611); ’53 to ’52, $321 
($329); '52 to ’51, $224 ($248); ’51 to 
50, $126 ($111); ’50 to °49, $127 
($141), and ’49 to ’48, $92 ($54). 

—Rosert M. Lienert 





models, a Studebaker spokesman 
said, because of styling and produc- 
tion difficulties. 

Henceforth, he added, sedans and 
station wagons are to be produced 
with conventional windshields only 
on specific dealer order. 


The new windshields contain 1,105 
square inches of glass, an increase 
of 187 square inches. The new mod- 
els also have a redesigned instru- 
ment panel. 


The new engine ratings give the 
President 185 horsepower, instead 
of 175. The Commander, formerly 
rated at 140, now carries a new 
engine based on the President 
block and rated at 162 horsepow- 
er with standard carburetion or 
182 with four-barrel carburetion. 


The President engine is tabbed 
the “Passmaster,” and the new 
Commander powerplant, the “Bear- 
cat.” Both have 259.2 cubic-inch 
displacement and compression ratio 


of 7.5 to 1, with 8 to 1 optional. 


Livat AUYSON Produc: 


i | si SSL eT. 


First Hudson from Kenosha— 





Tire Companies 


Hike Prices Again; 
Up 2% to 5 Pet. 


AKRON.—Tire makers last wee 
boosted the price of replacement 
tires from 2% percent for car and 
light-truck sizes to 5 percent for 
tubes and large-truck tires. 

It was the second boost in two 
months. Early in November a 5 
percent hike became effective. 

U. S. Rubber kicked off the lat- 
est round and was followed quickly 
by B. F. Goodrich, Goodyear, Fire- 
stone and General. 

Industry sources say that if the 
current demand holds there will 
be at least one, if not two more 
increases in the next few months. 

Howard N. Hawkes, general 
manager of U. S. Rubber’s tire di- 
vision, said higher costs, especially 
for crude rubber, necessitated the 
new prices. 

U. S. Rubber exempted from the 
boost its newly introduced pre- 
mium Royal Master tubeless tires, 
but most other makers hiked prices 
on all categories. 

* * * 


Canada’s Rubber Firms 


Worried by Crude Prices 


TORONTO.—“A steady increase 
in the prices of natural rubber is 
causing a great deal of concern in 
the rubber industry,” according to 
R. C. Berkinshaw, president of the 
Rubber Assn. of Canada. 


“The price of natural rubber has 
risen approximately 75 percent in 
the past nine months,” he said. 
“The prices of synthetic rubbers, 
supplied mainly by Government- 
owned Polymer Corp., have re- 
mained steady throughout the 
year.” 


Wright to Head 
Ford Purchasing 


DEARBORN. Retirement of 
Charles H. Carroll as director of 
purchasing of Ford Motor Co. and 
appointment of 
James O. Wright 
as his successor 
were announced 
last week by D. 
S. Harder, man- 
ufacturing vice- 
president. 

Carroll will re- 
main with the 
company for an 
indefinite period 
as a member of : 
Harder’s staff. He J. O. Wright 
has held his position since 1952 
and has been with Ford for 37 
years. 

Wright, with Ford since 1946, has 
served as assistant general pur- 
chasing agent for the Ford division 
since 1953. Prior to that, he was 
assistant general manufacturing 
manager, assistant to the general 
manager of the Ford division, 
assistant to the finance  vice- 
president and manager of the or- 
ganization department. 





The first Hudson Hornet produced in Kenosha, Wis., is presented to Alan Ameche 
(right), Wisconsin All-American football player, by N. K. VanDerzee, Hudson sales 


vice-president. 


Special ceremonies accompanied the beginning of Hudson output, 


highlighted by the presence of Gov. Walter Kohler, the mayor of Milwaukee and the 


city manager of Kenosha. 
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The editorial and advertising power of THE 
INQUIRER gives you the right combination 
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by 


Engineering Editor 


At FIRST thought, it 
seem surprising that automo- 
tive engineers are interested in de- 


might 


tails of recently announced Air 
Force experiments with the high- 
speed “sled.” However, several au- 
tomobile safety engineers have re- 
minded us that such information is 
of value to them, because it pro- 
vides an indication of deceleration 
limits for human endurance when 
a person is properly supported and 
restrained in his seat. 

Published news stories reported 
that Lt.-Col. John Stapp withstood 
pressure “equal to 35 times his own 
weight” while stopping in “a frac- 





TURNINGS 


John T. Benedict 


AUTOMOTIVE NEWS, JANUARY 17, 1955 


tion over one second” from a speed 
of 632 miles an hour. 

Although the various stories 
disagreed in their reporting of 
some significant details, and the 
original release did not make it 
clear whether Stapp was sub- 
jected to a maximum decelera- 
tion rate of 35 Gs or if this was 
to be taken as the average force 
during braking, it still is possible 
to make some rough translations 
into automotive terms. 

According to one vehicle safety 
engineer, the general magnitude of 
this force would be approximated 
by a car traveling 30 mph and 
crashing into a solid wall—with an 


assumption of a one-foot front-end 
deformation distance for energy 
absorption. 

It should be remembered, how- 
ever, that shoulder harness, chest 
and leg straps, and other protec- 
tive devices virtually “glued the 
Air Force experimenter to his seat” 
from the back of his head to his 
heels. 

Even so, it was amazing to learn 
that a man had been subjected to 
such forces without permanent in- 
jury. Previously published maxi- 
mum acceleration and deceleration 
figures were less than one-half the 
35 G level. 

Don’t be misled by headline writ- 
ers who stretched a point to assert 
that Stapp “stopped on a dime.” 
Even though he came to a dead 
stop in about one second after 
braking, it is likely that braking 
distance was at least 400 or 500 
feet! 





Suitable Rectifier Studied 


For AC Generators 


OME engineers believe that 
steadily increasing electrical 
requirements eventually may lead 
to use of alternating-current gen- 
erators on passenger cars. Such a 





development is thought to be par- 
ticularly useful if trends in elec- 
trically operated accessories push 
the load to a level of about. 2,000 
watts. 

For these outputs, the alternator 
probably would have a size and 
weight advantage, as well as doing 
away with the commutator, 
brushes, etc., that are needed in 
present generators. A number of 
companies are engaged in promis- 
ing work on advanced designs for 
rectifiers that would be required 
to convert the alternator output to 
direct current. 

Presently available commercial 
rectifiers are said to be too ex- 
pensive for consideration. And, 
in addition, selenium rectifiers 
are declared unsuitable because 
of size, cooling-radiator require- 
ments and efficiency limitations. 
Rectifiers made of germanium 
are smaller and more efficient 
(90 to 95 percent efficiency), but 
have a temperature limitation of 
about 140 degrees Fahrenheit, 
compared with 212 degrees for 
selenium rectifiers. 

At Transistor Products, Inc., 
President R. B. Holt says that ex- 
perimental germanium rectifiers 
offer considerable possibilities for 
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automotive application. He stat: 
that forward currents of 50 ar 
peres with good rectification efi 
ciency are not difficult to obtai: 
And high back voltages also ma 
be achieved if forward currents o 
somewhat smaller values are suff: 
cient. 

Holt says, “While it will be some 
time before such devices are ut'- 
lized commercially, we feel that in 
the long run they can do a great 
deal to eliminate wiping contacts, 
and thus contribute to improved 
reliability in the automotive elec 
trical system.” 

The first actual application ex- 
pected by Holt is the use of a ger- 
manium diode and transistor oscili- 
lator to replace the present high- 
voltage supply for automotive radio 
and light-dimmer use. He reports 
that suitable devices for such an 
application have been made, and 
now are being studied from a pro- 
duction viewpoint to determine 
whether they offer a price advan- 
tage over existing units. 

The Detroit Arsenal, General 
Motors and Chrysler Corp. are 
among the companies reported 
studying applications for Gen- 
eral Electric germanium recti- 
fiers. Our sketchy information on 
these experiments does not, how- 
ever, tie the device to any early 
use on cars. 

Surprisingly enough, the prom- 
ising germanium rectifier already 
has a strong competiter for many 
of its potential applications. This 
is the new type of silicon rectifier 

| disclosed in a report on Westing- 
| house Electric experimental work. 
| Although the comany says that 
| “possible potential automotive ap- 
| plications are on the restricted list 
}at present,” we can give you a 
|general idea of silicon rectifier 
| characteristics and envisioned fu- 
ture uses. 

Efficiency is said to be 98 percent 
{in a silicon rectifier occupying 
“only a fraction of the space of 
other equipment needed to do the 
job.” s 

Westinghouse says that, although 
commercially available silicon rec- 
tifiers generally produce less than 

one watt of power, the new unit is 
capable of delivering a power out- 
put of more than 1,200 watts. Am- 
bient temperatures approaching 400 
degrees Fahrenheit are not harm- 
ful to the device. This quality 
would enable it to perform in the 
200-degree under-hood tempera- 
tures in present-day cars. 
ES * * 


The ‘Right Combination’ 


For Spark Plug Fouling 


- SPARK-PLUG deveiopment— 
| as in many other types of engi- 
neering test work — one of the 
'toughest problems is to devise an 
experimental procedure that will 
successfully duplicate actual serv- 
ice operating conditions. It’s no 
| trick at all to come up with a plug 
| that will pass preliminary labora- 
|tory tests with flying colors, and 
| then give nothing but trouble when 
| installed in a vehicle on road test. 
But one company was pestered 
by complaints from an employe 
(not a member of the test group) 
who consistently had fouled plugs 
under conditions that failed to pro- 
duce fouling for test drivers. The 
thing baffled (and embarrassed) 
the best ignition and engine minds 
in the company. 
Finally, in desperation, they 
followed the man to and from 
work—and ran driving tests over 
the same course to be sure of 
duplicating traffic and driving 
conditions. This wasn’t the an- 
swer either. Test drivers had no 
trouble, and our hero still fouled 
plugs with annoying regularity. 
Then the engineers decided to 
assign an observer to ride with 
| him and see if on-the-spot analysis 
could discover the missing link 
that had eluded them in efforts to 
correlate tests with “the real 
thing.” It didn’t take the keen- 
eyed co-pilot long to identify the 
|source of trouble in the driver's 
| habit of holding one foot on brake 
and using the other to jockey the 
accelerator pedal back and forth 
while waiting for traffic lights. 
Relating this little trick to over- 
all usage for this particular car, it 
was surmised that the “right com- 
| bination” had been found in “load- 
| ing” the plugs of a high-output en- 
gine that often went for weeks at 
a stretch without the benefit of 
| prolonged operation at even medi- 
|um speed ranges needed to attain 
design operating temperatures. 
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AUTOMOTIVE WASHINGTON 


Due-to-Expire Laws 


To Stir Hot Debates 


By William Ullman 


Washington Correspondent 


UMEROUS national laws of broad interest to business- | 


men are due to expire this year, and many of them un- 


questionably will come in for 


hot debate before decision is 


reached either to extend them or let them die. 


Here is a brief rundown of 


special interest to business? 


and the date they are sched- 


uled to expire: 

Russer—Submission of report on 
negotiation of plans for disposition 
of Government -owned producing 
facilities. Jan. 31. 

INTERGOVERNMENTAL RELATIONS — 
Time limit for final report of Kes- 
tenbaum Commission. Mar. 1. 

Taxes— Temporary increase in 
corporate tax rate from 47 to 52 
percent. Apr. 1. Also extension of 
certain excise tax rates (automo- 
biles, gasoline, 
cigarettes, and 
alcoholic bever- 
ages. Apr. 1. 

Reorganiza- 
tion—Time limit 
for final report 
of Hoover com- 
mission. May 
31. President’s 
authority to 
propose reor- 

, ganization plans 
Wittam Unmas for executive 
departments and agencies. Apr. 1. 

TrapE AGREEMENTS — Reciprocal 
Trade Agreements Act. June 12. 

Sma.Lt Business—Small Business 
Administration. June 30. (But Pres- 
ident may continue until Dec. 31 for 
purposes of liquidation.) 

Epvucation—Federal aid for edu- 
cational agencies in areas affected | 
by Federal activities. June 30. Use 
of funds for construction of school | 
facilities in areas affected by Fed- | 
eral activities. June 30. Use of 
funds under grants to state con-| 
ferences on education. Dec. 31. 

Selective Service—Authority to 
draft 18% to 26-year-olds into 
military service. July 1. 

ForeIGN AID Authorization for 
Foreign Operations Administration. 
June 30. 

NationaL Dest—Authorization of 
$6 billion increase in debt limit. 
June 30. 

Imports—Time limit on suspen- 
sion of certain import taxes on cop- 
per. June 30. Time limit on suspen- 
sion of duties and import taxes on 
scrap metal. June 30. 

Hovusinc — Various provisions of 
Housing Act. July 1. 

* * 


j 
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Road Booklet Revised 


HE National Highway Users 

Conference last week announced 
publication of a revised edition of 
“The Highway Transportation 
Story—In Facts.” Arthur Butler, 
director, said the original edition | 
of the booklet proved to be one of | 
the most popular volumes ever is- 
sued by the NHUC. 

Albert Bradley, executive vice- 
president of General Motors and 
chairman of NHUC, prepared a 
foreword for the booklet in which | 
he declared “its widespread use will | 
insure a greater public understand- 
ing of this complex segment of our | 
economic and social life. 

“And that understanding, in 
turn,” he added, “will enable 
highway transportation to make 
an even greater contribution to 
the prosperity and progress of 
all.” 

Bradley said the booklet is de- 
signed to show “how and why” 
highway transportation is an enter- 
prise which “touches and influences 
the life of every American.” 

Copies of the booklet may be ob- 
tained from NHUC, National Press | 
Blég., Washington 4, D. C. 
* * * 


‘Hard Money’ Defended 


GECRETARY of the Treasury) 
George Humphrey the other 
day vigorously defended the Ad- 
ministration’s “honest money” pol- 
icy, its debt management program 
and higher interest rates. 

Humphrey told a Senate-House 
subcommittee on economic stabili- 
zation that “the policy served its 





those pieces of legislation of 


purposes” and that it was “benefi- 
cial to the country.” 
Rep. Wright Patman, Texas Dem- 





Ray Joins Antrim 


Robert B. Ray has been named 
new-car sales manager for Antrim 
Motors, Inc., Roanoke, Va. Ray 
formerly was in the special sales 
department of Dodge Truck divi- 
sion. Prior to this he was general 
manager of an automobile dealer- 
ship in Asheville, N. C. 


@ Automobile dealers’ service departments and auto glass replace- 
ment shops all over the country are taking advantage of the increasing 
demand for Solex Heat-Absorbing Safety Glass. And they’re finding 
this a source of important plus-business. That's why we urge you to 
make sure that you identify your shop as headquarters for Pittsburgh’s 
green-tinted Solex. An effective way to do this is to have the two signs 
illustrated here. Why not order them from your Pittsburgh Safety 





ocrat, long an outspoken critic of 
Treasury policy, and Sen. Paul 
Douglas, Illinois Democrat, insisted 
that the venture into a long-term 
bond issue and “dearer money” was 
“a mistake.” 

Humphrey, however, insisted, “It 
halted inflation which at the mo- 
ment seemed to us a highly poten- 
tial threat. It saved the people a 
great deal of money. It stabilized 
the market. It halted the deprecia- 
tion of the dollar.” 

mz + + 


Aiding Small Firms 

COOPERATIVE effort aimed 

to inform small business firms 
of the steps necessary to obtain fi- 
nancing through issuance of securi- 
ties was announced jointly last 
week by the Securities & Exchange 
Commission and the Small Business 
Administration. 

Under the program advanced, it 
was explained, SEC will provide 
SBA with current information on 
SEC regulations applicable to the 
issuance and sale of securities by 
small firms, services rendered by 
the commission in aid of compli- 
ance therewith, and similar matters 
of interest to the small business 
owner. 

Regional and branch offices of 


Glass branch or distributor right now? 


Remember, you have no stocking or inventory problems with Solex. 
That’s quite a consideration, in view of the many curved and wrap- 
around shapes current today. The efficient service on replacement 
parts near you—backed by auto glass depots that carry all parts in 
stock—assures you that your orders will be handled quickly and 


efficiently. 


For additional information on Solex, and the selling aids available 
to help you get your share of this profitable business, write to 
Pittsburgh Plate Glass Company, Room 5169, 632 Fort Duquesne 


Blvd., Pittsburgh 22, Pennsylvania. 


SOLEX Safety 
“the best glass under the sunt” 


PAINTS - 
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Pontiac for Kasey— 


A. M. Sanders (right), retiring owner of 
a large San Diego (Calif.) dealership, 
hands over his firm to Albert Kasey (left), 
while D. M. House looks on. Sanders had 
conducted the business 14 years. 





SBA, particularly those located 
in areas where SEC does not 
maintain offices, will serve as cen- 


“Yes sir...we're cashing in on the big demand for 


Soler Safely bless!” | 


ge 


These Signs Identify Your Shop 
as Headquarters for Solex 


? 


ters of information for business- 
men, it was said. 

In announcing the program just 
concluded with SBA Administrator 
Wendell Barnes, Ralph H. Demm- 
ler, chairman of SEC, issued this 
statement: 

“Many small firms are unaware 
that the Securities & Exchange 
Commission has special regulations 
which apply to the sale of - their 
securities. For example, small firms 
frequently do not know that issues 
of securities not exceeding $300,000 
are exempt from registration under 
the Securities Act, upon compliance 
with the provisions of the commis- 
sion’s Regulation A. 

“The Securities & Exchange Com- 
mission welcomes the help of the 
Small Business Administration in 
bringing to small firms a better un- 
derstanding of the services and re- 
quirements of the commission. Our 
agreement is another forward step 
by the Eisenhower Administration 
to aid and assist small business.” 

George Burger, Washington rep- 
resentative of the National Federa- 
tion of Independent Business, be- 
lieves that small business is due to 
receive a lot of favorable attention 
in the 84th Congress. He said senti- 
ment among many members of the 
Legislature is running that way. 
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PITTSBURGH PLATE GLASS COMPANY 


TRONS 


green tint Solex 





PLASTICS - 
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For use at front of repair shop or service department. 
This sign measures 24” x 18”. It is double-faced, 
enameled. Includes supporting bracket. Bold white and 
yellow lettering, black background. 







This illuminated counter 
displayer is a real attention- 
getter and reminder to 
prospects that you sell and 
install Solex. Colors are 
white, yellow, and black on 
a green background. Size, 
bi” x ES". 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 








THE NEW PACKARD... 


In a series of advertisements that have 
been appearing in Automotive News 
you’ve been reading about the New 
Packard Program. You’ve read about 
the new plants, the increased facilities 
and resources .. . and the opportunities 
created by Packard’s new Dealer- 
Factory Relations Program. 


Here in the New Packard and 1955 
Clipper are the results of more than two 
years intensive planning . . . two great 
automobiles now being shown for the 
first time throughout America. . . the 
fulfillment of a promise to give the 
American publica newchoicein finecars. 


The challenge of making this dream 
come true attracted the most able men 


from every segment of the industry. 
They joined forces with the proud 
craftsmen and brilliant production en- 
gineers who have made precision work- 
manship and creative engineering a 
Packard tradition. Modern factories, 
with the latest and best in automatic 
equipment, were acquired. Packard and 
Studebaker pooled their skills to build 
cars of individually distinctive quality 
in every price field. We believe there is 
a large and important market for these 
cars. 

There are still opportunities in a few 
selected areas to associate yourself with 
an organization that will be making 
automotive sales history in the months 
that lie ahead! 





PACKARD PRESENTS... 


wo Mew Cars| 
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Oppowuntty / 


@ TORSION-LEVEL SUSPENSION RIDE 


@ WORLD’S MOST POWERFUL V-8 ENGINES~ 
260 AND 275 HORSEPOWER 









@ TWIN ULTRAMATIC TRANSMISSION 


© ADVANCED GRACEFUL STYLING 


And another great line... the 1955 CLIPPER! 


Ce rrnnncnnccmnnrsnnene a 


For those who want individuality in a medium-price car 


ENJOY “TV READER’S DIGEST’—ABC-TV NETWORK 
D y V : he i oO he See your newspaper for time and station. 
JA RD COoRPORATION 
MICHIGAN 
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AUTOMOTIVE NEWS PLATFORM 


m 1. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
£ governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 





AUTOMOTIVE 





aaerag 





Capsule Comment | 

“‘Now that the leadership race is over, it is hoped that the, 
factories will turn their well oiled machinery loose on illicit | 
sales and movement of new cars in a concerted effort (like 
they did on registrations) and bring back order rather than | 
confusion to this industry... 


“If we go to diversified dealerships, there would be no | 
interest or competitive urge in such an operation.”—Mis- 
souri Automobile Dealers Assn. 

* * * | 


for 1955. 
Our best wishes for a fine selling year. 


The Little Three have shown the public their new stuff | 


| 
The auto makers started out the year building at near an| 
eight-million-a-year rate. 

Let’s give them to the customers while they want them, | 


but don’t forget there are 52 weeks in the year. 
* * * 


NADA thinking is reported to be that the U. S. needs the 
money, so let’s not press too hard for a reduction in excise | 
taxes this year. 


So if Uncle Sam needs the money, let him tax all prod- 
ucts. Why single out essential cars, trucks and auto parts 
as luxury items? 

* a * 


Packard signed up 939 new dealers in a 100-day campaign. 


Proving that there is plenty of faith in the future of the 
smaller makers. 
* * *% 


Edward F. Howrey, chairman of the Federal Trade Com- 
mission, told a national TV audience that GM is too big but 
that he doesn’t know what to do about it. 


As the auto industry sees it, when a customer buys a car 
he places a vote, and who wants to take his voting privilege 
away? 





Events 


Dealer Conventions 


Jan, 29-Feb. 2—NADA Annual Convention, 
Hotel Conrad Hilton, Chicago. 

Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New Orleans, La. 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 

phur Springs, West Virginia. 

Sept. 16— Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 

Sept. 16-17 — New Mexico Automotive 
Dealers Assn., Nickson Hotel, Roswell, 
N 


. Mz. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


is. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 


City, N. J. 
Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 


William Penn, Pittsburgh, Pa. 

Nov. 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham, 
Ala. 

* * * 


Dealer Auto Shows 


Jan. 19-23 — Decatur Automobile Show, 
Tenney Building, Decatur, Illinois. 

Jan, 21-29—Indianapolis Automobile Show, 
Manufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 22-29—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Maryland. 


Jan. 22-30—St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31—Tri-State Auto Show, 
ville Automobile Dealers Assn., Evans- 
ville Armory, Evansville, Indiana. 

Jan. 29-Feb. 5 — Pittsburgh Auto Show, 
Hunt Armory, Pittsburgh. 

Jan. 29- Feb. 5 — Rochester Auto Show, 
Main St. Armory, Rochester, N. Y. 

Jan. 29-Feb. 6—Detroit Auto Show, Michi- 
gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6 — Quad-City Autorama 
Davenport, lowa, Rock Island, Moline, 


Evans- 


ast Moline, IIl.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 2-4 — San Diego Automobile Show, 
Electric Building, Balboa Park, San 


Diego. 

Feb. 5-12—Milwaukee Auto Show, Arena 
and Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show 
Veterans Memoria! Auditorium, Des 
Moines. 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 7-12 — Schenectady Auto Show 
Schenectady Armory, Schenectady, New 


ork, 

Feb. 8-13 — Omaha Automobiie Show, 
Omaha New Civic Auditorium, Omaha, 
Neb. 

Feb. 13-20-—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 16-2i—Cleveland Automobile Show, 
Public Auditorium, Cleveland. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bldg., 
Syracuse, New York. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March—Spokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washington. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 16-20—Winnebago County Automo- 
bile Show, Armory, Rockford, ITinois. 
March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 


nia. 
April 20-23—Danville Auto Show, Danville, 
Virginia 


. * 
General 

Jan. 20-21 — Private Truck Council of 

America, |6th Annual Convention, Hotel 
Statler, New York City. 

Jan. 27-29 — Truck-Trailer Manufacturers 


Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 

Feb. 5 —Antique Automobile Club of 
America Annual Meeting and Dinner, 
Franklin Institute, Philadelphia. 

Feb. 15-18—Annual Meeting National Car 


(Continued on Page 51, Col. 3) 


20 Years Ago... 
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letters but you may sign your name 


Gross Too Small 


After reading the Dec. 27 issue of 


Automotive News, I just want to 
get something off my chest. I have 
been an auto dealer for 42 years. 

Add the cost of taxes and F. F., 
plus transportation and factory 
charge for advertising, and you 
arrive at a gross profit of around 
21 percent. 

This amount of gross profit is 
not enough to operate on account 
of the nature of the business. 

Result, the price pack, which is 
no good because the dealer is al- 
lowing $500 more for the old car 
than it is worth. 

You know, and I know, that 
cause of all these difficulties is 
overproduction. Just look at what 
Ford, GM and Chrysler are plan- 
ning for 1955. 


The demand for autos is created; 
every man and woman and youth 
in this country wants one. It is a 
big business, but it is being handled 


The Big Stories 


Reports of a proposed merger of Packard, Graham, Hupmobile, 
Hudson, Mack, Auburn, Nash and Reo are denied by officials of the 


companies ... 


NADA, at its 18th annual convention in Detroit, 


reelects F. W. A. Vesper, of St. Louis, as president and votes to 
return to Detroit in 1936 ... Roy H. Faulkner, president of Auburn, 
predicts a demand for higher-priced cars, noting that straight-eight 


models are selling about 2% times as fast as sixes. . 


. Wholesale 


financing of cars in November totals $30,588,692, compared with 


$46,495,841 in October . 


. . Plymouth ships 11,730 cars in the week 


ended Jan. 12, an alltime record for a week’s domestic shipments, 
according to D. S:>-Eddins, president. 


—From the Files of Automotive News. 











‘Result, the Price Pack .. .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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BRINGING WW NEW CARS FOR SHO 








with the assurance that it will not be 


in a way that is a discredit to the 
whole industry.—-AL_ Parent, Miami. 


e * x 


Gotfredson Truck 


Would you be so kind as to lend 
Me some assistance in a small, 
personal matter? 

I am a motor-truck enthusiast, 
interested in the history and de- 
velopment of commercial vehicles, 
and specialize in the collection and 
preservation of catalogs and sales 
literature pertaining to motor 
trucks. 

For a considerable length of time 
I have been trying to locate a 
sales catalog or similar literature 
relating to the Gotfredson truck, 
which was formerly manufactured 
in Detroit.—RicHarp Fox, 608 Cleve- 
land Rd., Elyria, O. 


* * 7 


All Cars 


Have you any information as to 
where I can secure pictures of all 
the automobiles which have been 
manufactured to date?— Ear. E. 
Srnciair, 2717 Gratiot, Port Huron, 
Mich. 

Editor’s Note—Have our read- 
ers any ideas? 


* x * 


Stooping? 

With all the shenanigans pulled 
by Ford and Chevrolet in the clos- 
ing days of December in order to 
take first place in sales for 1954, 
it isn’t going to be a case of the 
better man winning. 

It will be the most successful 
packer of the registration lists who 
will win. Some victory! They sure 
are stooping to conquer. — SoutH- 
EASTERN DEALER. 
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The kids who roll down Oak Hill in a coaster wagon, 
and those of us who ride in the world’s best automobiles, 
put a lot of faith in flat-rolled steel. 


If you use flat-rolled steel in your products, 

rely on a specialist—Great Lakes Steel. 

Our entire organization is devoted to the business 

of making more and better flat-rolled steel 

for every application. Many manufacturers have found 
we have some unique qualifications to help them 

to improve products and reduce costs. 


Oe et Great Lakes Steel — 
to work with you on your problems. Ecorse, Detroit 29, Michigan EIWOL 


PRODUCER OF N-A-X HIGH-TENSILE STEEL &® 


ware 
£ 


Call on our 25 years of specialization in flat-rolled 
products. Our representative will be glad 
to discuss your particular needs at your request. 


SALES OFFICES IN CHICAGO, CLEVELAND, GRAND RAPIDS, INDIANAPOLIS, LANSING, NEW YORK AND PHILADELPHIA 
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FOB FACTORY 





tions for shell molding, it is 


of complex foundry cores, 
using the shell casting method may 
eventually become a highly signifi- 
cant advance in the development of 
new techniques for the production 
foundry. 

Trade sources indicate that 
there are today more than a half 
dozen important shell molding 
applications in the motor car in- 
dustry alone. In addition, a sub- 
stantial amount of experimental 
work is going on that will even- 
tually result in new applications 





Crowd-Pleasing Display at Bennet Bros.— 
This attractive winter scene in the window of Bennet Bros. (Buick), Wayland, N. Y., 

proved to be a “show stopper.” The firm is in its 35th year, 33 of them as a Buick 

dealership. 

Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





overhauls 





Shell Molding Lives Up 


To Initial Promise 


oo an occasional setback due to misapplication or 
other unpredictable production conditions, shell molding 
is moving ahead, living up to its initial promise of becoming 
the most important technical advance in the foundry during 
the past 50 years. In addition to many anticipated applica- 

Oo 


now thought that the making) for this new precision casting 


method. 

When it is recalled that the Cron- 
ing process is today less than 10 
years old so far as American 
foundry practice is concerned, 
technical advances that have al- 
ready been made are indeed note- 
worthy. 

It has now been adequately dem- 
onstrated that the amount of re- 
quired sand handling may often be 
reduced 90 percent or more through 
the substitution of shell casting for 
conventional sand casting. Unlike 
other precision casting methods, 





FEDERAL-MOGUL 
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ENGINE BEARINGS 
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ENGINE BEARINGS a as 
FEDERAL-MOGUL good mechanics 


THE PREFERRED LINE for 30 years 





ENGINE BEARINGS 


The COMPLETE engine bearing service line 


FEDERAL-MOGUL SERVICE 


Division Federal-Mogul Corporation 
DETROIT 13, MICHIGAN 





size of the casting is relatively un 
limited. Castings weighing mor: 
than 100 pounds have been pro 
duced using the shell-casting tech 
nique. 

* * * 


Uses Any Metal 

NOTHER demonstrated advan- 

tage of shell molding is the fact 
that virtually any metal can bk 
cast, ranging from gray iron to the 
light metals. Sand inclusions on thx 
surface and other defects that ar: 
fairly common using conventiona: 
casting are all but eliminated. 

The original promise in shell 
molding — elimination of many 
hours of machining—has been 
realized in many cases. It now 
appears, however, that there are 
other inherent advantages of the 
shell-casting method that may 
turn out to be equally important, 
including adaptability to auto- 
matic processing, reduced found- 
ry scrap, lower overall cost of 
the casting and freedom from 
internal roughness and fins. 

The latter advantage is particu- 
larly welcome in the case of auto- 
mobile castings such as cylinder 
heads. 

The adaptability of shell molding 
to volume production techniques 
has been adequately demonstrated. 
In addition to the large volume 
Ford operations on crankshafts 
and camshafts, International Har- 
vester has a large, big volume shell- 
molding operation. Several sizable 
shell-molding operations are being 
carried out by GM divisions. 

* * * 


Cheaper in Some Cases 


OME foundries have learned, 

much to their surprise, that cer- 
tain castings can actually be pro- 
duced cheaper using shell casting 
than if conventional sand casting 
were used. This is not always the 
case, but there have been some in- 
teresting examples where the cost 
of the shell casting was actually 
less than the previous sand casting. 


Interesting reports continue to 
come in with respect to foundry 
scrap. One foundry has reported 
that scrap was actually reduced 
from 30 percent to one percent 
when shell molding was adopted. 

Ability to produce a smooth, in- 
ner surface in a casting can be 
quite advantageous and this is one 
reason why shell molding may soon 
occupy a more important position 
for high production of cylinder 
heads, for example. 

Even if shell molding is not used, 
trade sources indicate, it may be 
advantageous to make shell cores 
on conventional shell molding 
equipment. Some complex cores, it 
is reported, cannot be made suc- 
cessfully using any other method. 


Consumer Dollars 
Need Coaxing, 


Businessmen Told 


CHICAGO.—Consumers are once 
more taking the center of the 
stage as the key figure in the na- 
tion’s business outlook, according 
to the Federal Reserve Bank of 
Chicago. 

Since mid-1953, shrinking busi- 
ness inventories and declining de- 
fense spending have forced busi- 
ness into a mild decline, the bank 
said in its monthly review, “Busi- 
ness Conditions.” 

Now that these downward forces 
have slackened, the bank said, any 
change in the current business pace 
is more than ever dependent on 
consumer behavior. 

What’s more, the bank said, con- 
sumers are able to step up spend- 
ing if they so desire. Income after 
taxes is near an alltime high and 
liquid savings are larger than ever. 

These developments, however, do 
not necessarily assure a business 
pickup in the near future. The 
bank said that the ability of manu- 
facturers and merchants to coax 
consumer dollars to the retail coun- 
ter will be the chief determinant 
of whether sales and output start 
upward or even remain at present 
levels. 

Major obstacle to this achieve- 
ment is the ample stocks of goods, 
especially autos and household 
items, already in the hands of con- 
sumers. 


Don’t miss the Dealer Doings columns. 
They'll keep you abreast of what fellow 
dealers are doing. 

















By J. B. Van Tassel 

Dealer Business Counsel 
a say everything that hap- 
& pens in a new-car dealership 
usually happens in relation to the 
number of new 
cars a dealer 
sells. 

I take excep- 
tion to this state- 
ment on the basis 
that a dealer can- 
not expect every 
new-car owner he 
sells to come 
back to his ga- 
rage for service 
and parts. There- 

J. B. Van Tassel fore, he cannot 
base his future sales of service and 
parts on the basis of so many new- 
car sales. The most practical way 
for a dealer to approach this fore- 
cast, from the standpoint of good 
sound business-management pro- 
cedure, is to first determine the 
number of his make of cars that 
are registered in his immediate 
sales area. 

Then he should project so much 
service and parts sales per car 
registered, based on his service and 
parts sales per car in his shop over 
a period of a year or two. Of 
course, even on this basis he will 
have to make allowances for some 
of those owners of his make of 
car taking service business to other 
garages. ‘ 

« 


Expense Setup 

N CONNECTION with the ex- 

penses of the entire business 
following the sales of new Cars, 
this to my way of thinking in 
terms of sound business-manage- 
ment practice, is just as unsound 
as it can be. 

For example, assume that a 


General Petroleum 
Forms Unit for 


Retail Selling 


LOS ANGELES. — To streamline 
its merchandising organization, Gen- 
eral Petroleum has set up a new 
group within its marketing depart- 
ment headquarters staff to be known 
as the retail merchandising depart- 
ment. 

C. H. Wartman, general manager 
of the marketing department, said 
four major operations will be car- 
ried out by the new unit. They are 
the purchase and sale of Mobil 
tires, batteries and accessories; eval- 
uation and development of retailing 
projects; establishment and opera- 
tion of a limited group of Mobil 
service stations to develop improved 
station operating techniques, and 
establishment of a unit to train re- 
tail marketing personnel. 

Manager of the department will 
be Clyde W. Port, a veteran of 15 
years in General Petroleum’s mar- 
keting department. Assisting Port 
as head of each of the four groups 
will be W. W. Barnes, in charge of 
tires, batteries and accessories; L. 
C. Jobe, supervisor of the mer- 
chandising projects group; J. E. 
DeFriest, in charge of the service 
station program, and C. P. Beck, 
heading the training unit. 

In another major departmental 
change, Hermann Alber was ap- 
pointed manager of the newly es- 
tablished national accounts depart- 
ment. 

This unit will provide added sup- 
port in the handling of inter-district 
commercial and industrial sales, as 
well as integrating the company’s 
activities with the sales programs 
of Socony-Vacuum Oil Co., Inc., of 
which General Petroleum is west- 
ern affiliate. I. R. Wilbur has been 
appointed sales engineer. 


Rocchio Gives Warwick, R. I., 


School Cars for 7th Time 


Anthony C. Rocchio of Nor- 
wood Motors (Chevrolet), War- 
wick, R. L, has presented three 
driver-training cars to the War- 
wick school department for the 
seventh consecutive year. 

One car goes to each of War- 
wick’s three high schools. 


Dealer Business Counsel 


Service Volume Cannot Be Forecast 


On Basis of New-Car Sales 
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dealer farms out his service. In 
that case, he certainly would not 
have the same relative expense 
setup on the basis of his new-car 
sales that other dealers would 
have who had their own service 
setup. 

Take the case of a dealer who 
wholesales all of his used cars. His 
expense setup would be entirely 
different on the basis of new-car 
sales than would the dealer who 
retailed all of his own used cars. 
Then, too, on the factory side of 
the business-management program, 
in many cases it is recommended 
that expenses of the business be 
budgeted and checked on a basis 
of new-car sales volume without 
any consideration being given to 
whether the new-car sales produce 
a selling profit. 

A large parts-wholesaling opera- 
tion also would have an entirely 
different expense and gross profit 


THE 








setup on the basis of new-car sales 
than would the dealer who did not 
handle parts wholesaling. 

* * * 


Factories Off Base 
Ga factories recommend that 
expenses of the entire business 
be budgeted and checked on a 
basis of the gross profits produced 
by certain departments. What re- 
lation the office manager’s salary 
has to do with the parts and serv- 
ice gross profit is beyond me. 

It would seem to me that, if I 
were a dealer and I were hiring 
an employe whose job it was to 
work for all departments of the 
business, I would project the 
amount I could afford to pay him 
from the total income of all de- 
partments and then continue to 
check this compensation on this 
basis. 

Certainly it would be fundamen- 
tally unsound, as I see it, to budget, 
spend and check the rental expense 
of the entire business on a basis 
of gross profits produced by one 
or two departments. Yet, many 
factory business-management sys- 
tems recommend this procedure. 


In connection with the budget- 
ing, spending and checking of ex- 


WINDSHIELD WIPER 


3. 


a. 





THAT DOES ALL & 
1. 











Engine to School— 

Earl Washburn (left), Chrysler-Plymouth 
dealer of Whittier, Calif., presents a 250- 
horsepower V-8 engine to the vocational 
shop of the city’s high school. It is ac- 
cepted by Edward Arnold, (second from 
left), instructor. At right are Romer Packer, 
regional service manager, and Jack Tuttle, 
regional sales manager. 


penses of the entire business, it 
would be my recommendation that 
they be controlled in line with total 
sales and gross profits of all de- 
partments. 
Doesn’t this make sense? 
* * * 


Face the Facts 


ERTAINLY, I recommend that 
you control such items as new- 


15 


car preparation expense, new-car 
warranty and policy expense and 
new-car commissions and bonus ex- 
pense in line with new-car volume 
and new-car gross profit. 

But I certainly cannot see what 
relation there is between the 
service manager’s salary and the 
stockroom manager’s salary and 
the new-car volume and gross 
profits, especially in view of the 
fact that there are so many dif- 
ferent types of dealer operations. 

Sure, if all dealers sold only new 

cars at retail and made a fixed 
gross profit per car and sold all 
used cars at retail and obtained 
all of the available service and 
parts volume on new cars sold, 
then you could control all of the 
expenses of the business on the 
basis of new-car sales and gross 
profit at retail. 

But this just doesn’t happen. So 
let us be realistic and face facts 
as they actually exist in the busi- 
ness. 

(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
Automotive News.) 








regardless of engine operation. Wiper stalling eliminated at times of engine accel- 
eration. Minimizes jumping or chattering across tacky windshield. Choice of two 


speeds. 


Provides ample power 


Power-Sweep motor has ample power insuring dependable cleaning action for 
removal of snow and sleet under extreme conditions. 


Parks automatically 


Power-Sweep is the electric windshield wiper that automatically returns the blades 
to the horizontal position when it is turned off. 


Provides overload protection 


A built-in, automatic reset, overload protection against the condition of blades 
frozen to the windshield, prevents damage to motor in stalled condition. 


Cleans larger area 


A longer sweep toward the wrap-around side of new style windshields provides a 
wider area of visibility. Adds to greater driving safety. 


GENERAL 
MOTORS 


DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 
Rochester 1, New York 


Manufacturers of automotive electric motors for heaters, 
defrosters, clocks, seat actuators and window lifts. 








Roundup from State Capitals .. . 


Legislation Affecting Auto Industry 


tion trend, is conspicuously scarce 

in state capitals this year. 

: . Much in evidence, on the other 

oo highways, truck regulation, labor relations and|hand, are mounting pressures for 
numerous other issues of direct and indirect importance | an be ogel sed Saar ak Gee 

> ‘ : i , 

to the automotive industry are being brought up for con-| hii. works projects; liberalized 

sideration in state legislatures, convening in regular Session | welfare programs, increased aid to 

this year in all states except Kentucky, Louisiana, Missis- | localities, expanded and —_— pay. 

inni ircini o—————————_ | rolls, and general broadening o 

ae <1 tee Rouen sessions virtually all governmental services 


at the state level. 

were scheduled to get under ' Although there may be scattered 
way this month except those in instances of tax cuts, mostly minor 
Florida, which starts in April, and in character, the only question in 
in Alabama, which begins in May. many states on the tax issue will 
An earlier special session was ex- be the type and sources to be 
pected in Alabama, however, and tapped for increased revenue and 
a Mississippi special session was|; 4% in what amounts. 
due to start Jan. 11. There will be|} | $ ¢ 
additional special sessions in a ° 
number of states during the year. Higher Sales Taxes 

Taxes of general and _ special geste le og will be widely 
automotive significance will hold pushed for increased and 
much of the spotlight in the 1955 broadened general sales taxes. New 


By Bethune Jones 


Legislative Correspondent 


lawmills, with in- 
dications the 
overall trend will 
continue upward 
and on a more 
widespread and 
pronounced basis 
than in other re- 
cent years. 
Sentiment for 
governmen- 
tal reentrench- 
ment, which 
would have to 
precede any general tax reduc- 


ype tiamectaess i tein 
Oy 
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LITTLE, 


But In 
ACTION — 


NI 
7 
</ 
JI i 
With millions of cars using 12 to 16 hydraulic valve lifters each, it takes 
no mathematical genius to appreciate the size of this service market. The 
volume is there, and it’s growing. You can cash in on this if you set up to - 


show car owners that you have the service know-how to deal quickly and 
effectively with hydraulic valve lifters. It’s your opportunity. 





GM Factory-Equipment Hydraulic Valve Lifters 
are small, precision-built parts. They automatically 
spring into action to take up any play in the link- 
age between cam and valve. This controls valve 
operation and eliminates noise. The lifters operate 
hydraulically with oil, but dirty oil, insufficient oil 
or too low oil pressure can cause wear and call 
for replacement. 


GM Hydraulic Valve Lifters are precision-engineered for the specific 
engine’s requirements. So carefully are the parts of each GM lifter fitted 
to each other that care must be taken in service not to mix the parts. 
Sometimes lifters can be cleaned, but, considering the labor factor involved, 
the customer will usually be better served in engine performance and in 
cost by your installing a new set. 






Be prepared — they're available in GM 

car division cartons for Cadillac, Buick, 
Oldsmobile, Pontiac and Chevrolet cars. - 
Obtainable promptly from your regular... . « 





AC SPARK PLUG DIVISION GENERAL MOTORS CORPORATION 





AUTOMOTIVE NEWS, JANUARY 17, 1955 


general sales and income taxes will 
be sought in some instances. 

Existing income levies will be up 
for revision in many states, with 
the prospect that additional states 
will turn to withholding systems 
of collection as a means of curbing 
evasion and boosting receipts. Steps 
to bring state income taxes into 
conformity with the new federal 
income tax law will be pressed in 
most of the states using this tax 
source. 

Due to their own pressing reve- 
nue problems, the states this year 
will be less inclined than here- 
tofore to go along with the 
demands of cities and other 
political subdivisions for larger 
shares in the receipts of state- 
collected levies. 

In some instances, however, such 
proposals will get favorable atten- 
tion from state solons as an added 
lever to make new or increased 
state taxes more palatable. 

In addition to seeking more 
direct state aid, the localities also 
will revive their efforts to obtain 
broadened local taxing authority, 
permitting them to impose local 
income, sales, motor vehicle and 
other nonproperty taxes. They also 
will seek broadened local borrow- 


PLUNGER RETAINER 


PUSH ROD SEAT wy 


PLUNGER A 


BALL CHECK @ 


BALL RETAINER Sw 


SPRING 


FOLLOWER 


EXPLODED VIEW OF GM 
HYDRAULIC VALVE LIFTER 


ei SUPPLIER 


FLINT, MICHIGAN 


ing powers. Both of these trends 
will be extended during the current 
legislative year. 

+ s 


More Highway Revenue 


B= aimed at providing addi- 
tional revenue to finance ex 
panded highway modernization 
programs through increased high- 
way-user taxes or bond issuance, or 
both, will be introduced in more 
than 30 legislatures in a _ trend 
likely to be intensified rather than 
lessened by the proposed new Fed- 
eral road building program. 

In 1953, the last year of heavy 
state legislative activity, gasoline 
tax rates were boosted in five 
states, while borrowing proposals 
received legislative approval in 
seven states. 

The number of such enactments 
this year may run higher, with 
efforts to extract a greater amount 
of road revenue from heavy trucks 
also slated for widespread debate. 

Action on the latter issue this 
year will go a long way toward 
determining whether the ton-mile 
theory of truck taxation will be 
more widely adopted or whether 
the states will turn to some other 
method of taxing the trucking in- 
dustry. 

Toll highway financing pro- 

will continue to get much 
legislative attention, subject, 
however, to increasing recogni- 
tion that they can solve only a 
portion of the highway problem 
and that the vast bulk of pressing 
highway and street needs cannot 
be feasibly financed through the 
toll method. 

There will be renewed efforts to 
obtain additional legislation aimed 
at facilitating the financing and 
construction of municipal off-street 
parking projects. 

Private operators, at the same 
time, will press their demands that 
their interests in this field be pro- 
tected against undue municipal 
encroachment. 


2 * 


Safety Again an Issue 
eo vehicle regulation, with 
emphasis on highway safety, 
will be raised as an issue in vir- 
tually all of the legislative sessions. 
One indicated new development 
will be much less opposition than 
heretofore for proposed new and 
broadened compulsory periodic mo- 
tor vehicle inspection laws. Such 
bills are expected in at least 17 
states, with some new enactments 
likely. 

Revived controversy will be 
aroused by bills aimed at provid- 
ing more effective protection 
against financially irresponsible 
motorists. Proposals for outright 
compulsory liability insurance, 
such as is now operative only 
in Massachusetts, will appear in 
@ score or more states with little 
probability of adoption in any. 

Alternative proposals will call for 
creation of special state funds for 
payment of unsatisfied claims aris- 
ing out of motor vehicle accidents; 
provision for impoundment of acci- 
dent-involved vehicles of financially 
irresponsible drivers; and more 
stringent financial responsibility 
laws, providing for suspension of 
driving privileges of accident- 
involved financially irresponsible 
motorists. 

Stricter and more uniform driver 
licensing laws will continue to be 
sought, together with other acts 
in the uniform code relating to 
motor vehicle administration, reg- 
istration, certificate of title and 
other matters. Broadened driver 
education programs in the schools 
will be widely proposed. 

The perennial controversy over 
truck sizes and weights will be 
reopened, with action varying con- 
siderably from state to state. 

If the pattern of recent years 
is followed, however, the overall 

result will be further progress in 
the renewal of unduly strict 
limits comprising bottlenecks to 
the free movement of motor car- 
riers in interstate commerce. 

Increasing competition in the 
automotive sales field will lead to 
proposals in many states for new 
and revised dealer licensing laws, 
especially with respect to setting 
up clear definitions of a “new and 
unused” car to curb new-car sales 
by used-car dealers. 


* s 


Fair Trade Practice 


FAe trade laws, unfair trade 
practices acts and other meas- 
(Continued on Page 41, Col. 1) 


+ 
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Highways & Safety... 


Backward Countries 


Grow Through Roads 


By Gerhardt Neumann 

Staff Writer 
HE Bureau of Public Roads, ac- 
cording to its report on the fis- 
cal year 1953-54, also lends a help- 
ing hand to under- 
developed coun- 

tries. 
According to 
the report, its ac- 
tivities in this re- 
spect have been 
enlarged to in- 
clude education 
of foreigners in 
highway practices, supervision of 
highway-aid programs in underde- 
veloped countries and giving tech- 

nical advice. 


In cooperation with the State 
Department, the Bureau has as- 
sisted Guatemala, El Salvador, 
Honduras, Nicaragua, Costa Rica 
and Panama in the construction 
of the Inter-American Highway. 


In June, 1954, nearly 95 percent 
of the highway from Nuevo Laredo, 
Mexico, to Panama was passable in 
all kinds of weather, with the ex- 
ception of a few gaps in several 
regions. 

During the fiscal year, the U. S. 
provided $1 million to continue co- 
operative work on the highway. 

Other Latin American projects 
included technical assistance to El 
Salvador, Honduras, Nicaragua and 
Ecuador. 





* * * 


The Benefits of Roads 


ig TURKEY, which began build- 
ing modern roads in 1947, the 
U. S. spent $41 million for equip- 
ment and technical training. Some 
1,682 miles were built during the 
year, while traffic grew from 8,900 
vehicles in 1945 to 60,000 in 1954. 
With the help of 35 U. S. engi- 


MEMA Elects 
Coolidge, Griffin 
And Muchmore 


CLEVELAND. — New national 
president of the Motor & Equip- 
ment Manufacturers Assn. is James 
H. Coolidge, finance vice-president 
of Thompson Products, Inc. 

Coolidge said that as president 
he would seek to broaden and en- 
large MEMA services to members. 

Prominent among the associa- 
tion’s efforts is the work of its 
credit section, which provides a 
general information and credit re- 
porting service in the automotive 
wholesaler-jobber field. 

Other -officers of MEMA are: 
Vice-president, H. F. Griffin, Grif- 
fin Lamp Co., Hamilton, O.; sec- 
retary, B. M. Muchmore, A. 
Schrader’s Son division, Scovill 
Mfg. Co., Brooklyn, and treasurer, 
C. P. Brewster, K-D Mfg. Co., Lan- 
caster, Pa. 


Tri-City to Build 
J. A. Dishman, president of Tri- 
City Oldsmobile Co., 909 E. Broad- 
way, Louisville, has announced 


plans for erection of a $188,000 
one-story addition. 





L. A. Show Planners— 


The auto show committee of the Ford 
Dealers Advertising Assn. discusses plans 
for the Ford exhibit at the Los Angeles 
show Jan. 21-30. From left are Cort Fox, 
Hollywood dealer; Walter J. Cooper, Los 
Angeles district sales manager; Dan Ash- 
craft, Beverly Hills dealer, who heads the 
committee, and Dick Barclay, Los Angeles 
dealer. 








neers and equipment specialists, 
Ethiopia has built a 3,100-mile road 
system in three years at a cost of 
$10 million and thus opened new 
possibilities for farmers who pre- 
viously had to travel for days or 
weeks through the wilderness to 
reach their markets. 

An extensive road program is 
under way in the Philippines, 
where there is a similar need to 
bring farmers and consumers 
closer together. 

In assisting the Philippine gov- 
ernment, the U. S. provided $16,- 
750,000 for equipment, steel, tools, 
training aids and personnel. 

In Liberia, the Bureau has co- 
operated with the government to 
set up a division of highways and 
in carrying out a limited construc- 
tion program. 

Jordan has been aided by the 


|special precautions, according to a 


U. S. since 1952 on a small scale in 
introducing modern highways. Al- 
though progress has been slow, the 
Bureau says there is reason to be- 


lieve that larger programs will de- 


velop. 
+ * * 


Safety Belt in Action 


7. safety belt has again dem- 
onstrated its worth, according 
to reports from Canada. 

A man and his wife, it is re- 
ported, were saved from serious in- 
jury near Orillia, Ont., when their 
car overturned after it had skidded 
on ice. 

Ontario police said that both 
wore safety belts which very 
likely prevented them from be- 
ing hurled to the road when the 
car skidded. 


“When we stopped, we were both 
suspended,” recalled the driver’s 
wife, “but my husband hadn’t even 
lost his hat. I don’t know what it 
would have been like if we hadn’t 
had the belts.” 

* 


Safety Group Gives 
Winter Road Hints 


Stopping on icy roads requires 








In Nash Family— 

Harry T. Dotson (right), new owner of 
Contra Costa Nash, Walnut Creek, Calif., 
and Sequoia Motor Co., Oakland, Calif., 
shakes hands with Paul W. Pursley (left), 
San Francisco zone manager of Nash, 
after receiving his Nash franchise. With 
them is Dan Thompson, business manage- 
ment manager of the zone. 


report by the National Safety Coun- 
cil, entitled “Here Are Winter 
Facts for Passenger Car Drivers.” 


To provide the same stopping 


ability available on dry pavement 
at 50 miles per hour, it is stated, 
speed on ice must not be higher 
than 25 miles with reinforced tire 
chains or 15 miles with special win- 
ter tires. 

Speed on packed snow must not 
be higher than 35 miles reinforced 
chains or 28 miles with winter tires. 

The Council warns that these 
speeds are a measure of stopping 
traction only. Visibility, traffic and 
other conditions can make even 
those speeds hazardous. 

* * 


Training Trend 
40 Illinois Schools in Year 
Add Driver Course 


Driver training in Illinois public 
schools is on the increase, accord- 
ing to Vernon L. Nickell, superin- 
tendent of public instruction. 


Nickell reported that during the 
last school year 40 schools have 
added such programs, bringing the 
total number of schools offering the 
course to 277. 


Nickeil also revealed that Illinois 
school bus drivers completed the 
last school year without any traffic 
death. 





“THAT HEIL BODY AND HOIST DUMPS FAST * 


. 


WITH THAT BIG CAPACITY PUMP, DOESN'T 17?" 


Exaggerated, of course, for emphasis, but you can point out to your customers 
that the fast hydraulic action of Heil Hoists really means faster dumping 
and shorter cycle time. 


Show them how the pump lines up directly with the power take-off for a shorter 
and straighter shaft installation with less friction power loss and less wear on 
the universal joints. Mounting takes less time and service accessibility is more convenient. 


These are only a few of the customer-satisfying features that 


mean more sales for you. 


HEIL HEAVY-DUTY HOISTS AND NO-SAG BODIES 


tll 


Alwe 


oe TE 


Heil Sales Offices: New York, Union, N. J., Atlanta, Cleveland, Milwaukee, 
Chicago, Kansos City, Denver, Dallas, Los Angeles, Seattle 


frame. 


the hoist without bulging or distortion. 


Factories: Milwaukee, Wis. — Hillside, N. J. 


Heil Hoists keep trucks working longer with fewer repairs. 
frame takes all stresses without transferring any stress to the truck 
Reinforced steel subframe welded integrally with the body 
supports the load uniformly and distributes the lifting forces of 


HEIL co.— 


DEPT. 5915, 3059 W. MONTANA ST., MILWAUKEE 1, WISCONSIN 


Hoist 
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By James D. Woolf 
Special Correspondent 
A NEW study by the Hearst or- 
ganization indicates that wom- 
en influence 85 percent of all sales. 
This tallies with a similar Hearst 
study made in 1948. 

Note that the figure refers to all 
sales—-not merely to such merchan- 
dise as food and women’s clothing. 

According to this study, female 
influence is felt in masculine 
choices of pajamas (74 percent), 
shirts (70 percent) and under- 
wear (70 percent). 

Women even influence (40 per- 
cent) such traditionally male prod- 
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Salesense in Advertising 


Tested Ideas for Small Business 


ucts as liquors, men’s eyeglasses 
and motion picture projectors! 

This information, of course, is not 
surprising. Businessmen have 
known for a long time that they 
should “never underestimate the 
power of a woman.” 

But I suspect that at times we 
tend to forget this vital truth. I see 
a great deal of advertising that has 
little or no appeal to women’s in- 
terests. : 

* * * 


The Other Woman 


ot gio of the major things that 
interests women is other wom- 


(1) The Hastings torsional is a compression ring that seats 
right now. Its torsional action brings it into a quick seat and per- 
fect wall bearing in any cylinder—tapered, out-of-round or re- 


bored. 


(2) The Hastings Steel-Vent is an oil ring that stops oil- 
pumping immediately. It’s a soft pressure ring with the light inner- 
spring developed by Hastings. It delivers the extra lubrication 





en. Research has proved that women 
are more interested in pictures por- 
traying their own sex than in pic- 
tures of men. An illustration of 
Marilyn Monroe, for example, will 
catch their eye and hold their at- 
tention more effectively than a pic- 
ture of Clark Gable. 

Women are seldom interested 
in machinery or mechanical ap- 
paratus. They will buy an auto- 
matic washing machine or an 
electric refrigerator without 
knowing what makes it tick. Ac- 
cording to readership surveys, ads 
of appliances are read very poor- 
ly by women—when the copy is 





technical and the pictures me- 
chanical. 

The fact that women aren’t “me- 
chanically minded,” however, does 
not mean that they have no inter- 
est in product facts. It means only 
that machinery bores them. 

When it comes to an article of 
merchandising within the area of 
their interest and knowledge—a 
play suit for Susie, say, or pajamas 


New Dayton Camelback 
Designed for Winter 
DAYTON.—A camelback, de- 
signed for winter driving and de- 
scribed as easy to recap, has been 
introduced by Dayton Rubber Co. 
The Ice-Grip Camelback is said 
to have improved wearing and grip- 
ping qualities and to be easily mold- 
ed into complicated tread designs. 











ye 
KCL MD 


© A SOFT PRESSURE 


OIL RING 





that older engines must have—and with complete oil control 


and economy. 


Here are two top performers in the same “Motor Engineered” 
set . . . built by replacement ring specialists. 

You don’t get come-backs due to cylinder scuffing and slow- 
seating when you install Hastings Steel-Vent sets. You get posi- 
tive, quick performance that makes car owners happy. 


HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN - HASTINGS LTD., TORONTO 
Piston Rings, Casite, Oil Filters, Spark Plugs 


HASTINGS 


Tough on oil-pumping » Gentle on cylinder walls 


STEEL-VENT PISTON RINGS 
Regular ov Chaome-Faced 





for daddy—they are expert profes 
sional buyers. 
+ 


* + 
Agony of 50 Ties 
OMEN, in fact, are far mor 
expert than men—and mor: 
careful in their judgment—concern 
ing everything they buy. 

Men, by and large, are “im- 
pulse buyers.” When they see 
something—a necktie, for instance 
—that appeals to their fancy, the 
sale is often made within seconds. 
Later, they are not sure whether 
the tie is made of silk, rayon, ny- 
lon, wool or cotton. 

Women, on the other hand, ar: 
shoppers. They will have the sales 
clerk drag out 50 ties in an agony) 
of indecision. Then they will prob- 
ably shop around at a couple of 
other stores before they finally buy. 

Their technique is that of the ex- 
pert purchasing agent, and they’li 
bargain in the same way that their 
husbands in business bargain for a 
carload of cement or bolts and nuts. 

There seems to be a notion held 
by some retailers that women— 
dainty, fragile, sentimental crea- 
tures that they are—respond swoon- 
ingly to poetic copy. 

* = a 


Selling Poetic Mush? 
i, you believe it, says M. Wis- 
tar Wood, dean of the Charles 
Morris Price School of Advertising 
and Journalism. A recent issue of 
Advertising Age reports a talk he 
made before several hundred re- 
tailers at a weekly conference con- 
ducted by the United Business 
Men’s Association and the Phila- 
delphia School Division of School 
extension. 

Wood told his audience that re- 
tailers today are using too much 
high - flying, absurdly dramatic 
and flowery copy. He said he 
wondered if “some stores are sell- 
ing poetic mush instead of mer- 
chandise,” and he feared that be- 
fore long copywriters will be 
printing music with lyrics. 

Wood warned storekeepers 
against using pretty copy as a 
common denominator of retail ad- 
vertising. He urged them to adopt 
“realism,” and to include in their 
copy just what a piece of merchan- 
dise will do for the customer. 

Talk to women in your copy in 
the same way your most skillful 
and successful salesclerks talk to 
them over the counter. Product 
facts—not poetry—is the secret of 
selling women. 


Jobber Faith 
Outlet Designed by Churchill 


Speaks for Future 


WAYNE, Mich.—Duke Churchill, 
owner of Wayne Motor Supply, Inc., 
has opened a self-designed head- 
quarters for his replacement-parts 
and engine-rebuilding business 
which, he says, reflects his “faith 
in the replacement-parts business 
in the future.” 

Churchill said one of the main 
issues among jobbers today was the 
question of speed and power equip- 
ment. Some items, he said, are very 
“spotty” in that they are popular 
for a short time, and then gather 
dust on the shelf. 

However, such items as dual- 
exhaust kits and four-barrel car- 
buretors have become popular and 
are sure to be profitable lines, he 
said. 

Churchill laid out his building 
with overhead hoists and tracks to 
handle heavy equipment, generous 
counter and customer reception 
space, and no floor-to-roof posts. 
All-metal shelves are used, and the 
storeroom has a built-in anti-dust 
system. 


Detroit Welfare Fund 


Aided by Ford, GM 


DETROIT. — The Metropolitan 
Detroit Building Fund, seeking a 
total of $16,500,000 to furnish new 
facilities for 45 local welfare 
agencies, last week received do- 
nations of $2,375,000 from Ford 
and $1,500,000 from General Mo- 
tors. 

“The construction of new build- 
ings and renovation of obsolete 
structures will increase substan- 
tially the valuable services which 
the Torch Drive agencies render 
the community,” GM President 
Harlow H. Curtice stated. 

The Ford and GM contribu- 
tions were based on a formula of 
$25 for each employe residing in 
the Detroit metropolitan area. 
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The City of Ben Franklin, Walt Whitman and Connie Mack 


has a new face. 


Hundreds of new factories, chemical plants and mills weave 

the sinews of the nation. Delaware River Bridge traffic is at 

an all-time, bumper-to-bumper high. Every day brings new 

homes, schools, stores and banks. Throughout the vast In 
14-county Greater Philadelphia Market, Philadelphians are 

getting important things done. 


But Philadelphians are still their same home-loving, home- Philadelphia nearly everybody 


owning selves. This is a stable Market with predictable 
buying habits for the ambitious seller. Philadelphians need 


everything, day after day, year after year. reads The Bulletin 


The Evening and Sunday Bulletin serves this growing 
Market, accurately reflecting the character, needs and inter- 
ests of the busy people of the entire region. 


The Bulletin is Philadelphia. 


The Bulletin is Philadelphia’s favorite newspaper. Every- 


where, Philadelphians buy it, read it, trust it and respond Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 
to its advertisin a vy Sew eeieicmmecartal 285 Madison Ave.; Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
S- Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 
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White Names Distributor 
In Youngstown Area 


CLEVELAND. — 
Truck Co. has been named distrib- 
utor for White Motor Co. in the 
Youngstown-Warren area, accord- 
ing to M. H. Anderson, Cleveland 
regional sales manager for White. 





Fyda White! 


AUTOMOTIVE NEWS, JANUARY 17, 1955 
Sales Conditions in Various Areas... 


Auto Market Reports 


President of the distributorship 
is Walter F. Fyda, who had been 
associated with White at its Buf- 
falo branch. David Glass, business 
manager, formerly was business 
manager of Youngstown White 
Truck Sales Co., the former White 
distributor. James A. Kubat has 
been named service manager. 
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PORTABLE WORK LIGHTS 


The modern, long and narrow Commercialite. Gets into 


hard to reach places. Cool. 
industries. Rugged, 


dust-tight, 


A maintenance must for all 
enclosed in shock- 


proof, waterproof Tenite tube with rubber end-protec- 


tion for vibration areas. 


Sold Direct. Write for folder TODAY! 


COMMERCIAL REFLECTOR 


& MANUFACTURING CO. 


Dept. AN 


3109 Maple Avenue, Los Angeles 11, California 








manual of informatien for new 


fund, 





Finance Your Own Sales 


HOW TO FINANCE AND INSURE YOUR OWN TIME SALES is a 


how to earn maximum profits out of the finance and insurance 
business you originate. This 130-page book tells you how to 


your own time sales department. 


Automotive Finance Association 





car dealers which will show you 


begin, and successfully operate 


$6 per copy. 


Available only from 


Box 71 MIAMI 1, FLORIDA 















NOW 
AVAILABLE 
FOR NEW 
MODELS 





© Biminates Unsightly Drip Pans for Standard Models 
lerge Buick and Cadillac $13. 50 F. O. B. Detroit, C.0.D. 
Slightly Higher When oer, Give Make 
of Cor 
D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, 


° JERSEY CITY, N. J. e 





WOOD PARTS 
HARDWARE 


Refinishing 
Materials 


woobD BODY REPAIR 
REFINISHING DECAL WORK 


Send for Price Lists and Literature 
3-6898 














Michigan PHONE: WEbster 3-1613 
Manetacturers of Stake and Pick-Up Tops 





Pittsburgh 

New-car registrations in the 

Pittsburgh area advanced sharply 
in the week ended Jan. 1, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity fell to 161.5 percent of 
the 1935-39 average from 163.8 
percent in the previous week. 
The steel ingot rate rose to 74.5 

percent of practical capacity, up 

6.5 percentage points from the 

previous week.—(L. M. Leffingwell.) 
* = ” 


Minneapolis 

New-car registrations in Henne- 
pin County (Minneapolis) during 
December put Chevrolet in the lead 
with 1,092, compared with 856 for 
Ford, according to figures com- 
piled by Finance & Commerce, 
business newspaper. 

A total of 3,288 new cars were 
registered in the county during De- 
cember, compared with 1,444 for 
the same month in 1953. 

Registrations of other makes 
of new cars in December were: 

Oldsmobile, 238; Buick, 236; Pon- 
tiac, 219; Plymouth, 153; Mer- 
cury, 119; Dodge, 86; Cadillac, 81; 
Chrysler, 59; Studebaker, 38; De- 
Soto, 36; Nash, 28; Hudson, 18; 
Lincoln, 15; Packard, 5; Willys, 
4; Kaiser, 2, and miscellaneous, 3. 

New -truck registrations totaled 
191 and broke down as follows: 
Ford, 84; Chevrolet, 62; Interna- 
tional, 27; Dodge, 7; Willys, 4; 
GMC, 3; Mack, 2; Divco, 1, and 
Reo, 1.—(Donald M. Lyons.) 

* ¢ @ 


Sioux City, Ia. 
New-car registrations in Sioux 
City in December more than 


doubled the total of the previous 


month. 

Ford and Chevrolet accounted for 
51 percent of the December total of 
456. In November, when 186 regis- 
trations were listed, Ford and Chev- 
rolet accounted for 45 percent. 

New-truck registrations were up 
from 38 to 45 units. 

December new-car registrations 
by make were: Ford, 118; Chevro- 
let, 116; Plymouth, 49; Oldsmobile, 
38; Buick, 30; Pontiac, 25; Dodge, 
23; Mercury, 16; Cadillac, 13; Chrys- 
ler, 13; Nash, 6; DeSoto, 4; Stude- 
baker, 4, and Hudson, 1 

Truck registrations were: Inter- 
national, 17; Chevrolet, 16; Ford, 7; 
Diamond T, 2; Dodge, 2, and GMC, 1. 

* * * 


Washington, D. C. 

The District of Columbia Traffic 
Bureau reported that new-car ti- 
tles, index to new-car sales, rose 
to 2,440 in December, compared 
with 1,501 in the previous month 
and 1,718 in December a year ago. 

Figures for the full year of 1954, 
however, showed a decline in new- 
car titles compared with 1953, from 
24,824 to 23,790. 

Title transfers, indicator of 
used-car sales, totaled 3,256 in 

December, compared with 3,397 
in the previous month and 2,848 
in December, 1953. 

For the full year 1954 title trans- 
fers totaled 51,868, topping the 1953 
total of 46,010. 

On Dec. 31 automobile registra- 
tion in the District of Columbia 
totaled 201,736, after deduction of 
transferred registrations. This, it 
was pointed out, was the highest 
mark on record for this date and 
was 1.2 percent over a year earlier, 
when the figure was 199,309.—(Wil- 


liam Ullman.) 
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Manhattan, Kans. 

A tremendous upsurge of new- 
car registrations marked Decem- 
ber in Riley County (Manhattan), 
Kans. 

There were 157 new units sold, 
against 70 in November. 

Sales by makes: Ford, 58; 
Chevrolet, 36; Plymouth, 16; Pon- 
tiac, 15; Buick, 12; Oldsmobile, 
%; Studebaker, 4; Dodge, 3; Mer- 
cury, 3; Cadillac, 1; Chrysler, 1, 
and Nash, 1: 

Used-car sales also registered 


gains. There were 305 in December 


compared with 287 in November. 


lows: Ford, 4; Chevrolet, 1, and 
Dodge, 1. Used-truck sales stood 
exactly even with November. There 
were 16 in each month.—(George 
M. Hunholz.) 

* 
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Columbus, O. 

December registrations of new 
cars in Franklin County (Colum- 
bus), O., totaled 2,251, compared 

with 1,438 in the previous month. 
New-truck registrations fell to 
158 from 193 in the previous month, 
while tax-paid used-car transac- 
tions were down from 4,665 to 4,129. 


New-car registrations by make 
were: Ford, 706; Chevrolet, 426; 
Buick, 197; Plymouth, 196; Olds- 
mobile, 157; Pontiac, 156; Mer- 
cury, 85; Dodge, 70; Cadillac, 54; 
Studebaker, 51; DeSoto, 50; Chrys- 
ler, 49; Nash, 238; Hudson, 8; 
Packard, 8; Lincoln, 4; Willys, 4; 
Imperial, 2; Austin, 1; Jaguar, 1; 
Kaiser, 1; Volkswagen, 1, and 
miscellaneous, 1. 

Truck registrations were: Chev- 
rolet, 48; Ford, 45; International, 
25; GMC, 19; Dodge, 12; White, 4; 
Willys, 2; Diamond T, 1; Divco, 1, 
and Mack, 1.—(Bert Strang.) 


. * o 


Boise, Id. 

December new-car registrations 
in Ada County (Boise), Id., totaled 
374, more than double the Novem- 
ber total of 150. 

New-truck titling also boomed, 
from 36 in November to 65 in De- 
cember. 

New-car registrations by make 
were: Chevrolet, 109; Ford, 99; 
Buick, 36; Oldsmobile, 19; Pon- 

tiac, 18; Plymouth, 17; Nash, 14; 
Hudson, 11; Studebaker, 11; Mer- 
cury, 10; Cadillac, 6; Dodge, 6; 
Chrysler, 5; DeSoto, 5; Willys, 3; 
Kaiser, 1; Lincoln, 1; Packard, 1, 
and miscellaneous, 2. 

Truck registrations were: Chev- 
rolet, 24; Ford, 23; GMC, 5; Dodge, 

4; International, 4; Willys, 1, and 


miscellaneous, 4. 
s *- o 


Denver 

Dealers in the Denver area are 
looking forward to a good year 
from a new-car sales standpoint. 

Dealers report sales up as much 
as 100 percent over the same period 
of the last model year. 

The battle for sales leadership 
is expected to send 1955 sales high. 

While 1954 sales figures for 
Denver and Colorado will not be 
compiled until later this month, 
dealers are confident that the 
figures will show an increase over 
1953. 

Denver’s sales had been running 
ahead of 1953 until November, when 
they slipped to put 11-month total 
slightly behind 1953. 

The 11-month period showed 
Ford ahead in Denver 3,618 to 3,331. 
Oldsmobile came in third, with 
Buick in fourth place. Mercury was 
fifth with 190 Denver sales. Pontiac 
placed No. 6 with 718 in the 11- 
month period. 

Plymouth was seventh with 568 
sales, Dodge eighth with 398, Cad- 


illac ninth with 282, and Chrysler 
tenth with 230.—(Ira R. Alexander.) 


* * . 


Salt Lake City 

New-car registrations in Salt 
Lake County (Salt Lake City) for 
the seven-day period ended Dec. 29 
totaled 115. In the same period, 
four new trucks were registered. 

Car registrations by make 
were: Ford, 40; Chevrolet, 27; 
Buick, 12; Oldsmobile, 7; Plym- 
outh, 7; Pontiac, 6; Cadillac, 3; 
Chrysler, 3; DeSoto, 2; Dodge, 2; 
Lincoln, 2; Mercury, 2; Austin- 
Healey, 1, and Triumph, 1. 

Truck registrations were: Inter- 
national, 2; Chevrolet. 1, and GMC, 1. 

= * ? 


Wisconsin 

New-car registrations in Wis- 
consin in December were the high- 
est on record for that month. 

Dealers sold 13,084 cars, accord- 
ing to Louis M. Milan, executive 
vice - president of the Wisconsin 
Automotive Trades Assn. The total, 
he said, was 1,506 units greater 
than the previous high December 
of 1950. 

The month’s total was exceeded 
during 1954 only by August, and 
was 70 percent above the Novem- 
ber turnover. 

Leading in registrations was 
Ford, with 4,160 for the month, 
compared with 3,997 for Chevrolet. 
Ford and Chevrolet shared 62 per- 
cent of the December market, and 
had 50 percent of the market for 
the entire year. 

The 1954 registrations totaled 
123,682, compared with 148,530 in 
the record year of 1950 and 132,165 
in the runnerup year of 1953.— 
(John E. Hubel.) 

* * 


Akron 

More new cars were registered 
in Summit County (Akron) in De- 
cember than in any December in 
history, pushing 1954 to the third 
highest year on record. 

In all, there were 1,864 registra- 
tions in December, some 300 more 
than in the previous record Decem- 
ber of 1950. The December total 
also represented slightly more than 
10 percent of the 1954 sales total of 
18,344. This total compared with 
the 1953 turnover of 20,810 and the 
1950 record of 21,349. 

Ford outsold Chevrolet for the 
year for the first time in 20 years, 
registering 5,068, compared with 
4,022 for Chevrolet. In 19538, Chev- 
pe led Ford by more than 1,000 


Buick was an easy third with 
2,240, and Plymouth nosed out 
Oldsmobile for fourth, 1,214 to 
1,213. Pontiac was sixth with 1,187, 
followed in the first 10 by Mer- 
cury, 824; DeSoto, 489; Dodge, 445, 
and Chrysler, 378.—(Joe Kuebler.) 


Riley Cited 
The Studebaker certificate of 
merit has been presented to John 
Riley, service manager of the Bob 
Wondries Studebaker dealership in 
Alhambra, Calif. 





Car for Vacationing Vice-President— 


Arriving in Miami for a brief rest, Vice-President Richard M. Nixon (second from 
left), is greeted by B. B. Rebozo (left), of Miami, with an Oldsmobile provided by 
Six new trucks were sold, as fol-| Fincher Motors, Miami. 








TRIM RINGS 
ma 


on 


| \ 
Protects Valve Stem Wi 
; ET OF FOUR Covers Wheel Weights 


Prices slightly higher west of the Rockies and Rr 


800 Lowell Street e Ypsilanti, Michigan 


GAR WOOD INDUSTRIES, INC. Ax 


“AL 


an # WIRE WHEELS 


a TY 





Poe 
= 
2 / 
( over-all 


Cover-Alls are all new and all different. For the first time, 
Gar Wood has engineered a complete cover. Cover-All covers 
all, with matchless beauty. Protects valve stem, covers wheel 
weights and rim edge. Exclusive patented spring clips lock 
Cover-All securely to wheel, prevent rattle, wheel noise and loss. 


COVERS ALL 


Only Cover-All hides 
unsightly balance 
weights and unattrac- 
tive rim edge. 


Only Cover-All pro- 
tects valve stem — 
particularly important 
on tubeless tires. 


i 


Fluorescent Da-Glo red point-of-sale display 
helps sell Cover-Alls in dealer show rooms, 
service stations and auto supply stores. 


he 


Exclusive Patented Spring Clips hold Cover- 
All to wheel under constant tension. Rubber 
cushions eliminate rattle and wheel noise. 
Spring clips are securely attached to rim to 
prevent loss. Thoroughly road tested and 
approved by the automotive industry. 


Cover-All wire wheel snaps away from rim 
for easy cleaning without disconnecting 
fasteners. No extra charge for washing 
Cover-All wire wheels. 


It's easier to check tire pressure with Cover- 
Alls because you never remove Cover-All 
from wheel. Simply snap Cover-All out, then 
back. Clips always stay in place. 


SHIPPING INFORMATION 
Cover-All Trim Rings | Cover-All Wire Wheels 


Master Carton of 10 sets Master Carton of 5 sets 
Shipping Weight: 70 Ibs. Shipping Weight: 50 Ibs. 


WT-100 Printed in U.S.A. 
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AR and truck dealers the na- 
tion over have been writing an 
average of 1.75 items per repair 
ticket for the past 1% years. 
During 1954, the analysis of more 
than 1.5 million repair orders by 
the John E. Wolf Co. indicates that 
the low month was October when 
items per ticket dropped to the low 
of 1.69 and the appearance of chas- 
sis work showed up on only 14.50 
percent of the orders written, al- 
though it had remained at around 
20 percent during all other months 
of the year. 
As the table indicates, the two 


high months were May and June, | 


closely followed by November. 
The high averages of May and 
June may have reflected the re- 
sult of the May Safety Month 
drive, which in 1954 was more 
successful than any in several 
years past. 
The trend in 


July, 1953, at around 1.75. For the 


first six months of 1953, the num-| 


ber of items were the lowest since 
such records were started. 
* * od 


ANUARY, 1953, was the lowest 


recorded month, at least since | 
the end of World War II, in num- | 


ber of items per repair order—only 
1.12. February and March were a 
little better with 1.19, April came 
up slightly to 1.22 and May and 
June were still better at 1.25. 


Then one of the still - unex- 
plained mysteries of modern au- 
tomotive retailing occurred. Deal- 
ers all over the country started 
selling more service all at once 
and the number of items per re- 
pair ticket jumped in June to 1.75 
and has stayed near there ever 
since. 

Under all normal conditions, if a 
dealer writes at least two items per 
ticket his service department will 
not only make money, but will show 
a satisfactory percentage of ab- 
sorption, it is claimed. 

In fact, students of dealer opera- 
tion claim that if it wasn’t for the 
unusually. heavy “make-ready” on 
new cars and the high incidence of 
warranty work, most dealers would 
be showing better than an average 
of 80 percent absorption instead of 
the 58.3 percent indicated on the 
last NADA statement of dealer 
operations. 

* * * 
TH the exception of brake and 
body work, dealers now seem 
to be doing a good job of selling 
service. Brake work, not only be- 
cause it is profitable, but because it 
is vitally important from a safety 
standpoint, should be getting much 
more attention in most dealer 


shops and should be higher on the 

number of times it appears on the 

average service order. 
There is no question 


in the 


Average Holds at L.75a Ticket ae 


items per repair 
order has been consistent since | 
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Items 


minds of those who know their 
brake work that the average 
dealer lets far more brake work, 
adjustments and relines go to 
competitive shops than he gets 
from those who bring their cars 
and trucks to him for some of 
their service. 


the chain and independent shops 
on a price basis, much, if not the 
greater percentage, of this work 
could be saved for the dealer if he 
would make brake inspection a 
part of his procedure on every car 
that comes in. 


It would take but a minute for the 





By Sam Sampson 
Staff Writer 
oT service operations are now 
ripe for special dealer promo- 
tion, a roundup of service authori- 


substantial gains in service profits 
and volume by spending time and 
effort to put any or all of the cam- 
paigns in motion. 

The operations chosen are by 
no means a complete list of serv- 
ice functions that can be profit- 
ably merchandised. In the minds 
of service authorities, however, 
they are the five that are most 
promising on a national basis. 
| Others can be successfully cam- 
| paigned on a basis of local service 
| problems. 


Included in the survey were body 
shop and paint work; appearance 
reconditioning for the car owner; 
wheel alignment and wheel balanc- 
ing; 
and brake jobs. 

* * 8 

Ao of the five possibilities re- 

quires special facilities and per- 
sonnel if a body shop is in opera- 
tion. It is estimated that 82 percent 
of new-car dealers offer bump and 
paint service. Another service can 
employ wash rack boys and car 
jockeys for the job. All others are 
| carried on by the regular mechanics. 
| The obvious possibilities for 
promotion such as muffler and 
exhaust pipe replacement, lubri- 
cation and spark plug service 
were not considered, since they 
represent a large percentage of 
basic service volume even though 
filling stations provide stiff com- 
petition. The choices were made 
to bring fringe services into high 
volume sales. 





shock absorber replacement, 





Shop Ripe for Promotion 


5 Service Operations, Accented This Year, 
Can Boost Profit and Volume 





Steady 


order writer to drive the cars a few 
feet on the service floor to test the 
brake pedal action. If it is low 
he could then immediately suggest 
a brake adjustment. 
* ea * 
ND if the dealer had a rule in 
his shop that no adjustments 


While some of this work goes to| would be made until a front wheel 


was pulled and the lining inspected, 
it would result in a high percentage 
of brake reline and drum truing 
jobs. 

Body work has always been one 
of the greatest profit producers 
in franchised dealer shops. Now 

(Continued on Page 26, Col. 1) 


additional personnel or facilities. 
The most important hurdle, they 
felt, was in drawing up effective 
local advertising and making serv- 
ice salesmen aware of sales possi- 


ties finds, and dealers can score| bilities and pointing them out to 


the customer. 
- * x 
AN EARLIER story in AuToMo- 
TIVE News (Nov. 15 issue) 
pointed out that many of the paint 
manufacturers are beginning to en- 
(Continued on Page 24, Col. 1) 


Regional Parleys 
For Distributors 


Planned by AEA 


peat. ae regional confer- 
ences, pertaining to aftermarket 
parts distribution and service busi- 
ness, are planned by the Automo- 
tive Electric Assn. for 1955. 

S. W. Potter, executive secre- 


| tary, said the conferences would 


be of particular interest to mem- 
bers of the service distributors di- 
vision of AEA. 

The sessions will provide person- 
nel of the participating companies 
with the opportunity to discuss va- 
rious problems with manufacturing 
members, Potter said. 

- od + 


EA also announced that the an- 
nual membership meeting and 
manufacturers - central distributors 
conference would be held Feb. 11-17 
at the Edgewater Beach Hotel, Chi- 
cago. 

This spring, regional confer- 
ences will be held in New York 
(Apr. 19-21), Chicago (Apr. 25-27) 
and Atlanta (May 4-6). 

Fall conferences will be held in 
Kansas City (Oct. 12-14), Los An- 


Most authorities felt that dealer- | geles (Oct. 24-26) and Portland, Ore. 
ships would not have difficulty with | (Oct. 31-Nov. 2). 
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R. MILLER, of Richfield Oil| more active competition for much 


* Corp. and national chairman 
of the Oil Industry TBA Group, 
speaking before the annual meet- 
ing of that oil-marketing body in 
St. Louis, pointed out an impending 
threat to the filling-station business 
—and also emphasized a warning 
that many of us have been trying 
to bring to franchised car and 
truck dealers for some time. 

Said Miller: 

“Lincoln is introducing a power 
lubrication system known as Mul- 
ti-Luber, which is offered as an 
accessory. In operation, a push- 
button located on the instrument 
panel activates a vacuum-driven 
pump which forces lubricant to 
the front suspension and steering 
linkage. 

“Cadillac has no drain plug for 
the differential and has had none 
for three years... 

“Other manufacturing designs are 
becoming more complex, requiring 
car dealer attention, such as power 


steering, power brakes, etc. 


“How far they will go is any- 
body’s guess, but the opinion of au* 
tomotive engineers is that trans- 
missions, crankcase and front 
wheel bearings will be sealed in 
the not too distant future, say in 


| two to five years. 


“The National Lubricating Grease 


| Institute, meeting in San Francisco 


on Oct. 25-27, discussed thoroughly 
the future possibility of higher- 
horsepowered cars requiring a 
probable sealing for the life of the 
car, as well as complete elimina- 
tion of automotive chassis Jubrica- 
tion,” Miller continued. 

“H. R. Wolf, consultant petroleum 
technologist, General Motors Corp., 
expressed the opinion of General 
Motors chassis engineers that pres- 
ent-day lubricants will not satis- 
factorily lubricate in the light of 
advanced engineering designs. So, 
apparently, the planning is already 
on the design boards 


* * + 


Challenges Loom 


"Fr, AND when that happens, what 
becomes of your service reve- 
nue? How can you replace it? Can 
you secure enough other business 
to keep prosperous dealers? Can 
you do it on gasoline alone, or will 
competition prevent that in this 
free economy?” 

So, Mr. Franchised Dealer, this 
talk by a highly regarded oilman 
seems to paint two pictures quite 
plain. 

One picture, which applies to the 
present, seems to make it evident 
that your most vigorous and big- 
gest service competition is going to 
be pushed toward being an even 



















Minor Motor Work 
Major Motor Work 


Average number of operations eo 
per repair order 






SERVICE AVERAGES 


Kind of service bought, percentagewise, to total repair orders written for 1954. 


JAN. FEB. MARCH APRIL MAY JUNE JULY AUG, SEPT. 
w+» 80.25 30.05 31.40 33.00 33.75 34.55 34.10 33.80 33.65 
wo» 28.55 22.85 24.35 25.60 26.40 26.75 26.40 26.00 25.75 
--» 8.65 9.20 9.00 9.20 8.00 7.95 7.05 6.80 7.05 
.- 50.35 48.20 45.80 45.05 44.75 44.90 44.65 44.95 44.00 
.. 9.15 9.30 9.15 9.30 9.35 9.30 9.10 8.75 8.65 
+. 11.95 12.40 13.25 13.90 14.10 14.30 14.20 14.15 13.30 
- 17.85 18.55 20.35 20.95 22.55 22.50 22.45 22.25 22.05 
.- 1145 12.15 12.35 12.20 12.50 12.00 12.30 12.45 12.45 
9.05 9.20 8.60 8.15 7.85 7.20 7.50 1.95 145 
. L 1.71 1.74 L777 1.79 1.79 1.75 1.76 1.74 






















Year 
ooT. NOV. DEC. Av. 
33.25 32.55 31.00 32.61 
25.70 25.45 23.95 25.23 

6.90 7.05 7.55 187 
46.05 49.45 47.80 46.33 
8.80 9.15 8.90 9.08 
13.30 12.75 12.85 13.37 
14.50 20.45 20.00 20.37 
12.65 1L.75 11.70 12.16 
8.40 9.70 9.65 8.38 
1.69 1.78 1.73 1.75 


Based on data from John E. Wolf Co. 


of the business you now need in 
order to obtain a sufficiently high 
absorption to carry you through the 
rough trading days ahead. 


And every indication is that, 
judged by today’s standards, it is 
going to continue to be rough and 
dealers must learn how to make 
fair profits in all four or six of 
their departments if they are go- 
ing to make a fair net profit 
(What departments? New cars, 
used vehicles, parts and customer 
labor for the car dealer, plus new 
trucks and used trucks for the 
combination dealer.) 

Another picture is painted for the 
future, and in it can be found part 
of the franchised dealer’s present 
profit problem, that of eliminating 
the “comebacks” and free service 
on warranty work. 

If dealers haven’t the type of 
servicemen who can properly and 
correctly diagnose present-day hy- 
draulically actuated components, 
what will they do when these units 
become even more intricate and 
precise? 

. Maybe it’s about time that more 
dealers faced up to the need for 
sending the men who actually do 
the work to factory schools, instead 
of using schools held in nearby 
larger cities as an opportunity to 
get away from mama for a few 
days, or just to ‘send the service 
(Continued on Page 28, Col. 1) 


Exhibitors Ready, 
Dealers Called 
To NADA Show: 


CHICAGO. — The 1955 NADA 
convention and show, to be held at 
the Conrad Hilton Hotel here, is 
expected to draw 10,000 to 12,000 
dealers during its five-day run Jan. 
29-Feb. 2, headquarters said last 
week. About 90 firms will exhibit 
at the show. 


The theme of the exhibition 
will be “1955—Blueprint for Prof- 
it.” Space is about sold out, ac- 
cording to Ray Chamberlain, con- 
vention manager. Show hours will 
be 9 a.m. to 6 p.m. 


Jobbers in the Chicago area have 
been cooperating with the show 
committee by urging every dealer 
to turn out for the exhibition, as 
well as to attend the service clinics 
with his service manager, Cham- 
berlain said. 

~ * * 
At THE equipment exhibition, 
the following companies will be 
among those displaying and dem- 
onstrating their products: 

Allen Electric & Equipment Co., 
Kalamazoo, Mich.; Allied Inventory 
Co., Inc., Chicago; Ammco Tools, 
Inc., North Chicago, Ill; Arndt- 
Palmer Laboratories, Inc., Melvin- 
dale, Mich.; Automotive Solvents 
& Specialties, Inc., St. Clair Shores, 
Mich.; Balcrank, Inc., Cincinnati; 
John Bean Division, Lansing; Bear 
Mfg. Co., Rock Island, Ill.; Benmatt 
Organization, Chicago, Ill.; Big 
Four Industries, Inc., Cincinnati; 
Black & Decker Mfg. Co., Towson, 
Md.; Blackhawk Mfg. Co., West 
Allis, Wis. 

Brecher Bros., Inc., New York; 

(Continued on Page 32, Col. 1) 


NEW PRODUCTS 
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Service Gains at Stake... 


Shop Ripe for 5 Promotions 


(Continued from Page 23) 


list the support of dealer body shops 
in spite of the fact that only about 
33 percent of the paint business 
was being done by dealer shops. 
Paint people felt that the car 
and truck dealer shop, where cars 
are brought in for small service 
jobs or routine maintenance, was 
a logical place for a “direct-to- 
the-customer” approach—attract- 
ing the thousands of dollars in 
bump and paint business in the 
form of dinged fenders, small rust 
spots and faded out colors. Very 
little is being done currently to 
solicit bump and paint business 
from the car owner. : 
Most body shops continue to con- 
centrate on insurance company 
jobs, despite highly competitive 
bidding for the business. 


* * * 


B gen authority estimated at the 
time that there was a potential 
market for $100,000,000 in paint 
business alone. A recent check with 
the paint companies showed that 
there had been no decrease in the 


estimates, and it was believed that 
it had grown even larger. 

The table of departmentalized 
service in this issue indicates that 
body work appears on only 12.16 
percent of dealer orders. 

It should be remembered that 
service finance plans recognize 
body repairs on the same basis 
as engine work; dealers have a 
price advantage over the inde- 
pendents on parts in most cases; 
dealers have a market for body 
shop operations through the used- 
car business, and -that dealers 
should be interested in body shop 
work due to longer-life engines 
and other mechanical compo- 
nents. 

In the future, it is believed, some 
paint companies will offer banners 
and signs for customer reception 
areas informing the public that 
body work is available at the deal- 
ership. This may also serve to re- 
mind service salesmen to sell body 
jobs when the need is apparent. 

* * * 

ANY used-car departments now 

have a series of materials that 


are used for appearance recondi- 
tioning before cars are placed on 
the lots. These same materials, 
combined with partial repainting 
for two-tone jobs, accessory dress- 
ups and other touch up work, allow 
the dealer to provide a specially 
tailored appearance reconditioning 
package for the car owner. 
Unskilled laborers at the deal- 

ership can clean, re-tint and re- 
furbish auto interiors with mate- 
rials such as those supplied by 
Arndt-Palmer Laboratories. Addi- 
tional exterior waxing, bumping 
and painting, chrome cleaning 
and polishing will make the own- 
er’s car look clean and new. 

Several dealers have _ reported 
success in doing this type of work. 
In the opinion of many of those 
contacted, this may become a popu- 
lar way of obtaining plus business 
from the customer who plans to 
keep his car another year. 

Interior materials generally in- 
clude a cleaner for upholstery and 
headliners, re-tint materials for 
stained door and kick panels, multi- 
colored paints for rubber floor 


mats, and black rubber paint for 
touching up the tires. 
Arndt-Palmer has recently intro- 
duced a new leather dye for leather, 
leatherette or vinyl coverings which 
is available in several colors. The 
new materials may be used on most 
of the new fabrics, and for leather 
or leatherette convertible interiors. 


These customizing jobs, in addi- 
tion, can be priced according to 
what the customer orders. 

+ * 7 
, pews alignment and wheel 
balancing jobs are fundamental 
service jobs, since unnecessary 
front-end wear results from mis- 
alignment due to jolts and strains 
of ordinary driving. 

Bear Mfg. Co., a manufacturer 
of front-end equipment, made a 
survey showing that one out of 
every four cars tested needed 
wheel alignment, and one out of 
every four cars need wheel bal- 
ancing. This, it was pointed out, 
was a conservative report, since 
slightly more than one-to-four 
was found in spot checks in sev- 
eral communities. 

One of the areas checked, the 
company said, contained about 
17,000 registered vehicles. On a 
one-to-four ratio, this means that 
4,250 cars needed wheel balancing 
work. At the rate of two wheels 





A GREAT NEW SHOW 


HOMER BELL, widower, lawyer, 
judge, and head of a rollickin 
Gene Lockhart makes Homer 
believable, lovable! 


ll real, 


household. 


onor, 
Homer 


Bell 


I/ 


starring 


Gene Lockhart 








TO SELL CARS 


e.-and you can have it first in your city. 


It’s brand new and just the program to do a great selling job for 


you! It’s refreshing entertainment the whole family will want to 
share. A happy, heart-warming, humorous show with the broadest 


audience appeal ever offered for local sponsorship. 


Each of the 39 filmed episodes is a light-hearted portrayal of 
goings-on in the home and professional life of Judge Homer Bell. 
We'll be glad to send you a brochure with complete details about 
the show and the important selling helps you get with it! Write or 


wire today! 


NBC FILM DIVISION 


SERVING ALL SPONSORS...SERVING ALL STATIONS 
NBC FILM DIVISION—30 Rockefeller Plaza, N. Y. 20° Merchandise Mart, Chicago, Ill. © Sunset & Vine 
Sts., Hollywood, Calif. * In Conada: RCA Victor, 225 Mutual St., Toronto; 1551 Bishop St., Montreal 








MAUDE, Homer’s gossipy, wise+ 
cracking housekeeper. ar: 
gues with Homer like an oppos- 
ing attorney. 


This is Homer’s tomboy niece, 
CASEY. She’s 15, but discover. 
ing she’s very much a womans, 


per car, which is the minimur 
number of wheels that should be 
balanced, 8,500 wheels needed ba! 
ancing. 

“At $1.50 per wheel, plus 25 cents 
for weights, this would amount to 
$14,775 in potential business. Based 
on time consumed and other con 
siderations, this would result in 
$5.10 an hour profit if four wheels 
were balanced an hour. 

+ * * 

EEL alignment, Bear said, 

runs much the same way, ex- 
cept that there is greater oppor- 
tunity to replace front-end parts. 
Worn king pins, tie-rod ends, steer- 
ing arms and knuckles and shock 
absorbers can be replaced. 

Wheel alignment jobs can be 
sold on the basis of longer tire 
life and safety if the service 
salesman will take a minute to 
do it. Practically every dealer- 
ship has wheel alignment equip- 
ment, and in too many cases, it 
is not being used. 

Bear has recently announced a 
program for dealers and independ- 
ent garages called “Comfort-Ride 
Program.” The program includes a 
complete chassis program. It offers 
opportunity for several service op- 
erations and replacement parts 
sales. 

” * « 

F WAS recently announced by 

one of the large oil companies 
that replacement of shock absorb- 
ers had become the third largest 
service item at its stations. At the 
present time, the company said, it 
was running nearly as large as 
muffler and tail pipe replacement. 

The National Standard Parts 
Assn. reported that shocks have 
become one of the top 24 items 
for jobbers. This is the first time, 
it is reported, that shocks had 
appeared on the jobber list. 

There is still a great deal of ar- 

gument about a proper test for 
shock failure. Lee Potter, sales en- 
gineer for Houdaille-Hershey Corp., 
said that the thumb-nail rule of 
bouncing the car and checking the 
rebound is good, but not as con- 
clusive as it might be. 

A better method, he said, was 
visual inspection of the shock ab- 
sorber. Leaking fluid from the 
shock is a sure sign of failure, or 
of failure-to-be. A leaking shock 
will not perform properly under 
any conditions, he said. 

” x ” 

jaa who wish to promote 

brake work will have the wide- 
ly publicized returns of the latest 
safety month campaign to back up 
their efforts. Last May, one out of 
every 10 cars needed brake atten- 
tion. 

(The later survey conducted by 
Bear indicated that one of every 





six needed brake work, the com- 
pany said.) 

The safety aspect of brake 
work, and the recommended peri- 
odic examinations, has the battle 
half won for the brake-minded 
dealer. Customers will respond to 
a@ report that brake attention is 
needed. 

It is recommended by most au- 
thorities that the left front wheel 
be pulled from the car to check 
brake lining conditions. The left 
front wheel rolls the highest on the 
road, and receives the maximum 
strain in braking and road jolting. 

Opportunities for replacement 
sales on brake jobs include new 
linings, drum turndowns, replace- 
ment rubber parts, master cylinders 
and brake lines. Brake service has 
become a profitable parts selling 
business as well as a profitable 
| service operation. 

Brake troubles can be found 
when the car is on the hoist for 

lubrication, and pointed out to 
the customer. This is generally 
appreciated by the customer, 
since he knows that brake fail- 
ures are one of the most com- 
mon causes of fatal accidents. 

It behooves a dealer, however, to 
look carefully to his sources of 

supply for brake parts, for it is 
known that inferior materials are 
being sold at reduced cost. Many 
of the so-called “brake specials,” 
advertised with a price inducement, 
use the inferior materials to cut 
down costs. 

It is in the dealer’s line of duty 
to pick up “the big stick” and po- 
lice his own area against such dan- 
gerous practices. 


Euclid Appoints LaMarca 

Abe LaMarca has been named 
manager of Euclid 71st Motors, 
Cleveland. 
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IT RAINS INSIDE YOUR ENGINE. Results of tests 
made by Motor Vehicle Research, Inc., in its $3,000,000 
automotive testing laboratory, proved that a gallon of 
water is produced for every gallon of gasoline burned 
in an internal combustion engine. (Book showing com- 
plete test available on request to Walker.) 


SOME WATER ALWAYS ‘BLOWS BY’ THE PISTONS 


into the crankcase oil. Under average slow-speed, start- 
and-stop driving, water condenses on the cylinder walls 
and washes past—or blows by—the pistons into the 
crankcase to contaminate the oil. 


NOT ALL OF THAT WATER PASSES OUT THE 
EXHAUST. Every car owner has seen water dripping 
from the tail pipe—water from moisture-laden exhaust 
fumes that condense in the muffler. That’s further proof 
that every engine manufactures water. But . . . not all of 
the water passes out the exhaust. 


oe 


WATER IN THE OIL IS THE CHIEF CAUSE OF 


SLUDGE AND SOURCE OF CORROSIVE ACID WEAR. 


Water is the most objectionable of all oil contaminants. 
It is the chief cause of sludge, the biggest source of engine 
operating troubles. And water is the source of corrosive 
acids which are a major cause of engine wear. 


How a Walker Oil Filter Cartridge 
checks water in the oil 


A Walker Oil Filter Cartridge gives your customer added 
protection in any make of filter because in addition to re- 
moving dust, dirt, metal particles and other solid abrasives, 
its exclusive patented Laminar filtering material has the 
extra ability to selectively remove water from the oil. It pro- 
vides protection against sludge formation and dangerous 
corrosive acid wear. Check the water in your customer’s 
oil with a Walker Oil Filter Cartridge . . . always. 


wren erm WALKER OIL FILTERS 


taminants. Nine out of 10 motorists —— 
do start-stop, cold-engine driving which 
leads to excessive water contamination 
of the oil. You’ll save your customers 
lots of engine trouble just by asking... 
“May I check the water in your oil?” 
And then tell them about Walker Oil 
Filter Cartridges. 


Check the Water 
in the Crankcase Oil 


WALKER MANUFACTURING COMPANY OF: WISCONSIN ... RACINE, WISCONSIN 
ONL FILTERS « EXHAUST SILENCERS « JACKS 


| 
Fs \ 7 
That’s the most important question 


a 
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8-Month Level Holds Up... 





R. O. Items Remain 
At 1.75 Per Ticket 


(Continued from Page 23) 


that dealers who sell any quan- 
tity of new cars are finding that 
it pays to have a paint depart- 
ment to repaint the new cars to 
meet customer color choices, it 
takes but a little more investment 
in equipment to be able to get 
into complete car repainting and 
body work. 

Another reason why dealers will 
find it most profitable to be more 
alert on selling the “other” needed 
services it found in the depart- 
mental breakdown chart shown 
here. 

* + * 
— 41.6 percent of the items 
appearing on the average dealer 
service order do not bring in as 
much money as it costs the dealer 
to write the service order. These 
services include lubrication, oil 

changes and washes. 


All are “customer attraction” 


services which the dealer must pro- 
vide and should feature. They are 
the services that his competition 
depends upon mainly to attract the 
dealer’s customers to their shops. 
They are the services that provide 
the competitive service shop with 
the opportunity to get well ac- 
quainted with the dealer’s owners. 

The oil people are making 
strenuous efforts to educate the 
franchised dealer’s biggest com- 
petitors into taking more busi- 
ness away from the car and truck 
dealer. 

Last November at the Oil Indus- 
try Tire-Battery-Accessory Group 
meeting in St. Louis, G. R. Miller of 
Richfield Oil Corp. and national 
chairman of the Oil Industry T.B.A. 
Group, pointed out that oil compa- 
nies would have to make better 
salesmen of their filling station at- 
tendants to get the increased busi- 





“DeVilbiss paint shop tripled our output, 














sae 


Thermoid District Managers Meet— 


A week-long conference on merchandising was held by Thermoid, Trenton, N. J., 
for its district managers. Among those participating were G. S. Lamson (left, second 
row), manager of the automotive replacement division, and S. E. Shepard (second 
from right), sales manager. 





ness which they too need to show | as original equipment, compared 

satisfactory profits over their in- with 63 percent in 1954. Other car 

creased cost of operation. |makers are offering oil filters as 

ye oe optional equipment, so with no ap- 

ase said oil filters should | parent problems there should be an 
increase in sales since 71 per-| increased market. 


cent of 1955 models list oil filters Greater demand for spark plugs 


put us on a really profitable basis”’ 





1 Before installing their modern DeVilbiss paint 
shop the O’Meara Motor Company was limited in the 


“appearance service” they 


could offer to customers. 


Now, with new DeVilbiss Spray Booths, Spray Guns, 
Transformers, Hose and Infra-red Baking Oven — 
O’Meara handles as many as six complete jobs a day! 





3 In dust-free, scientifically lighted DeVilbiss Spray 
Booth, painter sprays a factory-quality finish with a 


new DeVilbiss JGA 


Spray Gun. Like most spray 


painters, he prefers this gun because it is balanced for 
easy handling, and it sprays full-covering coats. 


. .. reports the O’Meara Motor Company, Denver, Colo. 





2 O™Meara also averages 13 to 17 touch-up jobs a 
day! DeVilbiss equipment has made the entire oper- 
ation faster, cleaner. There are no costly delays or tie 
ups, and far less maintenance is required. DeVilbiss 
Automotive Booth handles passenger cars, and a Truck 
Booth is used for commercial vehicles. 





4 Time saver and finishing touch to a perfect job — 
O’Meara’s Infra-Red Traveling Baking Oven. In less 
than 30 minutes, enamels dry to a hard, durable finish; 
lacquers in 5 to 10 minutes. Oven automatically travels 
length of car, baking paint from metal outward. 


This is a success story that is being repeated by pro- 


gressive body shops everywhere . . . 


shops that have 


gone modern with DeVilbiss spray equipment. How 


about you? Make factory-quality refinishing at lower 
cost your aim, investigate the complete line of DeVilbiss 
quality products — including compressors, spray guns 
and booths, transformers, ovens, hose and connections. 


Call your DeVilbiss jobber today! 


THe DeVitBiss COMPANY 


Santa Clara, Calif. © 


TOLEDO 1, OHIO 
Barrie, Ontario * 


FOR BETTER SERVICE, BUY 


DeViLBISS 





London, England 


Branch Offices and Distributors in Principal Cities Throughout 


the United States, Canada and the World 





will be due to the increased num- 
ber of cylinders and shorter plug 
life under 1955 operating condi- 
tions, he said. 

Expansion of model lines is lim- 
ited and can be helpful, but will 
help only qualified dealers. Here 
are some of the items that can be 
considered: Air conditioning, new 
sealed-beam headlights, refrigera- 
tion, tubeless tires, low-gas alarm, 
safety belts, self-cancelling direc- 
tional signals, hydraulic bumper 
jacks and many others. 

* + * 

“EXINALLY, Miller said, “the re- 

placement market of tires, bat- 
teries and accessories is our great- 
est source of business—business we 
have the first opportunity to serve 
because of gasoline traffic, but fail 
to secure because of lack of solici- 
tation. 


“Then isn’t the job ahead for 
all TBA marketers and manufac- 
turers to help all petroleum 
dealers to sell and service TBA 
items, to build their volume and 
their profits to satisfactorily 
serve their gasoline customers 
with all their automotive needs, 
and thus be enabled to build their 
business? 

“Our economy in 1955 looks prom- 
ising with more business and more 
income. That business and purchas- 
ing power will go to that outlet or 
company that makes an earnest ef- 
|fort to serve their customers best 
in 1955. Business will be good for 
good businessmen. Sales will be 
good for good salesmen. 

“And the service business will be 
good for those franchised dealers 
who learn how to get their order 
writers to sell properly and ‘make 
an honest effort to serve their cus- 
tomers best.’” 


'Trailmobile Starts 


Safety Program 
‘For Used Units 


| CINCINNATI.—A reconditioning 
| program to make truck trailers 
| safer on the road was announced 
by Trailmobile, Inc., here last week, 
at its annual meeting of company 
branch managers. 


The new program, called “Safe- 
T - Chek,” will recondition the 
| brakes, bearings, lights, springs 
|}and props of all used trailers for 
| resale by the company. It also will 
launch an “intensive service pro- 
gram to encourage operators to 
maintain new and used trailers in 
safe operating condition.” 


This program marks the first 
time, according to Jack Kruizenga, 
sales manager of the used-trailer 
division, that used trailers will be 
sold with a written warranty. 


As outlined to the 54 branch 
managers, the program will scrap 
all tradeins that are not road- 
| worthy. All others will go through 
| the service department on a stand- 
ard work order calling for inspec- 
|tion and replacement of brakes, 
bearings and other vital parts, in- 
| cluding lights when needed. 


Each trailer will get a “Safe-T- 
| Chek” seal and a written warranty 
|to operate as warranted for 50 
days. Trailers that do not meet the 
| warranty can be returned to the 
| branch and work will be done on a 
| 50-50 split-cost basis. 

| After the 50-day period, the cus- 
| tomer will receive a book of “Safe- 
| T-Chek” certificates, Trailmobile 
| said, good for substantial savings 
| on service work. This, it is believed, 
will encourage the operator to 
|Maintain his units by reducing 
| service costs. 








Ending It All? 
Book Tells How to Settle 


U. S. Contracts 


WASHINGTON. — The U. S. 
Chamber of Commerce has issued 
a 60-page booklet to assist manu- 
facturers in terminating their Gov- 
ernment contracts. 

Titled “Contract Termination 
| Guide,” the pamphlet takes the 
|reader step by step through the 
termination process. It contains 
chapters on initiating termination 
| action, steps preliminary to sub- 
| mission of claims, disposition of in- 
| ventory and settlement procedures. 
| The guide is available for $1 
| from the Manufacture Department, 
|U. S. Chamber of Commerce, 1615 
|H. St. N. W., Washington 6, D. C. 
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| Again... .one of the most remarkable votes of 
public confidence in the history of American industry 














Again in 1955... as in every single year for the past 40 years: 
MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


GOODSYEAR 


Super-Cushion, T. M.—The Goodyear Tire & Rubber Company, Akron 16, Ohio 











Backshop . 
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(Continued from Page 23) 


manager. Most service managers 
should have all they can do now 
without being made into instruc- 
tors as well. 
* + * 

‘Glamor’ Gaining 

NE of the newest tricks of the 

franchised dealer to promote 
greater traffic flow and goodwill 
among owners is the “Gas, Gaskets 
and Glamor” program, started in 
Cleveland by a dealer who rose to 
the complaint of a couple of women 
who wrote the Cleveland News ask- 
ing where they could learn some- 
thing about car care. 


The dealer’s idea recently was 
taken over by the Alemite divi- 
sion of Stewart-Warner as a na- 
tional promotion. The boys at 
Alemite recognized that many 
dealers would get on board if the 
deal were offered them in a com- 
plete package that would neces- 
sitate only their signing up for it. 


So Alemite wrapped the package- 





For the new High HP cars’ 





up. They even put a “glamor girl” 
in charge of the deal. Today, 48 
dealers who have completed one or 
more courses have graduated over 
3,000 women. Many dealers, accord- 
ing to Alemite, are currently con- 
ducting their third or fourth six- 
week course and have waiting lists 
for future courses. 

Thirty-nine additional dealers are 
all ready to go now that the new 





Globe Hoist Offers 
Time Payment Plan 


CHICAGO.—The availability of 
hoists under a time-payment plan 
was stressed at the Globe Hoist 
exhibit at the A. S. I. show here. 

Globe presented a plan under 
which a downpayment of 10 per- 
cent will purchase any hoist or 
battery of hoists. Payments can 
be spread out over 12, 18, 24 or 
36 months. 





The remarkable multigrade oil 
that fights preignition—keeps 
valve lifters quiet and efficient— 
stretches gas and oil mileage! 





year is with us. Most of the orig- 
inal dealers were located in Illinois 
and Wisconsin, with one or two in 
each of several other scattered 
states. The heaviest concentration 
of the new dealers to take on the 
“Glamor” project are located in 
Alabama, Florida and Texas. There 
are many states that still do not 
have one of these schools where the 
housewife and the business woman 
driver can go to learn how to take 
care of her car. 
+ + * 


Ford Parts Plan 


At CHICAGO during the ASI 
show, many jobbers were as 
much concerned over a “new deal” 
on parts at Ford as they were over 
the General Motors parts plan. 

For the information of those 
who have been laying awake 
nights wondering what the Ford 
deal was going to do to their 
parts business, officials in the 
Ford parts division say they are 
doing nothing that they haven’t 
been doing right along except 
that last October they added 
about 1,400 items to their estab- 
lished incentive program. 

Of course, some wholesalers will 
be quite worried over that, since 
among these new items are such 
things as spark plugs, batteries, fan 





Thor Trophy— 

Selby F. Greer (left), automotive sales 
manager of Van Norman Co., Springfield, 
Mass., receives a silver trophy for the 
best product display at the Automotive In- 
dustries Show in Chicago. With him is 
Cc. C. Crowder, Van Norman executive 
vice-president. The trophy is awarded by 
Thor Power Tool Co. 


belts and other fast-moving prod- 
ucts that were not on the incentive 
list before. 

It doesn’t mean that Ford has 
changed its policy as to its parts 
distribution, but merely that it is 
digging a little deeper into the 





to keep that high horsepower high 


ments, keeps valve trains working properly, 


This year, more than ever, it’s vital that the 
motor oil you put in your customers’ cars is 
specially formulated to meet all the challenges 
of high-horsepower, high-compression engines. 
High HP Purelube, with an exclusive additive 
combination, keeps horsepower “‘high’’ by com- 
bating the special problems of this ‘‘High 
Horsepower Age.’’ It fights preignition, 
reduces knock—cuts gasoline octane require- 





Be sure 
with Pure 


Sales offices are located in 
more than 500 cities in Pure’s 
marketing area. 


and provides top all-weather protection. 

So give your customers High HP Purelube— 
the oil that can mean better performance for 
your cars... more good will for you! 


Free! Send for free booklet which gives 
all the details on this great oil. 


Name 
Company. 
Address. 


City. 


The Pure Oil Company, Dept. V-51 
35 East Wacker Drive, Chicago 1, Ill. 


Please send me without obligation the 
FREE booklet on new “‘High HP Purelube.”’ 





Title. 


Zone___State. 





things that might be called acces- 
sories by many dealers. 
* + * 


Latest on Leasing 


ee has been a gradual but 
general change in the aims and 
setup of car-leasing companies dur- 
ing the past two years, or ever 
since the competitive era knocked 
the bottom out of the profit possi- 
bilities in the sale of the used ve- 
hicle. 

Today, the larger leasing com- 
panies seem to be growing 
stronger and the smaller ones, 
which looked mostly to the profit 
they could get from the used-car 
sale, are fading out of the leas- 
ing picture. 


Companies in the leasing busi- 
ness claim that the current basis 
of leasing is sound and that it still 
is a good business for those who are 
set up to handle it properly. Not 
only are banks and big insurance 
companies, which have had a taste 
of it, increasing their investments 
in this type of paper, but some of 
the trust companies, such as Irving 
Trust Co. of New York, are looking 
into the leasing picture critically. 

They know that as long as our 
tax structure remains as it is and 
big companies would rather use the 
money they now have invested in 
rolling stock as business capital, 
there will be a demand for both 
leasing and fleet management. 

Speaking about leasing, an or- 
ganization was formed early in 
December to be known as the 
“Non - Carrier Vehicle Lessors 
Council.” It is designed to serve 
as a common point for gathering 
data and to represent all lessors 
who lease or rent cars or trucks 
without drivers before state, na- 
tional or municipal legislative and 
regulatory bodies. 

The current plan of the new as- 
sociation is to arrange to have a 
watchdog service in each state leg- 
islature that will keep the associa- 
tion advised of proposed adverse 
legislation in time so that it can 
present the views of the members. 

It is hoped that a sufficient num- 
ber of firms in the car and truck- 
leasing and rental business will 
have expressed a desire to join the 
originating group so that an or- 
ganizational meeting can be held 
in Chicago early in February. One 
of the principals interested in the 
formation of this new group is 
Howard Willett jr. prominent in 
the National Truck Leasing Sys- 
tem, Chicago. 


Antifreeze Manual 
Issued as Aid on 


Radiator Service 


NEW YORK. — A revised edition 
of “What Every Service Man 
Should Know About Automobile 
Cooling Systems” has been pub- 
lished by National Carbon Co. 

One of the new features is the 
listing of cooling-system capacities 
for popular makes of foreign cars. 

Another special feature is a 
quick-reference guide on the cover 
to 10 common trouble - shooting 
problems of cooling-system service. 

The manual is available free of 
charge from Automotive Engineer- 
ing Department, National Carbon 
Co., 30 E. Forty-second St., New 
York 17, N. Y. 


Warehouse Group 
Elects Walter 


CHICAGO. — A. P. Walter of 

Gabriel Distributing Co., Chicago, 
has been elected to serve as presi- 
dent of the Automotive Warehouse 
Distributors Assn. during 1955. 
Walter also is serving as president 
of the Illinois Automotive Assn. 

Other officers elected were Wal- 
ter Devine, of Lenk, Inc., Boston, 
and Tom Perry, of Jobbers Service, 
Atlanta, vice-president; E. A. Tapp, 
president of Jobbers Supply Co., 
Kansas City, secretary, and Robert 
Weber, P. E. Weber, Inc., Milwau- 
kee, treasurer. 

Directors who will serve on the 
board of governors during the en- 
suing year are Irvin M. Cook, Imco 
Mfg. & Sales Co., Baltimore; Vic 
Mathewson, Vic Mathewson Co., 
Ltd., Toronto; J. S. Connell, J. 8S. 
Connell Co., Dallas, and Robert 
Farris, Automotive Sales Co., San 
Francisco. 
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Service Schools in Field 


Programs of Makers and Suppliers Cover 
Variety of Topics 
“ the convenience of dealers and service managers who 


are interested in service-training schools, here is a list 
of such programs now in force by vehicle makers and sup- 


plier firms: 
FOR ALL SERVICEMEN 

Bear MANUFACTURING—Courses on 
alignment, balancing, car and truck 
frames, wheel straightening, safety 
inspection, customer reception and 
power steering. Schools begin every 
Monday morning at Rock Island 
(Ill.) plant — offering four-week, 
three-week, two-week and one- 
week courses. 

DeViteiss Co.—Schools on auto 
refinishing and preventive main- 
tenance of auto finishes. Schools at 
Toledo plant open Jan. 17 and 
May 9. 

Sun Evectrric Corp. — Testing 
Technicians Course—Schools daily 
for two weeks, two evenings a 
week for eight weeks or one day a 
week for eight weeks starting first 
and third week each month. Train- 
ing facilities at Chicago, Detroit, 
Boston, New York, Atlanta, Phil- 
adelphia, Pittsburgh, St. Louis, 
Kansas City, Dallas, Denver, Los 
Angeles, Minneapolis, Portland, 
Ore. and Oakland, Calif. 

Advanced Training School—“Di- 


Rubber Road 


Washington Section Built 


To Test Standards 


WASHINGTON. — Installation of 
a section of asphalt paving on 
Washington’s MacArthur Blvd., in 
which Firestone’s synthetic latex 
compound R-504 was used as a rub- 
berizing agent, has been announced 
by J. N. Robertson, director of 
highways for the District of Co- 
lumbia. 

The test section will be subjected 
to analysis of both the Bureau of 
Standards and the research division 
of the Bureau of Public Roads. 

The compound was developed by 
Firestone rubber paving division 
laboratories. 

The latex is added to the mix- 
ture after the aggregate has been 
coated with asphalt. When rubber- 
ized with R-504, asphalt has an 
unusual elastic quality. Rubberized 
asphalt does not fracture at 32- 
degree temperature, at which point 
conventional asphalt is extremely 
brittle. When R-504 is added, the 
asphaltic mixture is said to with- 
stand an additional 25 degrees 
before reaching the same degree of 
fluidity demonstrated in the higher 
temperatures by conventional as- 


phalt. 

During 1954 R-504 has been used 
in Kansas, Nebraska, Kentucky, 
Wisconsin, Ohio, Utah, Rhode 
Island and the District of Colum- 
bia. Two and three-mile sections, 
respectively, are scheduled for early 
installation in Illinois and Okla- 
homa. 


Kuehn Takes Hudson 


M. L. Kuehn & Sons, 3701 Green 
Bay Ave., Milwaukee, has taken 


a Hudson franchise. The firm had 
been a Kaiser-Willys dealership for 
eight years and before that a Nash 
outlet for 27 years. 





Essay Winner— 


David E. Cunningham, advertising man- 
ager of the Raybestos division of Raybes- 
tos-Manhattan, Inc., Bridgeport, Conn., 
emerged as winner of an essay contest by 
the National Standard Parts Assn. an the 
topic, “What | Expect of My Trade Associ- 
ation.” He read his essay at the annual 
meeting of the association in Chicago. 





agnostic” training for advanced 
personnel. Four-week course begin- 
ning first Monday of every month 
at Chicago only. ‘ 

Modern Automotive Service—Fo 
personnel with little or no experi- 
ence. Twelve-week course at De- 
troit only. 

* + * 

FOR ‘MAKE’ SERVICEMEN 

Buick — Carburetor School — 
Parma, O., Jan. 15-Feb. 15; Hins- 
dale, Ill, Jan. 15-Feb. 15. 

Rear Axle School—Fairfax, Va., 
Jan. 15-Feb. 15; El Paso, Tex., 
Jan. 17-Jan. 28. 

Dynaflow School — Tigard, Ore., 
Jan. 17-Feb. 15; Garland, Tex., 
Jan. 17-Feb. 15; Burbank, Calif., 
Jan. 17-Feb. 12; Moorestown, N. J., 
Jan. 17-Feb. 15; New Orleans, La., 
Jan, 24-Feb. 15; Memphis, Tenn., 


Jan. 3-Feb. 15; Denver, Colo., Jan. 
3-28; Dedham, Mass., Feb. 1-15; 
San Leandro, Calif., Jan. 15-Feb. 
15; Kirkwood, Mo., Jan. 15-Feb. 
15, and Houston, Tex., Jan. 24- 
Feb. 18. 


en 17-Feb. 4; Charlotte, N. C,, 


Power Steering School—Dedhan, | # 


Mass., Jan. 15-31, and Memphis, 
Tenn., Feb. 7-15. 
7 * + 
CORPORATION SERVICE 
ACTIVITIES 
Curyster Corp.—Master Techni- 


cians Service Conference—Subject | 3 


of January, Four barrel carburetor; 
for February, Coaxial power steer- 
ing. 

GeneraAL Motors—Training cen- 
ters now in operation at Detroit, 
Parma, O.; Dedham, Mass.; Union, 
N. J.; Hinsdale, Ill.; Fairfax, Va., 
and Jacksonville, Fla. 

STuDEBAKER-PacKaRD — Ultra- 
matic Training School — Havre, 
Mont., Jan. 20; Glasgow, Mont., 
Jan. 21; Lemmon, S. D., Jan. 24; 
Pierre, S. D., Jan. 26; Winner, S. D., 
Jan. 27; Billings, Mont., Jan. 31; 
Big Timber, Mont., Feb. 1; Livings- 
ton, Mont., Feb. 2; Lewistown, 
Mont., Feb. 7; Cut Bank, Mont., 
Feb. 9; Malta, Mont., Feb. 10; 
Sheridan, Wyo., Feb. 14, and Miles 
City, Mont., Feb. 15. 








Morning After— 

This is a portion of the more than 600 
trim parts used on the golden Chevrolet 
which represented General Motors’ 50 
millionth vehicle. Door handles, sun visor 
brackets and horn rings were zinc die 
castings. Other zinc-alloy parts include the 
hood and trunk lid emblems. The zinc 
die castings were gold-plated. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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=| API Oil Booklets 


In 2nd Printing 


NEW YORK.—Two booklets, en- 
titled “Know Your Motor Oil” and 
“How to Sell Motor Oil,” issued by 
the American Petroleum Institute 
to help retailers boost oil sales, have 
proved so popular that a second 
printing is now on the presses, API 
officials say. 

“Know Your Motor Oil” supplies 
information on the importance of 
proper lubrication, the function of 
additives, SAE viscosity terms, the 
API lube service classifications and 
the API crankcase oil drain policy. 

“How to Sell Motor Oil” describes 
sales techniques that dealers can use 
to increase their ratio of oil to gaso- 
line sales. The booklet covers pro- 
duction promotion, personal selling, 
meeting customer objections and 
closing the sale. 

The booklets are available, at $20 
per hundred copies, from the Amer- 
ican Petroleum Institute, Division 
of Marketing, 560 W. Fiftieth St., 
New York 20, N. Y. Some jobbers 
and suppliers are distributing the 
pamphlets to their customers. 
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“We sell GMC trucks because 
we make money doing it!” 
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Jim Dailey, President 


— says the president of Dailey Motors, Inc., Martinsburg, West Virginia, 
in telling about his highly successful dual dealership 


IM DAILEY was firmly convinced that GMC’s were the 

trucks to team with Cadillac passenger cars when he 
opened shop in 1935. He liked the no-strings- attached 
GMC franchise—and its complete independence from his 
auto lines. 


*‘We sell GMC trucks because we want to — not because we 
have to,”’ says Dailey. ‘‘And, more important, because we make 
money doing it. We never would have grown as big—or as fast— 
if it weren’t for our GMC sales.’’ 


Those sales have amounted to one out of every five trucks 
registered in the surrounding three counties for quite a few 
years now. They include both light-duty units furnished to 
the apple growers of the area and bigger models used by 
large fleets such as the Interwoven Stocking Co. 


“I figure that GMC’s run about 20% of our total sales,’’ 
reports Dailey. ‘‘And,dollar-wise, they do even better than that. 
Last year, they were responsible for about one-quarter of our 
gross profit. And remember — our net was better than 6%!”’ 


Dailey has always found relationships with the GMC fac- 
tory and representatives of the finest. As a member of the 
GMC Dealers’ Conference Committee in ’49, he helped 
make sales and product policies for the GMC organization. 


*‘A lot of manufacturers I know about forget about you once 


you're signed up,’’ he says. “‘But I’ve always found our GMC 
zone man Johnny-on-the-spot whenever we've had a problem 
and needed help. They’re all great people to work with.’’ 

* * * 


Jim Dailey’s story isn’t unique among GMC dealers. They 
all profit from a truck-selling opportunity that never has 
to play second fiddle to passenger cars. They benefit from 
the industry’s most dealer-conscious factory program. 


And— with GMC product development pacing all truck- 
ing advances—they’re constantly first with the finest trucks 
for every kind of hauling. 


Like to know more about all this? If you’re in an open 
GMC territory, drop us a line! 


The better you know GMC... 
the better the truck business looks 


Sella modem fruck ! 


GMC Truck & Coach —A General Motors Division 
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FIRESTONE AGAIN MAKES HISTORY BY PROVIDING CA 





Only Firestone Gives You All These Built-In Advantages 


Blowouts Practically Eliminated 


With the new Safety-Tensioned Gum-Dipped 
Cord Body, the new Safety-Liner and Tubeless Con- 
struction, damage which might cause a blowout in 
a conventional tire merely causes a slow leak in the 
new Firestone De Luxe Champion Tubeless Tire, 
giving you plenty of time to bring your car to a 
safe, straight-line stop, even from high speeds. This 
tire is so strong and the tread so tough that it gives 
protection even against terrific impacts. 


‘Seals Punctures Against Air Loss 


If a nail or any other sharp object should possibly 
penetrate the extra-tough tread and cord body, the 
Safety-Liner, which is inseparably welded to the 
inside of the tire body, grips the nail and prevents 
loss of air, thereby minimizing the danger and 
annoyance of punctures. You can keep on going 
until you have time to have the nail removed and 
the tire repaired at a service station. No need to 
change tires on the highway. 


Iw FIRESTONE 


STANDARD 


EQUIPMENT ON 


Hushes Squeal, Whine and Hum 


The Silent Safety-Grip Tread is scientifically 
designed for quiet running. Instead of adding 
stabilizers to the tread as an “after thought,” the 
outer grooves are stabilized by the elements of the 
tread itself, thereby eliminating the cause of squeal- 
ing on turns. Furthermore, the traction elements 
in the tread overlap each other, which prevents 
annoying whining and humming on the road, even 
on wet pavements and on wet brick. 


Something New in Riding Comfort 


The new Firestone De Luxe Champion Tubeless 
Tire absorbs bumps and road shocks which conven- 
tional tires transmit to the frame and body of the 
car and thus to you and your passengers. It pro- 
vides a super-soft cushion of rubber and air which 
helps smooth out even the roughest roads. It makes 
steering easier... and it has an extra-tough Curb 
Rib which protects white sidewalls against damage 
and scuffing and preserves the beauty of the tire. 


THE 


Unequalled Non-Skid Protection 


The new Silent Safety-Grip Tread provides 
greater protection against skidding and side-slips 
and greater traction than any other tire on the 
market except, of course, special winter tires. The 
tread elements are scientifically-angled for maxi- 
mum skid-resistance in all directions and for utmost 
traction. The new Firestone De Luxe Champion 
Tubeless Tire has more inches of non-skid edges 
than any other tire of similar type and price. 
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Most Miles Per Dollar 


Every part of this amazing new tire is built for 
long, trouble-free mileage. The Silent Safety-Grip 
Tread is made of extra-tough, wear-resistant rub- 
ber. It is road-level flat for maximum contact with 
the road and utmost mileage. The Safety-Tensioned 
Gum-Dipped Cord Body is locked or “set” so that 
it cannot expand or “grow” and cause the tread to 
crack and separate, thereby ruining the tire. It is 
so strong it can be retreaded again and again. 





1955 CARS. 


ad 


VISIT THE FIRESTONE HOSPITALITY SUITE ®@ Royal Skyway Suite, 23rd floor, (are 


.New TUBELESS TIRES | 
ment on the 1955 Cars | 


}OWNERS WITH TUBELESS TIRES AT NO EXTRA COST 






_s- day has dawned for the car owners of 
America! Tubeless tires are now standard equip- 
ment on all of the new 1955 cars at NO EXTRA 
COST. Until now, tubeless tires have always sold at 
premium prices. But Firestone, after years of research 
and after investing many millions of dollars in engi- 
neering, in facilities and in new equipment, showed 
the industry how to build them to sell at the price of 
a conventional tire and tube. 


Yes, Firestone, the Pioneer and Pacemaker, has 
done it again. The new Firestone De Luxe Champion 
Tubeless Tire at the price of a conventional tire and 
tube takes its place with the first non-skid tread, the 
first straight-side tire, the first balloon tire and many 
other Firestone “firsts” as a notable contribution to 
automotive safety, comfort and economy. 


If you buy a 1955 model car, have it delivered on 
Firestone De Luxe Champion Tubeless Tires. Or, if 
you continue to drive your present car you can have it 
equipped with Firestone De Luxe Champion Tubeless 
Tires, without changing your present wheels or rims, 
at your nearby Firestone dealer or store and get a 
generous allowance for the unused mileage in your 
present tires. 


This is the only complete 
cord treating factory of 
its kind. in the world. 
In it, the cord used in the 
bodies of Firestone tires is 
Gum-Dipped and Safety- 
Tensioned to “set” the cord 
so it cannot expand when it 
gets hot from fast driving, 
causing the tread to crack 
and separate from the tire 
body. Safety-Tensioning 
and Gum-Dipping were 
originated by Firestone. No 
other tires can give you 
this extra safety feature. 





“Also available for use with tube. 


‘DELUAE CHAMPION 


Tubeless Tires 


Copyright 1955, The Firestone Tire & Rubber Co. 


+ YOU CAN PUT THEM ON YOUR PRESENT CAR 
\ 

anal 

(hrad Hilton Hotel during the N. A. D. A. Convention in Chicago, January 29 - February 2, 1955 
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‘Blueprint for Profit? Theme of Exhibit... 


10,000 to Attend NADA Show 


(Continued from Page 23) 
Breuer Electric Mfg. Co., Chicago; 
Burroughs Corp., Detroit; Capital 
Airlines, Washington; Carlife Guar- 
anty Co., Detroit; Cedar Rapids 
Engineering Co., Cedar Rapids, Ia.; 
Chicago Pneumatic Tool Co., New 
York; Chrysler Corp. parts division 
(MoPar), Center Line, Mich.; Clay- 
ton Mfg. Co., El Monte, Calif.; Col- 
lier’s, New York; Curtis Pneumatic 


ers Supply Co., Detroit; DeVilbiss 
Co., Toledo; Douglas Co., Minne- 
apolis; Doyle Vacuum Cleaner Co., 
Grand Rapids, Mich.; Dry Clime 
Lamp Corp., Greensburg, Ind.; E. A. 
Laboratories, Inc., Brooklyn N. Y.; 
Executone, Inc., New York, N. Y. 
Fostoria Pressed Steel Corp., 
Fostoria, O.; Fry-Products, Inc., 
Detroit; Globe Hoist Co., Philadel- 


| phia; Jack P. Hennessy Sales Co., 


Machinery division of Curtis Mfg. | Englewood, N. J.; Inland Mfg. Co., 
Co., St. Louis; Customer Control, | Omaha, Neb.; Inter-Communication 


Inc., Long Island City, N. Y.; Dau- | 


System of America, Chicago; Kan- 


bert Chemical Co., Chicago; Deal-|sas Jack, Inc., McPherson, Kans.; 


Kent-Moore Organization, Inc., De- 
troit; Arthur H. Kitson, Inc., De- 
troit; Lempco Products, Inc., Bed- 
ford, O.; Lincoln Engineering Co., 
St. Louis; Litho-Paint Poster Co., 
Chicago; Local Trademarks, Inc., 
New York; Macton Machinery Co., 
Inc., Stamford, Conn.; Master Ad- 
dresser Co., Minneapolis; Mirror 
Bright Polish Co., Pasadena, Calif.; 
National Automobile Dealers Used | 
Car Guide Co., Washington, D. C. | 

National Cash Register Co., Day- 
ton, O.; NADA Magazine, Wash- 
ington; National System of Garage | 


KEEPING PACE 


with the Horsepower Race 


YS 


BORG-WARNER 


Ventilation, Inc., Decatur, Ill.; Nel- 
son Associates, Inc., Detroit; Norick 
Bros., Oklahoma City; Nu Orm 
Plans, Inc., Los Angeles; H. K. Por- 
ter, Inc., Somerville, Mass.; Quaker 
State Oil Refining Corp., Oil City, 
Pa.; Remington Rand, Inc., New 
York; Reynolds & Reynolds Co., 
Dayton, O.; Shure Mfg. Corp., St. 


Truck Hauls Top Trains 


In Christmas Rush 


LOUISVILLE.—In 1954, for the 
first time.in history, more out- 
bound Christmas parcels were 
moved by truck than by train in 
Louisville, according to Joe Per- 
kins, district superintendent of 
the Postal Transportation Service. 


BorG-WARNER 


Louis; Stemac, Inc., Denver; Stew- 
art-Warner Corp., Chicago. 

Stokes Tax Controls, Inc., New 
York; Sunnen Products Co., St. 
Louis; Systems Co., Toledo; Thor 
Power Tool Co., Aurora, Ill.; U. N. 
Co., Inc., Boston; Underwood Corp., 
New York; Upholstery Leather 
Group, Inc., Birmingham, Mich.; 
Vacuum Grip Cover Co., Inc., 
Bridgeport, Conn.; Walker Mfg. 
Co., Racine, Wis.; U. S. Washmo- 
bile, Newark, N. J.; Weaver Mfg. 
Co., Springfield, Ill.; John E. Wolf 
Co., Oklahoma City. 


*. e * 
7 following concerns will dis- 
play their products in the truck 
exhibition section of the equipment 
display: 
Ashton Sales, Inc., Detroit; Au- 


| burn Machine Works, Auburn, Neb.; 


Automotive News, Detroit; Boyer- 
town Auto Body Works, Boyertown, 
Pa.; Coldmobile division of Union 
Asbestos & Rubber Co., Blue Island, 
Ill.; Fruehauf Trailer Co., Detroit; 
Herman Body Co., St. Louis; Howe 
Fire Apparatus Co., Anderson, Ind.; 
Koenig Iron Works, Houston; Mey- 
ers Products, Cleveland; Stahl 
Metal Products, Inc., Cleveland; 
Truckstell Mfg. Co., Cleveland; 
Laurel C. Worman, Inc., Toledo. 


Mass Repainting 
Planned by New 


Firm in Buffalo 


BUFFALO.—A new corporation, 
Automotive Production Painting, 
Inc., has been formed here to paint 
automobiles on a mass scale. 

The founders say their method 
will reduce autopainting costs 
about 40 percent. 

Pat Gismonde, vice - president, 
said negotiations are in progress 
for the purchase of land on which 
to build. Cost of the 12,000-square- 
foot building and specialized equip- 
ment will be about $100,000, he said. 

Other officers of the firm are 
Michael F. Graziadel, president; 
George J. Trimper, secretary, and 
Rocco Graziadel, treasurer. 


Alternators Shown 


By Leece-Neville 


CLEVELAN D.\Leece-Neville 
Co.’s new line of alternators was in- 
troduced to its central distributors 
last week at a series of 25 regional 
meetings. 

The meetings were kicked off in 
Cleveland by President P. H. Neville. 

The new line of alternators also 
was introduced to vehicle manufac- 
turers at the SAE convention in 
Detroit Jan. 10. 


Chemical Aid 


New York Firm Marketing 


New Oil Filter 


NEW YORK.—A filter cartridge 
which cleans oil chemically as well 
as mechanically has been an- 
nounced by Chem - Mechanical 
Products Co., 17 E. Forty-eighth 
St. 

According to the company, the 
| Chem-Mechanical filter contains a 
|formula which neutralizes acids, 
breaks down sludge and precipi- 
tates electro-mechanical impurities. 
Tests made by a government de- 
partment, it was said, have found 
the “basic idea of the invention to 
| be sound.” 

The manufacturer guarantees up 
|to six thousand miles on an oil 
|change, and models are available 
for trucks, buses, tractors and 
other vehicles with internal- 
combustion engines. 


Dealer Group Organized 


To Handle Molykote 

STAMFORD, Conn.—Alfred 
Sonntag, president of Alpha Corp., 
manufacturer of the Molykote line 
of industrial lubricants, has an- 
nounced formation of a national 
dealer sales organization. 

Among the dealers are Great 
Lakes Sales & Engineering Co., 
Chicago, Buffalo, and Rochester, 
N. Y.; Larry Hammond Co., Mil- 
waukee; Edco Sales Co., Upper 
Darby, Pa.; Haskel Seals, Glendale, 
Calif.; Haskel Engineering & Sup- 
ply Co., San Francisco and Seattle; 
M. F. Read Co., Detroit; H. F. Sod- 
erling Co., Seattle, and Stevenson 
Oil & Chemical Co., Wickliffe, O. 
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Better for old dealers! Better for new dealers! 


STUDEBAKER S 
GO-GETTING NEW PROGRAM 


“BETTER FOR US!” says u. D. Schleeter, Jr. president of 


Houston's Mosehart-Keller Automobile Co., a Studebaker dealership 
since 1907. “We like the new spirit of the expanded Studebaker or- 
ganization and the dealer-minded attitude of the men who are taking 
the responsibility for increasing Studebaker’s fame as America's friend- 
liest factory. Our business is showing a substantial upturn since the 1955 
models came out.” 


TATTTWOT Mak ache 
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“BETTER FOR US!” says C. E. McClelland, experienced 
automobile merchant whose McClelland Motor Company was appointed 
the Washington, Pa. dealer for Studebaker in mid-October of this year. 
“I talked to many old-time Studebaker dealers before | signed up. They 
convihced me that being with Studebaker is the best bet for a man like 
myself who wants to prosper with the sure-to-grow Studebaker outfit 
and retain his own individuality at the same time.” 


FOR GROWTH AND 
FOR PROFIT 


HIS advertisement may well prove to be the 
most important few words of reading in your 
business lifetime. 


This brings to your attention the desirability 
of looking into the profit-building new franchise 
that the great Studebaker-Packard Corpora- 
tion now offers a limited additional number of 
responsible automobile retailers. 


New opportunity at hand 


Bright new pages have just been added to 
Studebaker’s great history of pace-setting in 
style and quality and engineering. Challenging 
low-level competitive pricing is in effect on all - 
1955 Studebaker models. This is one of the first 
constructive policies to reflect the “success un- 
limited” thinking of the greatly strengthened Stu- 
debaker manufacturing and merchandising team. 


The uptrend in Studebaker sales is exceeding 
all expectations. The Studebaker plants have 
had to go on overtime. The public’s response to 
the new 1955 Studebakers in just the short time 
they're out reflects the drive and determination 
of the sound, solid enterprise that brought into 
being Studebaker-Packard Corporation. 


More progress coming 


More significant Studebaker progress is in the 
making. Opportunities to share in it are still 
available to imaginative and foresighted auto- 
mobile merchants, eager for a better life and a 
better living. 


You are cordially invited to look into the pos- 
sibilities a Studebaker franchise may hold for 
you. Address Director of Sales, Studebaker 
Division, Studebaker-Packard Corporation, 
South Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF 
STUDEBAKER-PACKARD CORPORATION 
... WORLD'S 4TH LARGEST FULL-LINE 
PRODUCER OF CARS AND TRUCKS 








Inc., at Muncie, Ind. Conner bought 





Geiger Chevrolet Co. from Art W. 


D e a | e r D oO i n g Ss Geiger, who ' — 


|Orms Open New Home 
|For DeSoto in Globe 


Concours Motors, Inc., has been|Inc., to Dwight Thomas Motors, ; . 
founded at 3710 N. Oakland Ave.,| Inc. The dealership is twice as big | . The oo SS ee 
Milwaukee, by Ted Baumgartner, | now as it was when opened in 1950, a Gl a. Jrms Vesoto-Fiym 
president. The firm handles Mer-| Thomas said. th. . A e, @ th. 1088 models 
cedes-Benz, Porsche. Jaguar, and| Schoonover will continue to oper- | The an alien e ataaie e “ai 
Volkswagen cars. Also associated | ate his dealership in Topeka, Kans. | odiniaiadk ar $50,000 in buil ange a 


with the company are Herbert) iF = | m 
real estate, and $20,000 in parts and 
Wuesthoff, Clarence Graham, Leroy | ¢,,i:) Gives New Ford equipment. 


Hamolka and John Bird. i ie ON 
+ * * To Celebrate 30th Year H R 
Aids 1955's First Baby Charles P. Smith Jr., Inc. (Ford), | untress to Kepresent 
Jim White Chevrolet, Inc., 207 | Burlington, Vt., climaxed its 30th) Indiana Nash Dealers 
E. Sycamore, Kokomo, Ind., gave 4nniversary celebration by giving! pougias Huntress, Nash dealer in 
the services of a 1955 Chevrolet 2Way 4 new Car. : | Fort Wayne, Ind., has been elected 
and a chauffeur to the parents of Another feature of the anniver-| Indiana chairman of NADA’s Nash 
the first baby born in 1955. The Sary program was the display of 8) make Advisory Committee. 
car was used for picking up the duplicate of the first Model T Ford ¢ * 
n the parents by many | Sold by the firm. ’ : 
oe pa 7 gene It’s oe te mings Now 
. Ss Rhoads-Erskine Chevrolet Co. is 
|North Side Boosts Kuhn ' the new name of H. H. Rhoads & 
Son Chevrolet Co., Beverly Hills, 


As Conner Moves 
Calif. Bob Erskine and Hank 


T. R. Kuhn has been named gen- 
‘eral manager of North Side Chev-| Rhoads have taken over the firm. 


| rolet, Inc., Indianapolis, according , 
Gorrie Names Wexall 


{to Bill Kuhn, president. | 
Kuhn replaces William T. Conner, | John H. Wexall has been ap- 
who is leaving the organization to| pointed general manager of the 





Chevrolet Honors 
Morton for 25 


Years as Dealer 


Lloyd B. Morton, president of | 
Morton Motor Co., Inc., (Chevro- 
let-Pontiac), Farmington, Me., has 
received an ebony and silver wail 
plaque in recognition of his more 
than 25 years as a Chevrolet dealer. 

Zone Manager C. W. Swett made | 
the presentation at a dealers’ 
meeting. 

Three generations of the Morton | 
family have been active in the firm. 
Lloyd’s father, John C., helped in- | 
corporate the company, then) 
known as Metcalf Auto Co., in 1912. | 
John was president. The _ firm’s| 
name was changed to Morton 
Motor in 1920, the same year that 
Lloyd was named treasurer. Lloyd’s | 
son, Richard G., became general 
manager this year. 

Morton also has a Pontiac-Cad- | 
illac dealership in Skowhegan, Me. | 

Since its founding, the company | 
has sold Overland, Reo, Oakland, | 
Nash and Buick, in addition to its | 
present lines. | 

Lloyd Morton is a former NADA | 
director, a past president of the) 
Maine Automobile Dealers Assn., | 
former president of the Maine | 
State Highway Commission and| 
present vice-president of the Maine 
Turnpike Authority. Also, for five 
years he served as chairman of the 
Republican State Committee. 

* * * 


Little Rock Buick Firm 


Acquired by Vaughan 
Lee H. Vaughan, a Buick dealer | 
in Nacona, Tex., for 3 years, has 
purchased Little Rock Motor Co. 
(Buick) from Leo H. Griffin and | 
will operate the firm under the | 
name of Lee Vaughan Buick Co. | 
Griffin has been in the auto busi- 
ness for 36 years and founded his 
firm in 1930. 
* 
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NEW G-E HEADLAMPS 


* “ 


Koup Adds Studebaker 


A. L. Koup, owner of Koup’s 
Garage, Inc. (Packard), Water- 
town, N. Y., has purchased Mor- 
rison Motor Car Co. (Studebaker) 
from Corydon H. and Charles E. 
Morrison. The Morrison dealership 
will be moved to Koup’s present 
location. 


Burglars Smash Safe 


At Burlington, Get $400 

Burglars stole $400 from the of- 
fice safe of Burlington Cadillac, 
Burlington, Vt., police said. 

The intruders used tools found in 
the dealership service department 
to smash open the safe. | 

* 7 © 


Walker Buys from Mettler 


H. 8S. Walker has bought the 
DeSoto-Plymouth dealership in| 
Gary, Ind., from William Mettler, | 
who is retiring after 32 years. | 
Walker has surrendered his Stude- | 
baker dealership in Glen Park, Ind., | 
and will sell DeSotos and Plym- | 
ouths there. He will continue the | 
DeSoto-Plymouth dealership in the 
Gary location of 115 E. Fifth Ave. | 

*” * 7 
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at the driver as glare. New G-E Z@&Zeediee headlamps 


Thomas Buys Out Interest 


Of Partner in Hutchinson 
Dwight Thomas has purchased 
the interest of R. F. Schoonover in 
the Lincoln-Mercury dealership at 
Hutchinson, Kans. 
The firm’s name has been 
changed from Thomas-Schoonover, 


6-volt LA Likeiln headlamp has a new, more efficient 


80 feet farther ahead on the right side of the road. 
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coincided with | 


establish Bill Conner Chevrolet,| service and parts divisions of A.' 


IN THESE DEMONSTRATION PHOTOS. taken in G-E’s head- 
lamp research laboratory, simulated fog shows what happens 
when you drive in bad weather. Ordinary headlamps (top photo) 
send part of their light upward. Fog, snow, rain reflect it back 


photo) keep most of the light below the driver’s line of vision, 
greatly reduce kick-back glare to help him see the road ahead. 


These new 6 and 12-volt G-E headlamps mean outstanding 
safety performance in good weather as well as in bad. The new 


and increased wattage. Its low beam makes it easier to see the 


road when you’re bucking oncoming headlamps. It gives about 
25% more light—and concentrates it where you need it, up to 


The new @-Lkedde high-beam also gives about 25% more 





eee |ice manager, and Charles H. Sut- 
' ‘ton, parts manager for 18 years, re- 
mains in charge of the retail and 
wholesale parts departments. 


* a * 


New L-M Deal in Florida 


Gables Lincoln Mercury, Inc.. 
| has opened at 4001 Ponce de Leon 


| Blvd., Coral Gables, Fla. P. J. 
| Schaefer is general manager. 
| + + * 


Fry Buick Moves 
Charles A. Fry Buick Co., Mar- 
shall, Tex., has opened in its new 
location at 615 S. Washington Ave. 


. + * 


Holt Adds Pelton Deal 

Elwyn Holt, head of Holt Mo- 
tor Co. (Dodge-Plymouth), Van 
Nuys, Calif., has taken over Pel- 
ton Motors (Dodge-Plymouth), in 
downtown Los Angeles. Holt will 
operate both firms. 


* + * 





New Cadillac Deal— 


| Capitol Cadillac-Oldsmobile Co., Wasn- | 
| ington, has announced the opening of 
| Suburban Cadillac in the Bradley Shop-| Reins Purchase Two-Thirds 


| ping Center, Bethesda, Md. The firm is . 
oe Of Kansas IH Firm 


headed by S. P. Sheahan. Facilities repre- 

| sent an investment of nearly $1 million. Frank and Ben Rein, Russell, 
- ~|Kans., announce they have pur- 

|D. Gorrie & Co., Ltd. (Chevrolet-| chased two-thirds of the interest 

| oe Toronto. Walter A.|of Williams Equipment Co., Rus- 

| Roberts has been moved up from| sell, from S. M. Moritz. The firm is 


assistant service manager to serv- (Continued on Page 35, Col. 3) 





New G-E @&-@czer Headlamp | 


rain, snow—makes every car a 


ABOVE: PHOTO TAKEN WITH LIGHT FROM REGULAR HEADLAMPS. MAN CHANGING TIRE IS ALMOST HIDDEN BY GLARE OF HEADLAMPS REFLECTED FROM FOG. 
BELOW: IDENTICAL SCENE WITH G-E @-Zikedaee HEADLAMPS. GLARE !S CUT, MAN CHANGING TIRE IS CLEARLY DEFINED, EASILY SEEN. 


light than regular 6-volt headlamps. You see pedestrians, twists 
in the road and obstacles sooner—and clearer. 


G-E @&- Hedin headlamps fit all cars equipped with sealed 
beam headlamps. The American Association of Motor Vehicle 
(bottom Administrators, which originally made the request for an im- 
proved headlamp, has unanimously endorsed the new-type lamp 


and has urged all states to adopt it. 


Most states have already given their approval. Approvals are 
now pending in these states: Iowa, Kansas, Missouri, Washington, 
West Virginia. 

General Electric’s advertising will feature the new @&-Zikelaoe 


headlamp on the Jane Froman TV show and in national maga- 


filament 


zines such as “Life” throughout 1955. This powerful advertising 
will create a tremendous demand for G-E GZ Zéeie headlamps. 
Don’t be caught short! Order plenty now! 





pe — tha ae Mini 








prospect for 2 new headlamps enceat ae 





ABOVE: HOW REGULAR HEADLAMPS CAUSE FOG-GLARE 


FILAMENT SHIELD BLOCKS OFF 
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AC Spark Plug Sets Up Distributor Council— 

Establishment of a national Automotive Parts Council composed of distributors has | 
been announced by Joseph A. Anderson (left), general manager of the AC Spark | 
Plug division of General Motors. Discussing the program with Anderson are Frank | 
Meyer (center), Houston, and Edgar H. Francois, AC sales manager of replacement | 
products. The council will meet three times a year, with the first meeting to be held 


late in January or early February. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


helps drivers see 


ORDINARY HEADLAMP 


NCONTROLLED UPWARD 
LIGHT FROM FILAMENT 
SHINES IN FRONT OF 
NDSHIELD, BOUNCES OFF 
FOG, CAUSES 
KICK-BACK GLARE 


BELOW: HOW G-E @&-Zéeie HEADLAMPS CUT DOWN GLARE 


G-£ Ql Readde: WEADLAMP 

NCONTROLLED UPWARD 

LIGHT, GREATLY REDUCES 
KICK-BACK GLARE 





NEW GENERAL ELECTRIC G&-Zéeiiee LOW BEAM LIGHTS RIGHT SIDE OF 
ROAD BETTER, MAKES IT EASIER TO SEE WHEN YOU'RE APPROACHING 
OTHER CARS. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 





| Brown is president and Thomas 


er of James Buick Co., Los Angeles: 


soon switched to Ford. He switched 
» {to Chrysler in 1934. 
D | D | Among the offices Wangelin has 
ea er oiIngs ‘held are secretary of NADA in 
| 1936, president of the Belleville 
Automobile Dealers Assn. and pres- 
ident of the Illinois Automobile 
Dealers Assn. 
* * * 


Grider Closes Firm 


(Continued from Page 34) 


now known as Rein-Williams| Bill Morris, general sales man- | 
Equipment Co. | ager; Frank Hurling, new-car sales | 
Frank Rein and John Williams manager, and Jack Andrew, assist- | Grider Motor Co. (Hudson), Jop- 
are co-managers of the Interna-| ant new-car sales manager. lin, Mo., has gone out of business 
tional Harvester dealership. Ben | on . PF ee te ; 


Rein will not have any active | Wangelin Winds Up Career W ineinger Motor Co. Wins 


participation in the business. The | 5 
Of 47 Years as Auto Dealer = «ponds for Action’ Drive 


business was started in the early 

1920s by the ae ow Woelk. Herman G. Wangelin, owner of Wineinger Motor Co. (Pontiac), 
Wangelin, Inc. (Chrysler - Plym- | Smith Center, Kans., led all deal- 
Brown Gets Packard outh), Belleville, Ill., has retired | ers in its group, which includes 
Allen-Packard, Inc., Tonawan- eee Coane a some 35 dealers in Kansas and 
da, N. Y., has been appointed a Me hae aula his | Missouri, in a recent “Bonds for 

Packard dealership. Allen J. =a ier iebaiians | Action” sales contest. 
jority interest/ Wineinger sold 300 percent of 
in the firm to Mr.| its quota on new cars and added 
and Mrs. Edwin) 9) bonus points on sale of used 
A. Schmidt. The! cars for a total percentage of 
name of the cor-| 391, The closest competitor 
poration will re-| scored only 180. G. E. Wineinger 
main unchanged.| ang his assistant, George Dole- 
Wangelin| eek, were guests of the Kansas 
started in 1908) City branch of Pontiac at a vic- 
with his father in| ¢5py dinner. They were presented 


the Modern Au- : bond f. i. 
tomobile & Garage Co., which} olishanaame. i oe 


handled White Steamer and Inter- | “Oc 6 


national High Wheel trucks, but Howard-Mitchell Quits 


Howard-Mitchell Nash Co., Inc., 
Carthage, Mo., has discontinued 
business, and the parts stock, shop 
| equipment, office fixtures and used- 
car inventory have been sold at an 
auction. 


J. Hinchey is general manager. 
* * ” 


Morton Building 


Morton Ford Sales Co., Hillsboro, 
N. H., has begun construction of a 
new sales and service garage. 

+ * * 


James Names Three 


The following appointments have 
been announced by Ed James, own- 





Herman Wangelin 


through fog, 


Chadakoin Operations 


| Centralized in New Unit 
(Ford), 
| has opened a new sales and service 
| building at 2258 Washington St., 
| Jamestown, N. Y. 

More than $200,000 has been in- 
| vested in the new brick structure 
| to centralize the firm’s operations. 
|Chadakoin has discontinued its 
operations at 306 Spring St. 


| Allen Appoints Seymour 


\N. Y. Operations Manager 
| ©. Donald Seymour has been 
| appointed operations manager 
| for the Don Allen Chevrolet or- 
| ganization and president of the 
| New York City dealership. 
Seymour, who had been a vice- 
| president and general manager in- 
| New York since 1947, will con- 
| tinue to make his headquarters 
| 










New-design lens 
bends light down. 


New filament 
shield blocks off 
uncontrolled up- 
ward light. 











there. He joined Allen in 1937 in 
Albany and later served in Buf- 
falo as general business man- 
| ager. 

* ” * 


Schwartz Succeeds Ball 


Sam Schwartz Pontiac, Inc., Kan- 
|sas City, is the successor to Frank 
Ball Pontiac. 


* * * 


Slade Gets Dodge 


Slade Tractor Co., Sandersville, 
Ga., is a new Dodge-Plymouth 
dealership. Joe Slade is president 
of the company. 

* 7” * 


Gullickson, Maday Join 
Curtis Gullickson has joined Ed 
Maday in forming a partnership to 
operate a Hudson-Packard dealer- 


New-design ship in New rete seas 


filament gives Conrad Takes L-M 


25% more light | Conrad Auto Co., Adel, Ia., for- 
in 6-volt lamp. |merly Conrad Nash, has taken a 
| franchise for Lincoln-Mercury. 

a * ~ 


Burkhard Joins Dalton 


Earl W. Burkhard, formerly 
with the business management 
division of Studebaker, has been 
named secretary -treasurer of 
Dalton Pontiac, Inc., South Bend. 
Thomas Brunner has been named 
used-car manager for this deal- 
ership. He formerly was a dis- 
trict manager with Nash. 

* 7 = 


Council Names Chenault 
As Acting Mayor 

P. R. Chenault, Moulton (Ark.) 
automobile dealer, has been elect- 


ed acting mayor of that city by 
the city council. 
” . 





New-design reflector 
is tilted to throw light down. 





A combination pack of six 6-volt and 
two 12-volt lamps is also available. 
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Chevrolet Honors Stearns 

Frank Sterns, Hiawatha, Kans., 
|has received an ebony and silver 
plaque in recognition of his more 
than 25 years of continuous service 
as a Chevrolet dealer. 


ee 











30 Interior Trim Combinations— | 

Upholstery materials for 1955 Willys include broadcloth, vinyl plastics, Whitman 
cloth and nylon cord in 30 material and color combinations. New on the inside are 
door handles, window risers and arm rests. 


By Leo T. Parker 
Attorney at Law 


A that if a purchased is satisfied 
with only a part of purchased mer- 
chandise, he may retain this part 
in his possession and recover from 
the seller damages equal to his fi- 
nancial loss. 

For illustration, in Newmark v. 
Katz Rothstein Co., 120 N. E. (2d) 
477, it was shown that a dealer pur- 
chased certain accessories. In sub- 
sequent litigation, the dealer proved 
that some of the accessories deliv- 
ered were not the ones which were 
sold to him. The dealer retained in 
his possession all the merchandise 
except those he did not buy. The 
higher court keld: 

“Where the merchandise held 


| is retained by the purchaser and 


the purchase price paid in full, 
then the measure of damages for 
failure to deliver would be the 





Lawsuits Affecting Dealers ... 
Court Decisions 


RECENT higher court held | 
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difference between the purchase 
price.” 


On the other hand, another re- 
cent higher court held that if a 
buyer accepts defective goods, as a 
complete performance of the sell- 
er’s contract obligation, the buyer 
waives his right to any remedies 
available to him as a result of de- 


fective merchandise. 
* * + 


Dealer Knew of Changes 


ts example, in Inland Corp. v. 
Boyer Gilfillan Motor Co., 62 
N. W. (2d) 211, the testimony 
showed these facts: 

A manufacturer sold to an auto 
dealer certain equipment. Because 
of a shortage in certain metal nor- 
mally used, the dealer accepted 
equipment made from substituted 
metal. Later the dealer sued the 
manufacturer for damages and 
alleged breaches consisted of the 
unauthorized substitutions of criti- 
cal materials and nonconformance 








"Yes, its$ a great cold weather oil. 
Want to know why ?° 


The oil, of course, is Quaker State Light 
HD, the one oil that serves the great major- 
ity of winter customers. Dealers who stock 
Quaker State Motor Oil have no worries 
about complicated ordering, inventory, or 
tied-up investment. This is the oil that 
makes winter selling easy. 

Quaker State Light HD is right for winter 
driving needs. Free-flowing for quick starts 
in cold weather—and famous for endurance! 


It’s the oil that forms the Miracle Film of 
protection on moving engine parts. A 100% 
pure Pennsylvania motor oil super-refined 
by Quaker State, leader in automotive lubri- 
cation for more than 50 years. Unsurpassed 
for performance, for low oil consumption 
qualities—and for customer satisfaction! 

High-frequency national advertising will 
help you get fast turnover—and steady, 
worth-while profits! 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 








to contract | to contract specifications which 1 which re- 
sulted in inferior and defective 
equipment. 

The dealer sought damages 
based on the delivery of defective 
equipment, for the non-comple- 
tion of the balance of the con- 
tracts, and for injuries to its busi- 
ness reputation and goodwill. 


During the trial the testimony 
showed that the dealer had ac- 
cepted the deliveries knowing of the 
modifications. The lower court 
found that the dealer continued to 
sell such modified merchandise to 
its customers knowing that due to 
the substitutions, it was highly 
speculative that they would oper- 


ate at all. 
+ * o 


Waived His Protection 


7 VIEW of this testimony the 
higher court said: 

“The unauthorized substitutions 
of materials might well amount to 
a breach of contract which would 
justify the plaintiff (dealer) in re- 
fusing to continue with the con- 
tract regardless of the condition of 
any completed undelivered goods. 


“However, the court found that 
the plaintiff (dealer) accepted the 
defective goods as complete per- 
formance of the defendant’s (man- 
ufacturer’s) contract obligation to 
date and such a finding has eviden- 
tiary support. Thus, the plaintiff 
(dealer) waived his right to any 
remedies available to him as a re- 
sult of the defective deliveries.” 


This court went on to explain 
the law to the effect that the 
mere acceptance or retention of 
defective merchandise does not 
amount to a waiver of the buyer’s 
right to damages for such defects. 
Nor does his indulgence and co- 
operation in the seller’s attempts 
to remedy breaches, of itself, con- 
stitute an acceptance of the mod- 
ified or defective goods. 


However, there is nothing to pre- 
vent the buyer from accepting mod- 
ified goods as full performance if 
he so choose, and whether or not 
there is such a waiver depends on 
the circumstances and testimony in 
the case. 


Thus, if a purchaser knowingly 
accepts defective merchandise or 
agrees either impliedly or expressly 
that the seller may substitute mer- 
chandise, the purchaser is obligated 
to pay for the defective and un- 
satisfactory merchandise. 

= * * 


Not Obligated to Pay 
A important legal ques- 

tion was presented the court in 
this case. That question is: As the 
purchaser is compelled by law to 
pay for part of the original order 
consisting of defective equipment 
he knowingly accepted, can the 
manufacturer compel him to accept 
and pay for defective implements 
in the balance or undelivered por- 
tion of the order? This court held 
in the negative, saying: 

“The original contract obliga- 
tions stand unimpaired. Under the 
contract, it was defendant’s (man- 
ufacturer’s) duty to manufacture 
and offer to deliver goods of a 
certain description and quality, 
and it was plaintiff’s (dealer’s) 
obligation to accept and pay for 
such goods, 

“However, plaintiff (dealer) was 
under no obligation to pay for or 
accept any further modified or de- 
fective goods, not conforming to 
the original contract. There is no 
finding that the plaintiff agreed to 
continue accepting defective culti- 
vators as performance of the con- 
tract, that is, that there was a mod- 
ification of the contract. 

“Nor does the fact that plaintiff 
accepted some defective cultivators 
in any way obligate it to continue 
to accept similarly defective goods.” 


Feeling Blue 


Mixup on Green Cars 


Turns Face Red 


SYRACUSE, N. Y. — A towing 
service operator, Al Olson, was 
asked to pick up a green car for 
repairs. When he reached the spot, 
he saw two green cars—one with a 
light top and green body, the other 
with a green top and light body. 

Olson picked the one in front, 
drove it to the garage—only to 
learn, when the owner arrived, 
that it was the wrong car. 

In the meantime, the other owner 
had reported his green car stolen. 

Olson’s face was red. 











Hold That Customer! ... 





Service Persistence 
Wins Over Statistics 


By Sanford Markey 
Staff Correspondent 

‘LEVELAND. — Faithful adher- 

4A ence to well known facts of 
service operation has made the 
Pontiac dealer- 
ship of Lou Me- 
liska a standout 
in Cleveland. 

Statistics show 

that many dealers 
lose customers 
through improper 
new-car prepara- 
tion, for which it 
is difficult to fix 
responsibility. 
‘* Statistics also 
Lou Meliska show that the 
average dealer will lose as service 
customers a great percentage of 
his new-car buyers within a few 
months after purchase. 

But Meliska has shown that a 
dealer can beat statistics all hollow 
by careful follow-through. 

* ¢ @ 
as the goodwill loss at | 
its source, Meliska devotes} 
painstaking attention to new-car | 
preparation. Each mechanic marks 
s a as 











Building Habits— 


O. L. Peterson, service manager of Lou 
Meliska Pontiac, Inc., Cleveland, sees to 
it that employes build service volume, such 
as brake lining inspection. Soon, the rules 
grow into habits which benefit both the 
firm and the customers. 

* * ft | 
his number under the hood of every 
car he makes ready for delivery. 

With the knowledge that any | 
slips will come back to haunt | 
him, the mechanic does his work 
carefully. 

Meliska and his service manager, | 
O. L. Peterson, know that service 
customers will come back if they 
are served well. But they have to 
be convinced first that they will be 
served. 

* * ” 

O, WITH the use of a customer- 

control system devised by the 
Dobie Co., “lost” service customers 
are persistently wooed. It is esti- 





mated that 50 percent of all service 
customers are lost every five 
months when they do not return 
for service work. 


Telephone contact has whittled 
down Meliska’s loss to less than 
3 percent, and the monthly ad- 
vertising campaign more than re- 
places the loss. 

Meliska’s customer labor aver- 
ages $11,670 a month. On the basis 
of the first seven months of 1954, 
it was indicated that the average 
might soar to $17,000 for the year. 

The shop employs 15 mechanics 
and body men, plus four polishers. 
The shop includes 12,250 square 
feet of service space. 

Body work earns about 50 per- 
cent of the profits in Meliska’s 
shop. The dealership sells about 80 
used cars and 50 new cars per 
month. 

“Direct mail on a regular or- 
ganized system,” Meliska said, “is 
a necessary function to profitable 
operations.” 

+ a a 
ELisKa's operation has con- 
vinced customers that appoint- 
Ments assure best service attention. 
Many orders are booked a week 
in advance. Customer repair orders 
averaged $13.71 for labor and $7.61 
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in parts through the year, he 
added. 

Part of the regular service 
maintenance plan that Meliska’s 
customers get includes pulling 
the wheels for brake checks 
every 15,000 miles, and safety 
checks on a regular basis. 

Bill Manley, zone service man- 
ager, says the results of the 
Meliska operation are remarkable 
considering the size of the facility. 
Most of the success, he said, is due 
to the simple, sincere approach of 
personnel to the customer. 


Morris Deal Sold 
Lyle B. Shriver and Frank P. 
McDonald have purchased Morris 
Motor Car Co. (Cadillac-Oldsmo- 
bile), Waterloo, Ia. from C. 





Sales Builder Tool Board— 

At Lou Meliska Pontiac, Inc., Cleveland, latest data on customer activities and 
owner followup for the sales and service departments are maintained by a “sales 
Morris, and will do business as| bvilder” tool board and bin cabinet, which helps keep up with necessary jobs on 


Waterloo Motor Co. owners’ cars. 





Lot of Warmth. 


Dealership Thwarts Winter 


With Outdoor Heater 


MINNEAPOLIS. — Woodhead 
Motor Co. (Ford), Minneapolis, is 
prolonging its sales season through 
the installation of an infra-red 
heating system in its used-car lot. 
Woodhead is believed to be the 
first U. S. firm to use this system. 

Manufactured by Segimont Corp. 
of Detroit, the Tropic-Ray unit 
raises the temperature of outside 
air from 30 to 40 degrees in an 
area about 12 feet square. The unit 
consists of a five-foot-long glass 
tube filled with fused quartz. 

It resembles a fluorescent lamp, 
although producing no light or 
glow. The unit is installed about 
10 feet above the ground. Although 
it is a 4,500-watt device, it is said 
to cost less than 10 cents an hour 
to operate. ; 

Litsinger Motors, of Chicago, and 
Northwestern Motor Co., of Mil- 
waukee, also have contracted for 
the device, which costs an esti- 
mated $250 to $300. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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for greater 
progress on wheels 





Now, as in 1908, America steps out 
in high-spirited pride on wheels by 
Kelsey-Hayes. Behind their 
striking beauty and stalwart 
performance is the accumulated 
knowledge and skills of 46 years 
of superior wheel-crafting. 


We are proud of the continuing 
contribution made through the years to 
the motoring safety and dependability 
of the cars that roll on wheels by the 
Kelsey-Hayes Wheel Co., Detroit 32, Mich. 


KELSEY€9 HAYES 


World’s Largest Producer of Automotive Wheels 


Wheels, Brakes, Brake Drums, Special Parts for all Industry 
9 Plants — Detroit and Jackson, Mich. . . . McKeesport, Pa. 
-.. bos Angeles ... Windsor, Ont., Canada... Daven- 
port, la. (French & Hecht Farm Implement and Wheel Div.) 











electronic delay in its circuit to 
prevent flickering of the headlights 
when passing a string of cars. Tie 
driver can have 


control of the lights if desired. 


* * * 





BUMPER JACKS—Model 7-11 is oper- 
ated by hand or air, and Model 7 is hand- 
operated only. Both jacks raise front or 
rear of cars until both wheels clear the 
ground. They feature a lifting throat with 
rotatable contacts which have an adjust- 
able spread. Joyce-Cridland Co., First and 
Hott Sts., Deyton 3, 0: : 








DISPLAY BOARD — Tools, gauges and 
accessories used by alignment, frame and 
balancing shops are held on this self- 
service display board. Each tool is de- 
scribed and priced on a card displayed 
next to it. Bear Mfg. Co., 1949 Thomas 
St., Rock Island, Ill. 





WHITE-WALL TIRE CLEANER — White- 
Magic is a non-caustic, non-acid liquid 
with Aqua-Silicate added. It is sprayed 
on the tire wall which it cleans, bleaches 
and whitens, without leaving dull finishes. 


New Haven, Conn. 


Choidun Mfg. Corp., 
a ae 







OIL RING—The Duomatic Ramco C-9 | 


all-steel oil ring for re-ringing of 1955 
engines embodies the circumferential ex- 
pansion principle, through which nine 
times more contact points on the steel 
segments are provided than by conven- 
tional expanders. Ramsey Corp., 3763 For- 
est Pork Bivd., St. Louis 8, Mo. 


Automatic Light Dimmer 


Offered by Dynotron 
Dynotron Corp., 13124 Shaker 
Square, Cleveland 20, O., has been 
organized to manufacture and mar- 
ket an electronic automatic head- 
light contro] for night driving. 
The Dynotron control has an 





MUFFLERS—A new line of exhaust sys- 
tem parts includes a “factory duplicate” 
muffler line, Fiberglas-packet mufflers, tail 
and exhaust pipes, dual and header sys- 
tems, exhaust extensions, clamps and 
hangers. The Fiberglas-packed muffler, 
known as Goldstone, features a single 
straight-through perforated tube for mini- 
mum back pressure, with a surrounding 
blanket of Fiberglas to absorb exhaust 
sounds. Ohio Parts, Inc., Defiance, O. 

* * * 


Loading Ramps Described 

Complete engineering details and 
other information concerning the 
use and installation of its hydraulic 
adjustable ramps for loading docks 
are featured in a new four-page 
booklet released by Rowe Methods, 
Inc., 2534 Detroit Ave., Cleveland 
13, O. 





AUTO RADIO—The “universal” 


cluding foreign makes. It is available in 
six and 12-volt operation and features 
five tubes and rectifier. Special trim to 
match the specific car model is included. 
It is small enough to mount behind the 
instrument panel without interfering with 
cables, heater, controls or 
says Motorola, Inc., 4545 W. Augusta 
Bivd., Chicago 51, Ill. 

Bi 








KEY DUPLICATING—The Keymaster du- 
plicates all pin and disc tumbler keys and, 


with simple attachments, any fiat key, 
according to Yale & Towne Mfg. Co., 
York 17, N. Y. 


Chrysler Bidg., New 
x * * 





VALVE CLEANER—The Kleer Flo Handi- 
Master is portable and can be used as a 
valve cleaner as well as a horizontal drill 
press, buffer and grinder. Its valve clean- 
ing device is removable and can be used 
on any lathe. Practical Products Co., 3632 
Nicollet Ave., Minneapolis 8, Minn. 
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NEW PRODUCTS 


© degrees apart, depending on the 
__|motorist’s needs. Du-L-Sparks are 
|available for Fords, Mercurys and 
|Lincolns from 1949 through 1954; 
for Chevrolet “sixes” from 1939 
ithrough 1952, and for earlier 
Nashes, Packards, GMCs and In- 
ternationals. 






4 
: 





CAR WASHER—This automatic unit first | 
wets car from 20 jet sprays, then sprays | 
detergent in a like manner. After mitting, 
| car is rinsed by jet sprays and dried. | 
| State Sales Co., 331 Woodside St., North 
| Canton, O. 





HOT SPRAY PAINTER — Mode! V-950! 
ThermoVolumaire enables conversion of 
any high-pressure cold paint spray system | 
to hot volume air spraying at temperc- | 
tures between 80 and 250 degrees Fahren- 
heit. Use of air at negligible pressure is | 
4 | said to eliminate the chilling effect of de- 
compression of high-pressure air at the 
gun nozzle. Roxon, Inc., 50 Broad St., | 
New York 4, N. Y. | 








SAFETY HELMET—The 500 Helmet is 
said to give maximum protection. It fea- 
| tures a Fiberglas shell, one-piece molded 
| foam plastic liner, quick detachable visor 
| and adjustable chin strap. Sizes from 6% 
[to 7%. Beil Auto Parts, Inc., 3633 Gage | | 
| Ave., Bell 1, Calif. 


* * * 


Hand-Lift Truck 


| The Yale Zephyr hand-lift truck 
is pictured and described ina newly| SAFETY BELT—The buckle of this belt | 
revised four-page bulletin published | weighs only four ounces and has an en- | 
|by Yale & Towne Mfg. Co., 11000) targed webbing contact area for higher 





Model | 
5M can be adjusted for almost any make | 
or model car from 1950 through 1955, in- | 


instruments, | 


* * 





| 
| 
| 





1955 cars features an unbroken flow of 
line from backrest to the bottom of the 
cushion. The cover comes in both fire- 
resistant Nu-Kar and shock-repellent Saran 
plastic in a stripe pattern of maroon, blue, 
green and gray-white. Farber Bros., Inc., 
821 Linden St., Memphis, Tenn. 


* * * 





SPARE PARTS KiTS—Redesigned pack- 


and smaller spare parts include both card- 
board cartons and pharmaceutical cap- 
sules. The capsules are for small parts. 





Rochester Products, 
Sts., Rochester, N. Y. 


* * * 


Du-L-Spark Adapter Plate 
Gives 2 Sets of Points 


which can be installed without dis- 
assembling the distributor, is an- 
nounced by Hove Engineering Co., 
5606 Clinton Ave., Minneapolis 19, 
Minn. 

The device allows both sets of 
points to fire together or several 


| Roosevelt Blvd., Philadelphia 15, Pa.| assembly strength and longer webbing 


SEAT COVERS—The Waterfall line for | 





ages containing carburetors, car lighters | 


The cartons are designed for greater con- | 
venience of dealers and are temperproof. 
Lexington & Rhame | 


The Du-L-Spark adapter plate, | 


| life. The webbing is of nylon and rayon. 
| Brown-Line Corp., 60 E. Forty-second St., 
New York 17, N. Y. 


* * ” 
| Corrosion Remover 


Offered by Flood 
A clear oil for removing and} 
stopping rust and corrosion on| 
autos has been marketed by Flood | 
Co., Hudson, O. 
Called Penetrol, the oil is said | 
to soak into microscopic pits and) 
pores, remove rust and leave an in- 
visible protective film. 
* * % 





= | 
| 
| 


RADIATOR KIT—An assortment of 
stamped radiator tank inlet and outlet 
| patches consists of 31 copper patches 
which fit Chevrolet, Chrysler, DeSoto, 
Dodge, Ford, GMC, Oldsmobile, Plymouth, 


Mfg. Co., 1108 Jackson St., 


Pontiac and Willys Jeep radiators. Inland | 





ROD ALIGNER — Model 3300 handles 
connecting rods for cars, light and heavy 
trucks. It allows handling of rods with or 
without piston assembled and with or with 
out cap. Ammco Tools, Inc., 2100 Common 
wealth Ave., North Chicago, Ill. 

* a. 





BRAKE LINING—Brakebond is said to 
have unusual density and greater heat re- 
sistance. It has no wire backing ror does 
it contain any rubber. It is recommended 
for use on power brakes, automatic trans- 
missions and other heavy-duty applica- 
tions as well as for regular use. National 
Brake Block Corp., 79 Madison Ave., New 
York, N. Y. 


BATTERY—The Super Weathermaster is 
claimed to be an all-weather unit with 
Climate Control which adjusts the water 
capacity, increasing it for summer use 
and decreasing it for winter use. Willard 
Storage Battery Co., 246 E. I31st St., 
Cleveland, O. 





Omaha 8, 
Neb. | 








SNOW THROWER — The Clear-Way 
blade is kept clear of pavement by large 
front wheels. Left wheel is open for pas- 
sage of snow. Two rear wheels permit the 
machine to be wheeled over curbs and 
obstructions. It is driven by a 11-horse- 
power motor. Mead Specialties Co., 4114 
N. Knox Ave., Chicago 41, Ill. 





DUAL COIL IGNITIONS—This replace- 
ment fits eight-cylinder engines of Cadil- 
| lac, Chrysler, Oldsmobile, Studebaker, Bu- 
ick, Chevrolet, Plymouth, Dodge ond Pon- 
tiac. Berk Engineering, 586 Figueroa Sta- 
tion, Altadena, Calif. 

* * * 


General Industrial Issues 


| Catalog on Office Items 


Steel shelving, lockers, storage 
cabinets and intercommunication 
systems are described in a catalog 
issued by General Industrial Co., 
5725 N. Elston, Chicago 30, Il. 


The illustrated catalog also offers 
many other items needed in offices. 
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On the Financial Front... 


Loan Curb 
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‘Unlikely, ’ 


Car Sales Gain Seen 


Standard & Poor’s forecasts no 
credit-tightening action and expects 
a new-car sales gain this year “to 
match the projected rise of 1 per- 
cent in disposable income.” 

The agency’s current analysis 
points out that “easy money has 
been one of the major factors pro- 
moting the recovery of general 
business.” 

A stiffening of controls may be 
expected when credit inflation and 
price inflation begin to appear, but 
that stage has not yet been 
reached, says Standard & Poor’s. 

As for vehicle sales, the agency 
cites major styling changes and 
“growing demand” for automatic 
transmissions and power steering 
as stimuli for 1955 demand. New- 
car factory sales will decline about 
13 percent this year despite an es- 
timated 1.2 percent rise in dispos- 
able income, according to S & P. 

Commercial vehicle executives 


Exports Rise 30% 
At Federal-Mogul 


Exports of Federal-Mogul Corp. 
in the first 10 months of 1954 were 
the highest in the firm’s history, 
exceeding last year’s record vol- 
ume for the same period by more 
than 30 percent, according to a re- 
port to stockholders. 

The report says that the firm’s 
business in foreign countries is 
mainly the result of increased use 
of American cars and trucks and 
other machinery. 

The principal growth in the firm’s 
exports was in the line of sleeve 
bearings and bushings. 

Exports went to 88 countries. 
with Mexico, South Africa and 
Brazil as the largest customers. 

* + * 


General Finance 


Borrows $5 Million 


General Finance Co. has placed 
with institutional lenders $5 million 
of 4% percent subordinate notes 
due in 1969. 

Of the total. $4 million was placed 
with Mutual Life Insurance Co. of 
New York and $1 million with 
Mutual Benefit Life Insurance Co. 

* x * 


Kaiser Aluminum Reports 
Gain in Sales and Profits 


Net earnings of Kaiser Aluminum 
& Chemical Corp. for the quarter 
ended Nov. 30 totaled $6,381,000, 
compared with $3,314,000 in the 
like 1953 period. 

Sales amounted to $65,239,000, 
compared with $59,443,000 the pre- 
vious year. 

* * * 
Associates Investment 


Associates Investment Co., South 
Bend, has sold $25 million of 3 per- 
cent senior term notes maturing 
Dec. 1, 1964. The new money has 
been obtained in anticipation of an 
increase in the volume of finance 
business in 1955. Funded debt of the 
company now totals $178 million. 
On Sept. 30, total assets of the 
company and subsidiaries amounted 
to $580 million. 

= 


Gould-National Batteries 


Shows Decline in Profit 


A net profit of $1,241,041 for the 
six months ended Oct. 31 has been 
reported by Geuld-National Batter- 
ies, Inc., St. Paul. 

This compares with $1,382,643 in 
the corresponding 1953 period. 

Sales totaled $32,307,282, com- 
pared with $33,300,076 the previous 
year. 

o . * 


Maremont Boosts Net 


$22,783 to $657,841 

Maremont Automotive Products, 
Inc., in the first nine months 2f 
1954, reported netting $657,841 on 
sales totaling $16,351,318, represent- 
ing an increase of $22,783 in con- 
solidated net income over the pre- 
vious year. 

Earnings per share for the first 
nine months were $1.32, compared 
with $1.27 last year. 


look for “somewhat improved” pro- 
duction in 1955, the report con- 
tinues, following a 15 percent 
decrease this year. 

Competitive pricing will continue 
a restrictive factor on trucks, while 
remaining materially unchanged on 
cars, it is stated. 

+ * +. 
Hollingshead Completes Deal 
For $3,200,000 Loans 

Wilbur H. Norton, president of 
R. M. Hollingshead Corp., has an- 
nounced that arrangements have 
been completed regarding loans of 
$3,200,000. 

The program involved the sale 
by Hollingshead of $1,500,000 prin- 
cipal amount of 4% percent first- 
mortgage bonds, maturing Decem- 
ber 1, 1969, principally to the North- 
western Mutual Life Insurance Co. 

At the same time, the corporation 


sold $700,000 principal amount of 
unsecured 4% percent five-year 
notes to J. P. Morgan & Co., Inc.; 
to Pennsylvania Co. for Banking 
and Trusts, and to First Camden 
National Bank and Trust Co. 
Norton also announced that the 
corporation has established a $1 
million revelving credit to be pro- 
vided by J. P. Morgan and Penn- 
sylvania Co. for Banking and 
Trusts. Interest rate is 3% percent. 
* + * 


Hayes Mfg. Reports Drop 


In Sales and Earnings 

A drop in net profit from $813,702 
in the year ended Sept. 30, 1953, 
to $496,645 on Sept. 30, 1954, has 
been reported by Hayes Mfg. Co., 
Grand Rapids, Mich. 

Sales totaled $17,657,523, a 15 
percent decrease from $20,860,858 
in the previous year. 

* * aa 


Gemmer Reports Decrease 


In Profit, Sales Volume 


Gemmer Mfg. Co., maker of steer- 
ing mechanisms, reports a net 
profit of $258,203 for the year ended 
Sept. 30, compared with $410,201 
the previous year. 

Sales totaled $15,056,808. In 1952- 
53, the sales volume was $23,838,995. 
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CORPORATE PROFITS FAIL TO GROW 
IN A GROWING ECONOMY 


Total Corporate Profits Total Personal Income 


After Taxes | After Taxes 

Billions | Billions 
$20 
| 

| $200 
$10 

| $100 
| 
| 

‘47 "48 '49 ‘SO ‘51 '52 '53 '54° ‘47 "54° 
*Pirst helf - preliminery 


Prepared by NAM Research Dept. from U.S. Gov't Srattetics 
Profits Stationary Since 1947— 


While personal incomes, after taxes, increased by 50 percent between 1947 and 
1954, as did the value of all goods and services, net profits of corporations in the 
first half of 1954 were slightly lower than in 1947, according to the National Assn. 
of Manufacturers. NAM said that taxes took 49 percent of profits in 1954, compared 
with 38 percent in 1947, and that, moreever, profits had not increased in proportion 
to the economy's growth. They rose only 17 percent between 1947 and 1954, NAM 
said, while wages increased 59 percent. 


Any COLOR...Any QUANTITY...Any TIME! 


with Ditzler’s Exact-Weight Color-Mixing Service 
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Diva sad 





DITZLER’S new compact Moto-Mix is 
an electric motor-driven device for 


method of 


stirring a quart or a gallon of paint. It 


eliminates the drudgery of hand stir- 


ring, saving time and work. It is de- 
signed especially for use with the agi- 
tating and pouring lids furnished with 


the base colors of the Ditzler Exact- 
Weight Color-Mixing Service. 


D 


HERE’S NO NEED to wait for paint deliveries when you have 

Ditzler’s Exact-Weight Color-Mixing Service. You can 
mix in a few minutes the amount you wish of any of the 
3400 active automotive colors in lacquer or enamel. There’s 
no guesswork .. . no over-orders .. . no half-filled cans on 
your shelves. 


Included in this service is an extremely accurate scale which 
will weigh as little as 1/4500ths of a gallon of paint. This 


measuring color by weight, pioneered and per- 


fected by Ditzler, is much more simple and correct than other 
devices which measure by volume. You control the amount 
accurately because you watch the scale while pouring with- 
out shifting your gaze. 


You can make substantial savings by mixing your own colors 
with Ditzler’s Exact-Weight Service . . . savings that range 
as high as 50 per cent of factory-standard colors. We’ll be glad 
to furnish you additional information on this service. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


Detroit 4, Michigan 


ITZ 


PAINTS + GLASS + CHEMICALS ¢ BRUSHES © PLASTICS + FIBER GLASS 
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|} poor are some briefly stated 
facts about what I have called 
“the greatest business in the world” 
. .. transportation. They should be 
helpful to those who know the “lux- 
ury of thinking for themselves,” in 
meeting the greatest problem that 
America is destined to face during 
the present generation. 

We are living in the era of “going 
places” ... faced with the necessity 
of finding means of shipping things 
from the place where they are made 
to the place where they are sold. 
In 1954, Americans traveled three- 
quarters of a trillion miles while 


the volume of freight traffic was| 


equivalent to moving a ton of ma- 
terial 6,800 miles for every person 
in the U. S. 

There are 25 million more ve- 


Engineered 


for the 


compression 


CARBURETORS BY 


ROCHESTER 
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hicles on the highways than in 
1940 . . . 57 million altogether... 
Traffic jam twice as bad... 
truck traffic tripled. A twelvefold 
increase in air travel made the 
aviation business a lusty $1 billion 
project. 

The airlines have increased traffic 
volume from less than 3 million 
passengers in 1940 (less than 14 
percent of the first class traffic of 
the railroads) to 35 million in 1954 
(nearly double that of the Pull- 
man), and the airlines are spending 
more to feed their passengers than 
they used to spend to fly them. 

American Airlines has become the 
“number one” inter-city passenger 


carrier ... far ahead of the second- | 


place Pennsylvania Railroad. Among 
the first 10 airlines, three earned 
more passenger revenue than the 
three most favored railroads. 

Yet the big surge in traffic has 
doubled the amount of taxi riding 
. . . loaded 100 million more people 
into intercity buses... transit lines 
are carrying 12 million riders a 
year but the railroads are enjoying 
more passenger volume than before 
World War II. 


Record Traveling 


gear are doing 50 percent 
more hauling and carry more 
than 50 percent of intercity busi- 


| 


high 
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PRODUCTS 
DIVISION OF 
GENERAL MOTORS 
CORPORATION 
ROCHESTER N.Y 


PROJECTED CHANGES IN AGE GROUPS 
1965 RELATIVE TO 1953 


+60 


AVERAGE POPULATION 
+40 








Population Growth in the U. S.— 

A ‘statistical chart by Standard & Poor's shows that a 19 percent increase in popula- 
tion in the U.S. is projected by 1965 on top of the 21 percent rise between” 1940 
and 1953. The greatest gains will be in the teen-age bracket and in the group 65 
ond over, it is predicted. 
of materials for consumption each 


year .. . seven tons for heat, 
power and transportation . . . five 


ness. There are 30 million more of | 
us than in 1940 ... the average) 
citizen traveling 5,000 miles each | 
year. An addition to the population| tons for building materials . . . 
every twelve seconds means 216,000; four-fifths of a ton for food... 
potential nomads every month. | two tons for agricultural products 

Every person requires 16 tons | ... and a ton of metals and other 


eee 















An engine never had it so good! Witha 





Rochester Carburetor on the job, today’s modern 
high-compression power plants are better ‘‘fed”’ 
than ever! They’re assured of a balanced 
diet—the right mixture of gas and air to meet 
every driving situation. From take-off to 

top speed—regardless of temperature or load 
condition—Rochester Carburetors are outstanding 
performers. They’re rugged and responsive, 
dependable and durable . . . and specifically 
engineered to feed the finest engines in 

the industry. That’s why you’ll find Rochester 
Carburetors fueling the new Cadillac, Buick, 


Oldsmobile, Pontiac and Chevrolet! 


ESTER 
ODUCT 











materials . . . 17,000 freight trains 
a day... one every five seconds, 
carrying 62 freight cars. 

Population from city to subur 
has shifted . .. increased 35 per 
cent while the rest of the countr. 
gained 14 percent. Shift from ea: 
to west in 10 years was 48 percent 
three times the national averag:. 
People like to live a fair distance 
from where they work. 

Sixty-two million pay checks 
means the biggest buying spree in 


| history and today’s shoppers come 


on wheels. Shorter hours... time 
and money ... with paid vacations, 
have combined to get people out of 
the house for week-end jaunts, 
fishing, golf, sports and other rec- 


| reation. 


af * * 
Speedier, Safer Trips 
a is by no means a passing 
fad. On the trip from New York 
to Los Angeles, for example, the 
plane rider saves himself 628 miles 
compared to the journey by rail. 
Average speed for rail passenger 
service is 39 miles an hour but 
more than 2,000 airliners do better 
than a mile a minute. 

The Burlington Zephyr, the fast- 
est train in America, does 86. Sev- 
eral trains do eighty. Railroads are 
paying more attention to service, 
comfort, convenience and safety. 

The Strate-Dome affords a bet- 
ter look at the seenery ... The 
Siesta cars offer roomette sleeper 
service at only slightly increased 


| cost. 


Transportation safety has in- 


| creased all around. Twenty-four of 


the scheduled air lines have never 
had a fatal accident. For each fa- 
tality in 1953 the scheduled air lines 


| were flying a record of 200 million 


passenger miles. On the basis of 
railroad fatalities you could travel 
across the country by rail 239,000 
times before anything deadly 
caught up with you. 


* * * 


Some More Facts 


UMMARIZING facts .. . things 
you might like to know: The 
railroads are carrying freight at an 
average of 1.3 cents per ton-mile 
. .. Same as in 1921. One reason... 
diesels can haul a ton a mile on 


| two teaspoons of oil . . . The trucks 


carrying small shipments of usually 
high-value freight, average 5.4 per 
ton-mile for their services ... but 
most of America’s 10 million trucks 


|are operated by individual compa- 
| nies, . 


We have 2 million miles of 
surfaced highways .. . one-third 
of all the road mileage in the 
world . . . 224,000 miles of rail 
routes ... 29 percent of the world 


total. 


Since 1945 the railroads have 


| spent over $10 billion on new equip- 
ment and maintenance. . 


. With 
planes taking off or landing at the 
rate of 12 per minute, it takes a 
$4 billion investment on the ground 
to keep us in the air. 

The automobile industry uses 90 


| percent of all gasoline in the U. S., 
|75 percent of the plate glass, 85 





percent of all new rubber, natural 
and synthetic, and the wool from 
17 million sheep .. enough to 
make 20 dresses for every feminine 
wardrobe in America. 

P. S. Gosh . . . what chance for 
the old horse and buggy? 


Let It Snow 
Round Tire Chains Ready 


For Quick Delivery 


CLEVELAND. — The Round 
Chain division of Republic Steel 
Corp. has launched a Minit-Man 
system for rushing tire chains to 
any section of the country where 
snow is causing motorists to resort 
to profanity. 

The plan, named after the firm’s 
Minit-On chains, means that sup- 
plies of chains will be ready for 
immediate shipment at Round’s 
warehouses in Cleveland, Chicago, 
Philadelphia, New York, St. Louis, 
Kansas City, Seattle, San Fran- 
cisco, Los Angeles, Bridgeport, 
Conn., and Portland, Ore. 

To make the system work, Round 
Chain field personnel will watch 
weather reports, alert their dealers 
and be prepared to get supplies to 
any point of the nation overnight. 

William C. Schnackel, general 
sales manager, said the plan will 
keep dealers in snow-hit areas 
from being caught short-handed, 
and will allow them to keep a 
minimum inventory. 
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Legislative Roundup 





(Continued from Page 16) 


ures relating to resale pricing and 
retail merchandising practices will 
become issues in a number of leg- 
jsiatures, but affirmative action 
probably will be limited mainly to 
laws applying to specified commod- 
ities such as cigarettes, gasoline 
and alcoholic beverages rather 
than those of general application. 

Voluntary general fair trade 
laws, allowing manufacturers to 
establish minimum resale prices 
for all types of trade-marked 
products, will continue to be more 
of an issue in the courts than 
state lawmaking bodies. 

Efforts will be made in some 
states, however, to revise such laws 
to circumvent the weakening ef- 
fects of past court decisions. Only 
states now without fair trade laws 
are Missouri, Texas and Vermont. 


More stringent regulation of in- 
stallment sales financing rates and 
practices will be proposed in a 
number of states, but such affirma- 
tive action as may be taken on 
such measures probably will be 
scattered rather than widespread. | 

A considerable number of new} 
laws aimed at curbing abuses in 
the small loan field are likely to} 
be enacted, however. 


Legislatures of several states 
will receive reports from interim 
study groups on proposed uni- 
form commercial code legislation | 
designed to modernize a broad | 
section of business law and in- 
cluding many provisions affecting 
marketing and financial trans- 
actions. 

Approved several years ago by 
the American Law Institute and 
the National Conference of Com- 
missioners of Uniform State Laws 
after 11 years of preparation at a 
cost exceeding $400,000, the uniform 
commercial code has thus far been | 
enacted only in Pennsylvania. Its 
complexity alone is likely to keep 
it in the study stage for some} 
time in most states. 

* x x 
‘Right-to-Work’ Laws 
y Aso relations legislation will 

be a more controversial and 
important issue in the state this 
year than at any time since 1947, 
when so-called “right-to-work” 
laws and other types of measures | 
restricting labor unions were put | 
on the statute books of many 
states. | 

Organized labor is girded for | 
& major campaign in state capi- | 
tals for repeal of restrictive laws 
and to prevent further enactment | 
of such measures. But, despite | 
the recent plea by U.S. Secretary | 

| 
| 








of Labor James P. Mitchell for 
repeal of “right-to-work” laws, 
banning the union shop and other | 
forms of compulsory unionism, | 
labor will find the going rough in | 
the state lawmills. 

Although comparatively few Leg- 
islatures convened during 1954, new | 
“right-to-work” laws were enacted | 
in Louisiana, Mississippi and South 
Carolina, while an existing law of 
that type was strengthened in Vir- 
ginia. 

This action on “right-to-work” 
laws, now effective in 17 states, 
marked a reversal of the coolness 
generally shown by state law- 
makers during the prior six years 
to all controversial labor legisla- 
tion. Except for an Alabama enact- 
ment in 1953, all of the other 
“right-to-work” laws were adopted 
in 1947 or earlier. | 

A further indication that re- 
peal of “right-to-work” laws will 
not come easily at the state level 
was rejection by Nevada voters 
at the general election of an 
initiated measure to repeal such 
a law. 


Proposals for new “right-to- 





Florida Dealer Group 
Elects Briles President 


LEESBURG, Fla.—George L. 
Briles, of Leesburg, has been elected 
president of the Lake-Sumter Auto- 
mobile Dealers Assn. 


work” laws will be introduced this 
year in the Legislatures of a num- 
ber of states, including Colorado, 
Kansas, Maryland, Missouri, Okla- 
homa and Wisconsin. Some of these 
proposals are backed by well- 
organized pressure drives which 
will continue to be pushed unless 
Congress, through amendment of 
the Taft-Hartley Act, moves to 
nullify such state laws. 
= + + 


Labor Relations Studied 


ILLS to create new state labor 

relations and laws and new or 
broadened facilities for mediation 
and conciliation of labor disputes 
will be widely introduced and will 
require affirmative action if the 
states are to assume the role of 
greater importance in the labor 
relations field contemplated for 
them by the present Federal admin- 
istration. 

Broadening and liberalization 
of unemployment compensation 
laws will be widely enacted. Dif- 





fering from the trend of past 
years, however, there will be 
fewer new laws aimed at easing 
employer tax contributions to 
unemployment funds. 

In some instances, where benefit 
claims during the past year have 
made heavy drains on such funds, 
employers may find themselves 
confronted with higher contribu- 
tion rates. 


Increased benefits and other lib- 
eralizations also will continue to be 
sought for workmen’s compensa- 
tion laws, as will be further efforts 
to improve the administration of 
such programs. Benefits are vir- 
tually certain to be boosted on a 
wide scale, as has been the pattern 
of all recent years. 


Proposals for new cash sickness | 


or temporary disability acts will 
appear in a number of states, but 
indications point to continued 
heavy opposition to such measures. 

Designed to provide cash benefits 
to wage earners unable to work 
because of non-occupational dis- 
ability or illness, laws of this type 
are currently effective only in Cal- 
ifornia, New Jersey, New York and 
Rhode Island and none have been 
enacted since 1949. 

Slow but continued gains ap- 
pear in store for proposals for 





new and broadened regulation of 
wages and hours of intrastate 
workers, accompanied by further 
upward revision of minimum 
wage levels through administra- 
tive action under existing laws. 

Increased advertising and promo- 
tion programs aimed at aiding 
states and municipalities to attract 
new industries will be considered 
on a broad scale by state law- 
makers. 

Several states, including Michi- 
gan, New York, Tennessee and 
Wisconsin, may consider new enab- 
ling legislation to permit the crea- 
tion of privately-financed and 
operated development credit corpo- 
rations to provide industrial expan- 
sion risk capital unavailable 
through normal banking channels. 

Already in effect in all of the 
New England States, these laws 
permit banks, insurance companies 
and other conventional types of 
financial institutions to pool a small 
amount of their funds in the 
privately-operated development 
credit corporations and thus make 
credit available where they would 
be unable to do so individually. 

+ x * 


Plant Financing Weighed 


HERE also may be a revival 
this year in the Legislatures of 
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some states, including Connecticut, 
Pennsylvania and Rhode Island, of 
proposals for the creation of state 
agencies empowered to issue secur- 
tities for the financing of new 
plants for lease to private indus- 
tries on a self-liquidating basis. 

Behind the latter type of 
proposals, which were rejected in 
1952 by the legislatures of Mas- 
sachusetts and Rhode Island, is 
an effort to meet competition 
from a number of Southern 
states which permit the use of 
local governmental credit for 
financing industrial plant con- 
struction. 


Relation of state and local taxes 
to industrial development will be 
seriously considered by state Legis- 
latures, but there is not expected 
to be any widespread extension of 
the use of tax exemptions as a 
device to attract new industries. 
Emphasis will be on tax revision 
programs designed to assure indus- 
try a favorable climate. 

Besides stepping up their efforts 
to attract new industries, the states 
also will intensify their competition 
for the lucrative tourist trade. 
State appropriations for advertising 
and promotional programs directed 
to tourists will show a sharp overall 
increase. 
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TOOL CABINET 







Any way you look at it, you’re out ahead when 
you choose your tool chest from this Snap-on 





“handsome threesome”! You can start with one 
unit, or any combination of units, that fits your 
present needs. You can add a unit as your 

tool equipment grows... and now that it 


will fit right and be right / 


Built of electrically welded heavy gauge steel with 
reinforced tops and tube-type corners to withstand 
toughest service through the years ahead. 

Drawers are easy gliding slide run—can’t sag, 
bind or pull out and spill tools. High grade 


tumbler type locks protect 
your tool investment. 


Let your Snap-on Man show 
you the superior features 
and construction of this 
triple unit cabinet. The big 
104-page Snap-on catalog 
includes a wide range of 
chests, Mechanikits, Coast- 
er Cabs and Rolla-Benches. 
Ask your Snap-on Man for 
your copy, or write, 





SNAP-ON TOOLS CORPORATION 


8082-A 28th Avenue, Kenosha, Wisconsin 


eee one 
THE CHOICE OF BETTER MECHANICS 


i 


Other officers elected are J. H. 
Sahlie, Wildwood, vice - president, 
and Norman Trampish, Leesburg, ‘ 
secretary-treasurer. eee 





WZ 
At 


‘Snap-on is the trademark of Snap-on Tools Corporation. 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at auction thus far in 


January declined $10 last week. 


All models except ’51s and ’49s skidded lower. The price of ’51s went 
up $9 and the price of 49s advanced $8. 

Losses were as follows: '48s, down $30; '53s, down $23; °54s, down 
$15; °562s, down $15; ’55s, down $13, and ’50s, down $6. 

The loss on ’48s was the heaviest for that model in 14 months. 

New lows were established for ’55s, 53s, ’52s, 560s and ’48s. The price 
of ’48s set a new low for the first time in six weeks. 


The ratio of sales to offerings was at a six-month low. At a group 
of representative auctions last week, the sales ratio was 62 percent. 
It had been 69 percent in the previous week and 68 percent a month 


earlier. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


OMAHA 


(Soderberg-Kline Auto Auction, Sale 
every Thursday. Prices are for sale of 
Dec. 30.) 

(Sale exceptionally good for the holl- 
day season.) 

BUICK—’54 Special Riviera, $2,085. ‘53 

Super Riviera 2-dr., $1,565*; Special 

Riviera 2-dr., $1,465*. ‘52 Special 2-dr., 


$580*. '51 RM Riviera, $835*. '50 Spe- 
cial 4-dr., $485°*. 
CADILLAOC—’53 (62) sedan, $2,150*. 
CHEVROLET—’54 Bel Air 2-dr., $1,595°, 


$1,425*; 4-dr., $1,420°; Two-ten 4-dr., 
$1,280; 2-dr., $1,270. °53 Bel Air Sport 
coupe, $1,300; 4-dr., $1,175; Two-ten 
2-dr., $855. ‘52 SL Deluxe 4-dr., $795. 
’51 SL Deluxe 4-dr., $680*, $625°; 2-dr., 
$625°; SL Special 4-dr., $560°, $515; 
Carryall, $460. '50 SL Deluxe 2-dr., $520. 
‘49 SL Deluxe club coupe, $340; SL Spe- 
cial 2-dr., $265. 


DeSOTO—’51 Custom 4-dr., $630°. 


DODGE '51 Coronet 4-dr., 
Meadowbrook 4-dr., $495. 


FORD—’54 Custom (8) Country sedan, 
$1,900. '53 Crest (8) Victoria, $1,190; 
Custom (8) 4-dr., $1,160. '51 Custom 
(8) 2-dr., $650, $475; coupe, $545; De- 
luxe (8) 2-dr., $475, $350; Deluxe (6) 
2-dr., $385. '50 Custom (8) 2-dr., $275. 
*49 Custom (8) 2-dr., $305, $300; Custom 
(6) 2-dr., $245. 


KAISER—’51 Deluxe 4-dr., $225. 


LINCOLN—’49 4-dr., $555; Sport sedan, 
$500°. 

MERCURY—'54 Monterey conv., $2,100*; 
Custom 4-dr., $1,675*. °51 4-dr., $740; 
coupe, $590. '50 club coupe, $500. °49 
2-dr., 2 at $315, $250, $195. 

OLDSMOBILE—’54 (98) Holiday, $2,525; 
(88) Holiday coupe, $2,395*, $2,345*. °53 
(88) Super 4-dr., $1,525*. '50 (98) 4-dr., 
$330°. '48 (98) sedanet, $160. °47 (98) 
coupe, $215; 4-dr., $200*. 

PLYMOUTH *52 Cranbrook Belvedere, 


"50 


$380. 


$750. °51 Cranbrook 4-dr., $465. 
Deluxe 4-dr., $245. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
890°. '53 Chiefain (8) Catalina, $1,375; 
4-dr., $1,130. ’51 Silver Streak (8) 4-dr., 
$440°. '49 Silver Streak (8) 4-dr., $390*; 
coupe, 0. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 5.) 
(Activity very brisk with a sharp in- 
crease in entries and sales. Outlook 

optimistic. Sold 81 cars out of 131 
offerings.) 

BUICK—’55 Special Riviera coupe, $2,630* 
(ps). °'52 RM Riviera coupe, $1,025* 
(ps); sedan, $890*. °51 Special sedan, 
$700*. '50 Special sedan, $440*, $390. 
49 Super sedan, $260. 

CADILLAC—’54 (62) sedan, $3,650* (ps), 
$3,640° (ps). '51 (62) sedan, $1,350*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $2,- 
050°. '54 Two-ten sedan, $1,225. 53 Two- 
ten sedan, $960, $900; One-fifty sedan, 
$735. '52 SL Deluxe sedan, $805*. ‘51 
SL Deluxe sedan, $450. '50 SL Deluxe 
conv., $450*. '49 SL Deluxe sedan, $380; 
SL Special sedan, $310. °48 FM sedan, 


"49 


$145. 

CHRYSLER—’53 NY sedan, $1,300* (ps), 
$1,200*. °49 Windsor sedan, $290. °48 
Windsor sedan, $160. 

DeSOTO—’51 Deluxe Carryall, $520. ‘'50 


Deluxe sedan, $410. '49 Custom sedan, 


$340. ’47 Deluxe sedan, $110. 
DODGE—’52 Coronet sedan, $675, $670. 
*51 Coronet sedan, $500. °50 Meadow- 
brook sedan, $415. °48 Custom sedan, 
$220. 
FORD—’55 Custom (8) 2-dr., $1,700. °53 
Crest (8) Victoria, $1,210*. '52 Custom 


(8) sedan, $780, $740. '51 Custom (8) 
sedan, $570. '49 Custom (8) sedan, $300. 
’37 (8) sedan, $105. 

LINCOLN—’51 Cosmopolitan sedan, $640*. 
"50 Cosmopolitan Hard Top, $225. 


MERCURY—’52 station wagon, $1,150*. 
’51 sedan, $580. ’50 sedan, $380. °49 
sedan, $340, $270. 

NASH—’53 Ambassador sedan, $980. ’51 
Rambler sedan, $360. 

OLDSMOBILE—’51 (98) sedan, $700*. 


50 (88) sedan, $515*. °49 (98) sedan, 
$340*; (76) sedan, $250. '48 (98) sedan, 
$230°*. 

PACKARD—’52 sedan, $800*. 
$170. 


*50 sedan, 
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RuGLYDE SERVICE KIT 
@ MUST for Tubeless Tires 


This life-time Kit in- 
cludes a special Ru- 
GLYDE brush to clean 
rim-seal ridges of tubeless 
tires, and a special appli- 
cator for lubricating the 
ridges and base of 

beads before mountin 
and demounting. As 
our supplier about the 
discount introductory 
er on the RuGLYDE 


Service Kit. 


Free New Folder tells 
how RuGLYDE and Service Kit 
can make tubeless tire serv- 
icing safer and easier. Write 
AGS Company for your free 


copy today. 


WARNING: 0 


ri 
an 


finishes, and 


rust or harm 
is the only 


facturers for 
* RuGLYDE is 


THAT MEETS ALL REQUIREMENTS 
FOR TUBELESS TIRES 


and corrosion? 


vt 


THE ONLY LUBRICANT 
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rdinary Mounting Methods 


Can Damage Tubeless Tires. 


Tubeless tires require specialized 
mounting and demounting methods 
different from conventional tires and 
tubes. Do you know why tubeless tires 
should not be mounted dry—and do you 
know why it’s positively necessary to 
guard against damaging the rim-seal 
a and bead toes when mounting 

demounting —and do you also 
know that certain lubricants soften rim 


that others cause rim rust 


BE SAFE! BE SURE! Use the Ru- 
GLYDE Service Kit and RuGLYDE 
the only 100% safe and effective lu- 
bricant for tubeless tires. RuGLYDE 
meets all industry standards .. . Pro- 
tects the vital air seal of tubeless tires. 
Makes both mounting and demounting 
safe and easy. Applied to the toe of the 
bead and rim-seal ridges, RuGLYDE 
makes bead seating easy, even on safety 
rims. Prevents scuffing or tearing tire 
bead toes or rim-seal ridges when using 
either tire changing machines or hand 
tools . . . safeguards against bead slip- 
page after inflation. Will not induce 


paint finishes. RuGLYDE 
rubber lubricant recom- 


mended by leading tire and car manu- 


use on tubeless tires. 
the registered trade-mark of 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 


* Prices on 1955 models added to tab- 
ulation; prices on '47s dropped. 






PLYMOUTH—’54 Savoy sedan, $1,210. '53 


Cambridge Suburban, $1,140*; Cran- 
brook sedan, $845, $675. 50 Special De- 
luxe sedan, $390. °49 Special Deluxe 
sedan, $400, $310. 

PONTIAC—’55 Star Chief (8) 2-dr., $2,- 
915* (ps). '51 Silver Streak (8) Cata- 
lina, $810*; sedan, 2 at $590; Silver 


Streak (6) sedan, $515. ’49 Silver Streak 
(8) sedan, $380, $355. °48 Torpedo (8) 
sedan, $215. '47 Torpedo (8) sedan, $210. 

STUDEBAKER—’'52 Champion Hard Top, 
$600, $585, $535, $530. °51 Commander 
sedan, $360. '47 Commander sedan, $120. 

MISCELLANEOUS—’53 Henry J (6) se- 
dan, $490. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Dec. 31.) 
(Sold 118 cars out of 215 offerings.) 

BUICK—’54 Super Sport coupe, $2,175*; 
Century coupe, $2,150*; Riviera 2-dr., 
$2,150*; Special 2-dr., $1,925*. '53 Super 
Riviera coupe, $1,600*. '52 Super conv., 
$925*; 4-dr., $890*. °50 Special 2-dr., 
$645. 

CADILLAC—’53 (60) Special 4-dr., $2,- 
800%; (62) 4-dr., $2,400*, $1,800*. °49 
(62) 4-dr., $700*. 

CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
890*, $1,865; Delray coupe, $1,850; Two- 
ten (6) 2-dr., $1,725. ’°54 Two-ten station 
wagon, $1,500; 4-dr., $1,365*. °53 Bel 
Air Sport coupe, $1,160; 4-dr., $1,190°*, 
$1,160*; Two-ten station wagon, $1,160; 
4-dr., $1,075* (ps), $1,050%. °52 SL 
Deluxe Bel Air, $775*; 4-dr., $650*, $590, 
$575*; 2-dr., $640. ’51 SL Deluxe station 
wagon, $725; 4-dr., $575; 2-dr., $435. ’50 
%-ton pickup, $375; coach, $520. '49 SL 
Deluxe 2-dr., $300. 

CHRYSLER—’53 NY 4-dr., $1,300* (ps). 

DODGE—’53 Coronet 2-dr., $950*; 4-dr., 
$700. ’51 Coronet 4-dr., $375. 

FORD—’55 Fairlane (8) Victoria, $2,400; 
4-dr., $2,300* (ps), $2,155; Custom (8) 
4-dr., $1,900. '54 Crest (8) conv., $1,- 
425*; $1,375. ’53 Crest (8) Victoria, $1,- 
300*; Custom (8) 4-dr., $1,120. ’52 Cus- 
tom (8) 4-dr., $790; %-ton pickup, $600. 
’51 Custom (8) 2-dr., $590, $525; Deluxe 
(8) 4-dr., $550, $470; station wagon, 


00. 

HODSON —°51 Hornet Hollywood, $550; 
4-dr., $360. 

KAISER—’ 52 Deluxe 4-dr., $310; Virginian 
2-dr., $300*. 

MERCURY—’54 Monterey Sun Valley, $2,- 
025*; coupe, $1,775* (ps). °53 Monterey 
4-dr., $1,310; Custom 2-dr., $1,165, $1,- 
050. °52 Custom Sport coupe, $1,040*; 
station wagon, $765. '50 coupe, $425. °49 
4-dr., $325. 

OLDSMOBILE — '54 (88) 4-dr., $2,200°*, 
$2,150*. °53 (98) Holiday, 2 at $1,825° 
(ps), $1,675*; 4-dr., $1,650° (ps); (88) 
4-dr., $1,525*, $1,325; Super 4-dr., $1,- 
500°. 

PLYMOUTH — ’54 Belvedere Sport coupe, 
$1,350. ’51 Cranbrook 4-dr., $560, $465. 
"50 Special Deluxe coupe, $390. °49 
Special Deluxe Suburban, $270. 

PONTIAC—’ 54 Chieftain (6) 2-dr., $1,225. 
’53 Chieftain (8) Catalina, $1,385*; 4-dr., 
$1,175*; 2-dr., $1,175°, $1,050°. ’52 
Chieftain (8) Catalina, $960*%; 4-dr., 
$825*. °50 Silver Streak (8) 4-dr., $395. 

STUDEBAKER—’54 Champion 2-dr., $1,- 
180. ’51 Commander Land Cruiser, $500. 
*50 Champion 2-dr., $375, $200. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of Jan. 4) 

(Sold 307 cars out of 506 offerings.) 

BUICK—’55 Super Riviera 2-dr., $3,050* 
(ps); RM Riviera 2-dr., $2,875* (ps). 
’54 Century Riviera 2-dr., $2,280° (ps); 
Super Riviera 2-dr., $2,240* (ps), $2,235* 

Special Riviera 2-dr., $1,950. °53 

$1,505* (ps); Super Riviera 
2-dr., $1,430°, $1,355*; 4-dr., $1,385*, 2 
at $1,355*; Special conv., $1,400*. 

CADILLAC—’54 (62) coupe deVille, $4,050* 
(ps); 4-dr., $3,625* (ps); (60) Special 
4-dr., $3,855* (ps). °53 (62) coupe de- 
Ville, $2,850° (ps); 4-dr., $2,450° (ps), 
$2,255*, $2,195° (ps). "52 (62) coupe de- 
Ville, $2,060° (ps). 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,100*. '54 Bel Air 4-dr., $1,645* (ps), 
$1,440; 2-dr., $1,495°, $1,430. '53 Two-ten 
Handyman, $1,275*; 4-dr., $1,115, 2 at 
$945°, $925, $920, $905; 2-dr., $980*, 
$875, $815; Bel Air 2-dr., $1,185*, $1,100, 
$1,055*, $1,025; 4-dr., $1,085* (ps), $1,- 
050, $1,045; One - fifty 2-dr., $750. '52 
SL Deluxe 4-dr., $745; Bel Air, $730*; 
2-dr., 2 at $690*, $685, $605. '51 SL De- 
luxe Bel Air, $635. 

CHRYSLER — ’'54 NY Newport, $2,350* 

; 4-dr., $1,850° (ps). '53 NY New- 
$1,090* (ps). °52 Imperial 4-dr., 
$810* (ps). '51 Imperial Newport, $845°*; 
Windsor 4-dr., $305*. ’50 Windsor 4-dr., 
$415*; Newport, $305°. 

DeSOTO—’51 Custom 4-dr., $520°. 

DODGE—’53 Coronet 4-dr., $1,010, $900*; 

2-dr., $900°; Meadowbrook 4-dr., $690°. 
°52 Coronet 4-dr., $680*; Wayfarer 2-dr., 
$475*. '51 Meadowbrook 4-dr., $425*. 

FORD—’55 Custom (8) 2-dr., $1,715, $1,- 
700. '54 Crest (8) Victoria, $1,715* (ps); 
Custom (8) station wagon, $1,565; 4-dr., 
$1,500*, $1,425°, $1,425, $1,395; 2-dr., 
$1,385*, $1,315*; Main (8) 4-dr., $1,110. 
*53 Main (8) Ranch Wagon, $1,220* 4- 
dr., $895*; Custom (8) 4-dr., $1,155, $1,- 
075; 2-dr., $1,110*, $1,100, $1,065; club 
coupe, $1,060. 

HUDSON—’53 Wasp 2-dr., $755*; Jet 4-dr., 


Average Used-Car Prices 


(Compiled by Automotive News) 


Model To Date 1954 1954 

1955 $2,216* 

ee 1,696 $1,793 $1,848 
1953... 1,077 1,147 1,197 
1952... 7156 804 854 
ER ivessersiconicee 532 589 604 
hes stavsaseveee 406 446 459 
nee 279 304 330 
ee 187 209 227 
BOE tseresiaciwnsee “ 175 166 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 
























Jan. 1955 





Dec. 


Average $ 894* $ 683 §$ 711 


$700. 
$485*. 

KAISER—’53 4-dr., $785. °51 4-dr., $350", 
$270; 2-dr., $300°. 

LINCOLN—’52 Capri 4-dr., 
2-dr., $400*. 

MERCURY—’54 Monterey Sun Valley, $1,- 
950*; coupe, $1,935*; Custom Sport coupe, 
$1,800*. ’53 Custom Sport coupe, $1,300*, 
$1,290; 2-dr., $1,195*; 4-dr., 2 at $1,165; 
Monterey 4-dr., $1,265*. 

NASH—’54 Statesman 4-dr., $1,585". ‘53 
Statesman club coupe, $1,225*; 4-dr.. 
$855*, $800*, $780. ’°52 Statesman 4-dr., 
$825; Ambassador 4-dr., $775*; Rambler 
conv., $400. 

OLDSMOBILE—’55 (98) Holiday, $3,440* 
(ps); (88) Holiday, $2,765*. ’54 (98) 4- 
dr., $2,605*° (ps); Holiday, $2,490* (ps); 
(88) Holiday, $2,345* (ps), $2,250*, $2,- 
030° (ps); 4-dr., $2,365* (ps). ’53 (98) 
Holiday, $1,800* (ps). 

PACKARD—’53 Clipper 4-dr., $1,365*, $1,- 
285*, $1,160*; 2-dr., $1,040* (ps). 

PLYMOUTH—’54 Belvedere 4-dr., $1,415. 
’53 Cranbrook 4-dr., $915, $890, $880, 
$860, $850, $815; 2-dr., $815, $765, $725: 
Cambridge 4-dr., $705. ’52 Concord Sub- 
urban, $855, $710; Cambridge 2-dr., $540; 
4-dr., $450. '51 Cranbrook 4-dr., $385. 

PONTIAC—’54 Chieftain (8) 2-dr., $1,450; 


"52 Hornet 2-dr., $640*; 4-cr., 


$1,265*. 51 


4-dr., $1,420. ’53 Chieftain (8) station 
wagon, $1,560*; Catalina, $1,375* (ps); 
4-dr., $1,270*, $1,195°, $1,135°, $1,130°; 


2-dr., $1,150*. '52 Chieftain (8) Catalina, 
$985*, $920. 

STUDEBAKER—’53 Champion club coupe, 
$1,010*, $990*; 2-dr., $745; Commander 
Land Cruiser, $715*, $690*. °51 Com- 
mander 4-dr., $280*. ’50 Champion 4-dr., 
$200. 

WILLYS—’52 2-dr., $485*. '51 station wag- 
on, $305. ’50 jeepster, $450. 


DENVER 


(Denver Auto Auction. Sale every Friday. 

Prices are for sale of Dec. 31.) 

(Prices steady with fewer autos offered 
for consignment, Sold 54 cars out of 130 
offerings.) 

BUICK—’55 RM Riviera, $3,275* (ps); 
Century Riviera, 2 at $3,050* (ps), $3,- 
000* (ps), $2,975* (ps); Special Riviera. 
$2,650. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,375*; 4-dr., $2,300%; 2-dr., $1,975; 
Two-ten (8) Handyman, $2,330; 2-dr., 
$2,000*; 4-dr., $1,910; One-fifty (6) Han- 
dyman, $1,985, 2 at $1,975. °53 Bel Air 
2-dr., $1,155*; Two-ten 4-dr., $1,050*; 
2-dr., $1,000. ’52 SL Deluxe 4-dr., $635. 
’51 %-ton pickup, $485. 

DODGE—’53 Coronet (8) Diplomat, $1,050. 

FORD—’55 Fairlane (8) Country Squire, 
$2,885* (ps), $2,675; Crown Victoria, $2,- 
675°, $2,650°; Victoria, $2,550*%, $2,425*. 
$2,370; 2-dr., $2,255*, $2,205*; Main (8) 
Ranch Wagon, $2,400*, $2,250; Custom 
(8) 4-dr., $2,200*. ’54 Crest (8) Country 
Squire, $2,135*° (ps); 4-dr., $1,615; Cus- 
tom (8) 4-dr., $1,545. 

HUDSON—’49 Super (6) 4-dr., $120. 

MERCURY—'49 2-dr., $250. 

OLDSMOBILE —'55 (88) Super Holiday, 
$3,170° (ps), $3,100* (ps); 4-dr., $3,000* 
(ps); Deluxe 4-dr., $2,850. °54 (88) Su- 
— $2,575* (ps); Holiday, $2,545* 

Ps). 

PLYMOUTH—’'55 Belvedere (8) 2-dr., $2,- 
100; Savoy (8) 4-dr., $1,825. °48 Specia! 
Deluxe 4-dr., $185. 

PONTIAC — ’55 Star Chief (8) Catalina, 
$2,700°, $2,665°, $2,600*. °51 Silver 
Streak (8) 4-dr., $625°. 

— Commander coupe, 

WILLYS—’55 (6) station wagon, $2,175: 
jeepster, $1,415. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Jan. 4.) 
(We had a good consignment of clean 
autos today, but buyers were very selec- 
tive. Sold 40 cars out of 95 offerings.) 
BUICK—’54 Super Riviera 2-dr., $2,165*; 
4-dr., $2,130*; Special 4-dr., $1.915*. ’53 
Super Riviera 4-dr., $1,350*%; Specia! 
4-dr., $1,210*. ’52 Super Riviera 4-dr. 
$1,035*. °51 Super Riviera 4-dr., $720*. 
"50 RM Riviera 4-dr., $500*. 
CHEVROLET—’54 Bel Air club coupe, $1,- 
625°. ’53 Bel Air club coupe, $1,150; 
2-dr., $960. '52 SL Deluxe 4-dr., $685; 
SL Special 2-dr., $525. '51 SL Deluxe 
Bel Air, $565*; SE Special 2-dr., $485. 
FORD—’54 Crest (8) 2-dr., $1,400, $1,270 
’53 Crest (8) club coupe, $1,205*; 2-dr., 
$915; Crest (6) 2-dr., $860; Main (8) 
4-dr., $870. '52 Crest (8) 4-dr., $715 
*51 Custom (8) 4-dr., $525. °49 Custom 
(8) 2-dr., $200. 
LINCOLN—’53 Capri club coupe, 
(ps). °52 Capri 4-dr., $1,280. 
MERCURY—’54 Monterey 4-dr., 
(ps). °51 club coupe, $500. 


(Continued on Page 43, Col. 1) 


$1,835° 
$1,710* 
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(Continued from Page 42) 


NASH—’51 Statesman 4-dr., $375. 

OLUSMOBILE—’50 (98) 2-dr., $425*; 

4-dr. eo, 

PACKARD—'51 (200) 2-dr., $500. 

PLYMOUTH — '53 Cranbrook club coupe, 
$875. 

PONTIAC—’ 53 Chieftain (8) Catalina, $1,- 
300°. '51 Silver Streak (8) 4-dr., $570*, 
$540*. '50 Silver Streak (6) 2-dr., $410. 
'48 Torpedo (8) 2-dr., $210. 

STU DEBAKER—’52 Champion 2-dr., $300. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Jan, 3.) 


(The market started the new year 
with a rousing advance that carried 
higher prices than have shown for the 
past month. New peak prices were noted 
on all units, except ’52 and ’53 models. 
These remained steady with the last sale 
in December. More buyers than usual at- 
tended and bid steadily to build up their 
inventories for the good retail market 
they anticipate for the next four months. 
Sold 99 cars out of 122 offerings.) 
BUICK—’55 Super Riviera coupe, $2,900* 
(ps), $2,660*, '54 Century Riviera coupe, 
$2,200*. '51 RM 4-dr., $800*; Super Riv- 
iera 4-dr., $625*; Special 4-dr., $600*. 
‘50 RM conv., $485*; Special sedanet, 


(88) 


$350*, $310*. °'49 Super 4-dr., $320*, 
$160; conv., $150. 

CADILLAC—’53 (62) 4-dr., $2,630* (ps). 
‘49 (62) 4-dr., $600*. °48 (61) 4-dr., 


$460°. 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
830; Two-ten (6) 2-dr., $1,835; One-fifty 
(6) station wagon, $1,800, ‘51 SL Deluxe 
4-dr., $575; SL Special 2-dr., $490. '50 
SL Deluxe club coupe, $490; 4-dr., $300; 
FL Deluxe 4-dr., $400*, $400; SL Special 
2-dr., $325; 4-dr., $260. '49 SL Deluxe 
4-dr., $360, $350; conv., $350; FL Spe- 
cial 4-dr., $330. '47 SM 2-dr., $190. 

CHRYSLER—’49 Windsor conv., $140*. '47 
NY 4-dr., $210*. 


DeSOTO—’52 Fire Dome (8) 4-dr., 
’50 Custom club coupe, $500. 


DODGE —’53 Meadowbrook club coupe, 
$800. °52 Custom 4-dr., $720*. ’51 Cor- 
onet 4-dr., $590*, $565. °49 Coronet 4- 
dr., $300*, 

FORD — '55 Custom (8) station wagon, 
$2,175; Main (6) 2-dr., $1,680, $770. ’53 
Crest (8) Victoria, $1,190*; Custom (8) 
4-dr., $1,090*; 2-dr., $1,010*%; Custom 
(6) 2-dr., $920. ’52 Custom (6) 2-dr., 
$710; 4-dr., $690. '51 Custom (8) coupe, 
$600; station wagon, $555; 2-dr., $510; 
Custom (6) 2-dr., $470, $460; Deluxe (6) 
2-dr., $430. '50 Custom (8) conv., $510; 
station wagon, $380; 4-dr., $360; 2-dr. 


$790. 


$360, $340. '49 Custom (8) club coupe, 
$275. 

MERCURY—’51 club coupe, $670. '50 2- 
dr., $310. ’47 4-dr., $180. 

NASH—’50 Statesman 4-dr., $250. 

OLDSMOBILE —’55 (98) 2-dr., $3,250* 
(ps); (88) 2-dr., $2,400*. ’54 (98) Holi- 
day, $2,600* (ps); (88) 4-dr., $2,075* 


(ps), $1,675*. '53 (88) 4-dr., $1,245. ’49 
(98) 2-dr., $310°; (76) 4-dr., $200*, '47 
(78) 2-dr., $150*. 

PACKARD—’51 (200) 4-dr., $630°. 

PLYMOUTH—’55 Plaza 2-dr., $1,640. ’53 
Cranbrook 4-dr., $850. ‘51 Cranbrook 
Belvedere, $590. 

PONTIAC — '55 Chieftain (8) Catalina, 
$2,700*, $2,660°; 4-dr., $2,425. '53 Chief- 
tain (8) Catalina, $1,420*; 4-dr., $1,170, 
$1,135*. ‘52 Chieftain (8) 4-dr., $995*, 
$910°, $900. '51 Silver Streak (8) conv., 

dr., $600. 50 Silver Streak (8) 
4-dr., $585*. '49 Silver Streak (6) 4-dr., 
$420*; Silver Streak (8) 4-dr., $310*. 
’48 Torpedo (8) station wagon, $150. 

STUDEBAKER — '53 Commander coupe, 
$1,000*. °52 Commander Land Cruiser, 
= ’49 Commander Land Cruiser, 
$130. 

WILLYS—’54 (4) jeepster, $1,120. '51 (4) 
station wagon, 

MISCELLANEOUS—’55 International %- 
ton pickup, $1,010, '51 International %- 
ton pickup, $300. 


PHILADELPHIA 


(H. B. Robinson Auto Auction. Sales 
every Tuesday and Thursday. Prices are 
for sales of Dec. 30-Jan. 4.) 

(Prices level to slightly off with buy- 
ers still interested in very clean units. 
Sold 136 cars out of 176 offerings.) 
BUICK—’53 Special 4-dr., $1,080, $920*. 

"51 RM 4-dr., $710*; Riviera, $580*; 

Super Riviera, $645*; 4-dr., $510*; Spe- 

cial 4-dr., $670%. ‘50 Super Riviera, 

$750*; Special 4-dr., $635*, $475, $400, 
$290. '41 Special 4-dr., $260. 
CADILLAC—’53 (60) 4-dr., $2,510* (ps). 
CHEVROLET—’54 Two-ten 4-dr., $1,375*, 
$1,350, $1,340, $1,335, $1,315, $1,310; %- 
ton panel, $860. °53 Bel Air conv., $1,- 

125* (ps); 4-dr., $1,020, $1,000; Two- 

ten 4-dr., $980, $975, $960, $945, $920, 

$915, $885, 2 at $875; 2-dr., $870, $860; 

One-fifty 4-dr., $820, $810, 2 at $760, 

$755, $725, 4 at $720, 2 at $670; %-ton 

pickup, $765. ’52 SL Deluxe 2-dr., $700. 

'51 SL Deluxe conv., $650; 2-dr., $600, 

$580, $550, $485. '50 SL Deluxe 4-dr., 

$465°, $460, $395; conv., $440. 


CHRYSLER —’52 Windsor sedan, $900* 
(ps). ’49 Windsor 4-dr., $450. 
DeSOTO—’'53 Powermaster 2-dr., $1,000* 


(ps). ’°51 Custom club coupe, $485; 4-dr., 
$480. '49 Custom conv., $350, $220. 
DODGE—’51 Meadowbrook 4-dr., $390. 
FORD—’55 Fairlane (6) conv., $2,310*. 
’54 Custom (8) station wagon, $1,800; 
2-dr., $1,350. '53 Main (8) 4-dr., $940. 
’52 Main (8) Ranch Wagon, $910; 4-dr., 
$630, $560; Custom (6) Delivery sedan, 
$550. °51 Custom (8) Victoria, $660*, 
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$610; 4-dr., $555. "50 Custom (6) 2-dr., 

$450; Custom (8) 4-dr., $330. 
HUDSON—’51 Hornet 2-dr., $460, $440. 
MERCURY—’54 Monterey sedan, $1,870*, 


$1,800. °50 4-dr., $350 
NASH — '52 Ambassador 4-dr., $825; 
Statesman 2-dr., $660. '50 Ambassador 
4-dr., $300, $140. '48 4-dr., $190. 
OLDSMOBILE—’55 (88) Holiday, $2,820* 
(ps). °51 (88) 4-dr., $520*. '50 (88) 
conv., $575°; 4-dr., $500*; (76) 4-dr., 
PACKARD—’49 4-dr., $130. 
PLYMOUTH—’54 Belvedere 4-dr., $1,350; 


Savoy 4-dr., $1,200, $1,190, $1,010; Plaza 
4-dr., $1,200, $925. '53 Cranbrook Savoy, 
$1,185; 4-dr., $925, $850, $810, 2 at $750, 
$720, $715, $690, 2 at $680, $670. '52 
Cranbrook 2-dr., $580; Cambridge 4-dr., 
$500, $480. '51 Cranbrook 4-dr., $620, 
$550, 2 at $500, $470, $425, $420. 
PONTIAC—’55 Star Chief (8) Catalina, 
$2,720*, $2,525°; 4-dr., $2,655*, $2,460°. 
’53 Chieftain (8) Catalina, $1,575*, $1,- 
480*, $1,400. '52 Chieftain (8) Catalina, 
$1,030°. °51 Silver Streak (8) 4-dr., 
$735. '50 Silver Streak (8) club coupe, 
$560. °47 Torpedo (8) 2-dr., 2 at $160. 
STUDEBAKER—’54 Champion club coupe, 


$1,180*, ’°52 Commander 4-dr., §580. ‘51 
Champion 2-dr., $355; Commander Land 
Cruiser, $350. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 

nesday. Prices are for sale of Jan. 5.) 
(A fair sale today although weather 
conditions kept consignments and buyers 
down. Sold 62 percent of cars offered.) 

BUICK—’53 Special 4-dr., $1,175. ’51 Su- 
per 4-dr., $710*. 

CADILLAC—'54 (62) 4-dr., $3,600* (ps). 
"53 (62) 4-dr., $2,470* (ps). °51 (60) 
4-dr., $1,515*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
920. ’54 Bel Air 4-dr., $1,700*; Two-ten 
2-dr., $1,215, $1,205. ‘53 Bel Air 4-dr., 


$1,150*; Two-ten 4-dr., $910; 2-dr., 2 at 
$905. °52 SL Deluxe Bel Air, $830*; 
2-dr., $650; Carryall, $565. ’°51 SL De- 
luxe 4-dr., $600°%; 2-dr., $525, $500, 
$435*. '50 SL Deluxe Bel Air, $475; 2- 
dr., $465. 

CHRYSLER — '52 Windsor 4-dr., $890* 
(ps). ’°51 Windsor 4-dr., $685*. 


’55 Fire Dome (8) 4-dr., $2,550°. 
DODGE—’53 Coronet station wagon, §$1,- 
= 


090". 

FORD — ’55 Custom (8) Country sedan, 
$2,510* (ps); 4-dr., $2,095°; 2-dr., $2,- 
025*, $1,995*, $1,890; Fairlane (8) Vic- 
toria, $2,285* (ps); 2-dr., $2,030*; Main 
(8) 2-dr., $1,605. '54 Custom (8) Coun- 
try sedan, $1,650; 4-dr., 
Custom (8) 4-dr., $1,080*; 

$900, $860. '52 Custom (8) 2-dr., 


$780*. '50 Custom (8) 2-dr., $285°. 
HUDSON—’53 Hornet 4-dr., $1,100*. °50 
Super (6) 2-dr., $350°. 
KAISER—’51 4-dr., $310°. 
MERCURY—’54 Custom 4- -dr., $1,685*. '53 
Custom 4-dr., $1,115°. ‘52 Monterey 
Hard Top, $980°; 4-dr., $910*. ’51 2-dr., 


$660 

NASH_’53 Ambassador 4-dr., $1,160*. 
Rambler station wagon, $540°, 

OLDSMOBILE—’55 (98) Holiday, $3,250* 
(ps). '54 (88) Super 2-dr., $2,115*. '52 
(88) 4-dr., $1,290°*. 

PLYMOUTH—'55 Savoy 4-dr., $1,890. '51 
Cambridge 2-dr., $395. '50 Deluxe 2-dr., 


$430. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,650*. °52 Chieftain (8) 2-dr., $570. 
"51 Silver Streak (8) 2-dr., $525*. 50 


Silver Streak (8) 2-dr., $475°; Silver 
Streak (6) 3-r., $315. 
EBAKER ’50 Champion 4 - dr., 


STUD 
$350° 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Jan. 5.) 
(Sales appear to be back to normal 
after the holidays. Sold 63 cars out of 
85 offerings.) 


BUICK—’51 Special 4-dr., $800. °50 Super 


4-dr., $590. ‘49 Super 4-dr., $340, $310. 
CADILLAC—’'50 (61) 4-dr., $1,205°. '49 
(61) 4-dr., $780*. 


CHEVROLET—’53 Bel Air 4-dr., $1,165°; 
Two-ten 2-dr., $870. '51 SL Deluxe Bel 
Air, $615*; 2-dr., $550. °50 SL Deluxe 
2-dr., $455°, $370. '49 SL Deluxe 4-dr., 
$350; 2-dr., $275, $245; club coupe, $255. 
"47 SM 4-dr., $120. °41 2-dr., $245. 

DeSOTO—’'49 Custom conv., $290. 

DODGE—’52 Coronet 4-dr., $485. '51 Cor- 
$00 4-dr., $450°. °49 Coronet coupe, 

FORD—’53 Custom (6) 2-dr., $1,005; Cus- 
tom (8) 4-dr., $920°. °52 Main (8) 
Ranch Wagon, $900; Custom (8) station 
wagon, $705. '51 Custom (8) Victoria, 
$750; 4-dr., $570*; 2-dr., $415; Deluxe 
(8) 2-dr., 2 at $495. °50 Custom (8) 4- 
dr., $545, $350; 2-dr., $385, $310. °49 
Custom (8) 4-dr., $300, $250, $230; Cus- 
tom (6) 2-dr., $295. ’47 Custom (8) club 
coupe, $260. '40 coupe, $150, $135. 


HUDSON — '52 Hornet 4-dr., $600*. °50 
Commodore 4-dr., $420. 
MERCURY — '52 4-dr., $910°. *50 conv., 


$300. 
NASH—’51 Super 4-dr., $380; 2-dr., $350; 
Statesman 4-dr., $375. °49 (600) 4-dr., 


$190, $185. 
OLDSMOBILE — ’53 (98) 2-dr., $1,330°. 
$750°. ‘50 (88) 4-dr., 


"51 (88) 2-dr., 
$535. 

PACKARD —'51 4-dr., $660*. ‘50 4-dr., 
$210. 

PLYMOUTH—’46 Deluxe 4-dr., $185. 

PONTIAO —'51 Silver Streak (8) 4-dr., 
$740*, $670°. 

STUDEBAKER—’50 Champion 2-dr., $280. 


MISCELLANEOUS—’52 International %- 
ton pickup, $295. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sales every 
Tuesday and Friday. Prices are for sales 
of Jan. 4-7.) 

(Our first sale of 1955 was very active 
with plenty of buyers. Prices were some- 
what stronger except on new units.) 


BUICK — '53 RM sedan, $1,430*; Super 
Riviera, $1,590° (ps); Special sedan, 
$1,050. °52 Super sedan, $1,150°, $920°; 


RM sedan, $880° (ps). "51 Super sedan, 
$765°; Special sedan, $550. Super 
sedan, $550°*; Special sedan, $445. °49 


Super sedan, $315°, $275. 
dan, $115. 

CADILLAC—’52 (62) cuupe, $2,120* (ps), 
$1,850°. ’51 (62) coupe, $1,570*. '50 (61) 
sedan, $930*, $700. °49 (62) sedan, 
$900* 


OCHEVROLET — ’'55 Bel Air (8) sedan, 
$1,930*°. ‘53 Two-ten sedan, $1,030*, 
$915, $910; Bel Air sedan, $1,005*, $980*. 
'52 SL Deluxe Bel Air, $900*; sedan, 
$620; SL Special sedan, $635. '51 SL De- 
luxe Bel Air, $690, $610; sedan, $675, 
$585, $530. '50 SL Deluxe sedan, $485, 
$450; SL Special club coupe, $415; se- 
dan, $330. °49 SL Deluxe sedan, $250; 
SL Special sedan, $295, $290. '47 FM 
sedan, $115. 

CHRYSLER—'53 NY sedan, $1,460* 
*50 Windsor club coupe, $500. 

—’51 Custom sedan, 
Custom sedan, $340. 

DODGE—’53 Coronet sedan, $920. '52 Cor- 
onet club coupe, $625*. '50 Coronet se- 
dan, $385. °49 Coronet sedan, $320. 

FORD—’55 Fairlane (8) Victoria, $2,190; 
sedan, $2,030; Custom (8) sedan, $1,800; 
Main (6) sedan, $1,600. '54 Main (6) 
sedan, $1,070*. '53 Custom (8) sedan, 
$1,030. ’°52 Main (8) sedan, $725, $720; 
Main (6) sedan, $675. '51 Custom (8) 


‘47 Super se- 


(ps). 
$510*. °49 


sedan, $425; Deluxe (6) sedan, $440, 
$370. °50 Custom (8) sedan, $310; club 
coupe, $280; Deluxe (8) sedan, $280. ’49 
Custom (8) sedan, $250. '48 Deluxe (6) 
sedan, $110. '47 Custom (8) sedan, $135. 
46 Custom (8) sedan, $110. 

KAISER—’51 Special sedan, $250. '49 Spe- 
cial sedan, $105. 

MERCURY—’51 club coupe, $550*. 

NASH — ’54 Rambler conv., $850. '53 


Statesman sedan, $880; Rambler Hard 
Top, $810. ’°52 Rambler station wagon, 
$620. °51 Rambler sedan, $365. '50 
Statesman sedan, $220. 

OLDSMOBILE—’50 (88) sedan, $425°. °48 
(98) sedan, $210. 

PACKARD—’51 (200) sedan, $555*, $550°. 
’49 sedan, $205*. 

PLYMOUTH — '54 Savoy sedan, $1,190*. 
’52 Cranbrook Belvedere, $775*; Cam- 
bridge club coupe, $580. ’50 Special De- 
luxe sedan, $365. '49 Deluxe sedan, $315, 
$285. 

PONTIAC—’53 Chieftain (8) sedan, $1,180. 
’52 Chieftain (8) sedan, $890*; Cata- 
lina, $860. '51 Silver Streak (8) conv., 
$620*; Silver Streak (6) sedan, $600. 
50 Silver Streak (8) sedan, $530*; 
conv., $495*. °48 Torpedo (8) sedan, 


$195. 

STUDEBAKER — ’'53 Commander coupe, 
$700. ’52 Commander sedan, $495; Cham- 
pion sedan, $490. '51 Commander sedan, 
$375. '50 Champion sedan, $205. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 6.) 
(Sharp autos bringing good money. 
More out of town buyers here than usual, 


bidding for the sharp units. Sold 41 cars 
out of 86 o -) 

BUICK—'53 RM 4-dr., $1,365* (ps); Spe- 
cial 4-dr., $1,000, '52 Super 4-dr., $725*. 
"50 Special 4-dr., $455°. "49 Super conv., 
$360*; RM conv., $235*, 

CADILLAC—’53 (62) 4-dr., $2,550* (ps). 

CHEVROLET—’53 Bel Air 4-dr., $1,055*; 
Two-ten 4-dr., $905*; 2-dr., $850. 

CHRYSLER—’50 Royal club coupe, $400*. 


DeSOTO — '52 Custom 4-dr., $600*. °'50 
Deluxe club coupe, $245. 

DODGE —’51 Wayfarer 4-dr., $410. °50 
Wayfarer 4-dr., $185. 

FORD—’54 Custom (8) 2-dr., $1,400*; 4- 
dr., $1,360*, $1,175*, $1,060*. ‘51 De- 


luxe (8) 2-dr., $475, $425; Custom (8) 
4-dr., $400. '49 Custom (6) 4-dr., $165. 
KAISER—’51 Deluxe 4-dr., $235. 
MERCURY—’49 4-dr., 00. 
NASH — '53 (600) 2-dr., $850; Rambler 
station wagon, $675. 
OLDSMOBILE—’52 (98) conv., 
PLYMOUTH—’53 Cambridge sedan, $800; 
club coupe, $755, $740. ’51 Concord Sub- 
urban, $575. °49 Deluxe 4-dr., $230. 
PONTIAC—’53 Chieftain (8) 2-dr., $1,125*. 
’52 Chieftain (6) 2-dr., $380. '51 Silver 
Streak (6) 2-dr., $400. '50 Silver Streak 
(8) 4-dr., $335*; conv., $240*. 
STUDEBAKER — ’'51 Commander 4-dr., 


$325; coupe, oa. 
* + 


— Auctions § in Brief — 
CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday (Jan. 6). An excellent sale today 
with 168 cars sold out of 304 offerings. 

* . * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Jan. 6). We started the new 
year with a bang and we sold 75 cars out 
of 97 for a red hot sale. 

* * 


$1,140°. 


* 


BROWNWOOD, TEXAS 

Southwest Car Auction. Sale every Tues- 

day (Jan. 4). We had one of the bigger 

runs of cars here yesterday with ’°49 

through '52 models the bigger sellers. The 

market appeared to be more steady than 

expected and clean units were still very 
much in demand, 
” 


* * 
FT. WAYNE, IND. 

Carl Marker’s Auto Auction. Sale every 
Tuesday (Jan. 4). Market steady. Sold 76 
cars out of 103 offerings. 

* . * 
MANHEIM, PA. 

Manheim Auto Sales & Auction, Inc. 

Sale every Friday (Jan. 7). Market good. 


Sold 161 cars out of 208. 
* * * 


NEW YORK CITY 
Skyline Auto Auction. Sale every Tues- 
day (Jan. 4). 
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down semewhat, but market on older mod- 
els still strong. Some dealers continued to 
hold out for the last few bucks, Sold 50 
out of 90. 





7 s * 
MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (Jan. 5). Sharp cars really 
brought a good price. Medium units could 
be stolen today. Sold 71 cars out of 94. 
* * * 


N. LITTLE ROCK, ARK. 
Arkansas Auto Auction. Sale every Tues- 
day (Jan. 4). Market still disrupted by 


holidays. Sold 32 out of 55. 
+. * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co, Sale every 
Thursday (Jan. 6). Clean offerings bring- 
ing good prices. Sold 62 cars out of 83 


offerings. 
* * * 


PHOENIX, ARIZ. 

Phoenix Auto Auction, Inc. Sale every 
Wednesday (Jan. 5). Market good with '55 
models dropping. We need more '51 to '53 
models as well as hardtops and pickups. 


Sold 71 out of 122. 
* - * 


MONTPELIER, O. 
Montpelier Auto Auction Co. Sale every 
Monday (Jan, 3). Bidding brisk despite 


rainy weather. 
* * 


DETROIT 
State Fair Auto Auction, Sale every 
Tuesday (Jan,-4). Consigners and buyers 
are holding off and the market is down 
about $75. The usual lul] for this time of 
year. Clean cars are beginning to appear 
and are moving fast. Sold 52 out of 92. 
* * ? 


LAUREL, MD. 
Colie’s Auto Auction, Sale every Wed- 
nesday (Jan. 5). Market good on clean 
cars. Sold 14 out of 22. 


* * * 
FLINT 
Flint Auto Auction, Inc., Sale every 
Wednesday (Jan. 5). In spite of bad 


weather, the cars sold fairly well but the 
prices were off. Sold 69 out of 119 offer- 
ings. 
= € - 
DENVER 
Colorado Auto Auction. Sale every Mon- 
day (Jan. 3). Prices steady with volume 
still slightly below par. Activity increasing. 
* * * 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (Jan. 6). A small consignment of 
cars today. Bidding was active on good, 
clean '52 through ’54 models. Sold 38 cars 


Prices on late model cars| out of 65 offerings. 








OVER 400 TIRE JOBS 


WINTER— 


in a town of 1000! 


In Frankfort, a town of 1000 in 
Northern Michigan, the gas station 
and new car dealership operated by 
the Nickson Brothers deskidded over 
400 tires during the first winter they 
had a John Bean Skid-Defier. Fred 
Nickson is shown putting his Skid- 
Defier into operation on another 
“profitable service job.” 


GO FOR MORE PROFITS... 





with a 





cally. 


cee ee ene ne ee ee eee ce ee ee ee ee 


JOHN BEAN DIVISION, LANSING 4, MICH. 
( Please arrange a Free Demonstration for me. 
(OD Please send me information on the John Bean 


SKID-DEFIER. 


NAME 


ADDRESS 


OE 


7 BEAN 


A rugged, easy-to-operate unit that 
will pay for itself in a short period, the 
Skid-Defier cuts circumferential or cross 
slits and mud or snow cleats automati- 
It will earn you the same new 
profits that it is currently earning for 
operators all over the country. 
John Bean Jobber or mail the coupon 
today for full information. 


HERE’S A NEW FEATURE 
a NR SEO ARE SOMMER 


New patterned groover attachment will cut 
two sizes of zig-zag grooves in worn tread. 
Can be purchased as an attachment for any 
Skid-Defier made since 1947, of can be pur- 
chased os a complete unit. 
sales appeal to worn tires. 








Ask your 


ideal for adding 


WHEEL 


CAR WASHERS 





JOHN BEAN DIVISION 


Food Machinery and Chemical Corp. 
LANSING 4, MICHIGAN 


vate) ia 3 
TIRE DE-SKIDDERS * 











Jane 


iia d ae tee 28 
STEAM CLEANERS 
* HEADLIGHT TESTERS 


ACCESSORIES AND ALLIED TOOLS 
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Smith has been assistant district 
sales manager since March, 1948. 
He succeeds William E. Kimbrough, 
who has been transferred to the 
general sales office in Livonia, 
Mich., for special assignment on 
the staff of the assistant general 
sales manager, field operations. 
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Ford Division Names Smith 


Philadelphia Sales Chief 
Appointment of Harrison Smith 
as Philadelphia district sales man- 
ager of Ford division has been an- 
nounced by C. Gordon Johnston, 
Southeast regional sales manager. 





F. Phillips, Paul Automotive, In« 
Lansing. 

New secretary is Edmund Kleiz. 
schmidt, Automobile Equipmer 
Co., Inc., Detroit. 

. * * 


Gaskill, Swetland Named 


Auto Personnel 





Lester, San Francisco branch 
manager. 


Customer-Builders Systems, 
Evanston, Ill., has elected Bernard 





Introducing the NEW... 


KWIK KLEEN 
The most powerful 















ONE MODEL FITS EVERY CAR 
OR TRUCK . . . even foreign 
and sports cars! 
QUICK, EASY INSTALLATION 
IN LESS THAN 20 MINUTES 
. . NO cutting into manifold! 
PRESSURE DOME FOOT CON- 
TROL DEVELOPS INSTANT 


AND POSITIVE ACTION 
«..@ “touch of the toe” 
immediately shoots 

a large volume of 

water against wind- 
shield through clog- 
proof and rust-proof jets! 








D. Verin, formerly general man- 
ager of The Sovereign Plan, Inc., 
Chicago, as organization president. 

Verin has announced that its fa- 
cilities have been expanded to offer 
dealers a complete direct mail ad- 
vertising service. Customer-Build- 
ers also is planning the opening of 
branch offices in large metropolitan 
areas to service its dealer clientele. 

+ * * 


AP Truck Muffler Unit 


Headed by Richcreek 


K. M. Richereek has been ap- 
pointed head of a newly created 
heavy-duty truck muffler sales & 

; service depart- 
ment of AP Parts 
Corp., according 
to Ted Ulmer, 
sales vice-presi- 
dent. 

Richcreek’s de- 
partment has 
been established 
to review all 
Phases of AP’s 
heavy-duty truck 
muffler program, 
and to maintain 
close contact with truck owners 
and operators. This move is in rec- 
ognition of the increased civic em- 
phasis on truck noise abatement, 
which has resulted in new public 
relations and operational problems 
for truckers. 

= 


K. M. Richereek 


Davis succeeds L. D. Meara, 
who was appointed wholesale 
manager for the San Francisco 
branch. Davis joined Cadillac in 
1949. 

* * + 


Aluminum Picks Roshirt 


Harrison O. Ash, president of 
Aluminum Industries, Inc., of Cin- 
cinnati, has announced the election 
of Randolph J. Roshirt as execu- 
tive vice-president of the firm. 
Until last year, when he joined 
Aluminum Industries, Roshirt was 
executive vice-president of Bohn 
Aluminum & Brass Corp. 

* * + 


Tebbel New Treasurer 
Of Fruehauf Trailer 

Election of William A. Tebbel 
as treasurer of Fruchauf Trailer 
has been announced by Fred 
Burnham, financial vice-presi- 
dent. 

For the past 12 years Tebbel 
has served as vice-president and 
controller of Gibson Refrigerator 
Co., Greenville, Mich. Previously 
he was an accountant for Ernst 
& Ernst, Detroit. 


* * * 


Buick Splits S. F. Zone 


Into 4 Service Districts 


Buick’s three service districts in 
the San Francisco zone have been 





To Towmotor Board 


David A. Gaskill, a partner 1 
the law firm of Thompson, Hine « 
Flory, and David W. Swetlan:i, 
president of Park Investment Co., 
have been named to the board of 
Towmotor Corp. 

Gaskill, whose firm is the cor- 
poration’s legal counsel, also has 
been elected secretary of Towmo- 
tor, filling the post left vacant by 
the death of Jerome C. Fisher last 
month. 

* * o 
Cummins Moves Strohman 


And Appoints Brooks 

Two regional appointments have 
been announced by Cummins En- 
gine Co., Inc., Columbus, Ind. 

H. A. Strohman, assistant region- 
al manager of the eastern region, 
has been transferred from New 
York City to the new Middle At- 
lantic office at Harrisburg, Pa. M. 
W. Brooks has been named regional 
manager in St. Louis. 

* * > 
Maremont Names Mills 
Michigan Manager 

Russell B. Mills has been ap- 
pointed district manager of the 
Michigan territory for Maremont 
Automotive Products, Charles 
Klaus, vice-president, has an- 
nounced. 

Mills has spent many years at 
both manufacturer and jobber sales 


i 
windshield washermade : * ¢ 
a < daiend ¢ tow 1 quick selling d reapportioned into four districts to levels. 
is compactly designed for we | ee Arnold Moves to Alger coincide with the company’s four a 
power equipped automobiles. Quality | 4. William ©. Arnold has resigned | Sales districts in the zone, accord- " 
construction throughout . made |! — a as freight traffic assistant for De-| ing to R. K. Kendall, San Francisco — _— ee 
from durable brass, plastic and neo- ! seo 742, troit Edison Co. to become traffic | 20ne manager. Morgan Vice-President 
ho : oO. eee manager of Geo. F. Alger Co., mo- William Hobbs has been trans- John A. Morgan has been elected 
prene rubber. No more bottle breakage display plus to i ferred from the Chico district to| |. ; ; 
. . « the doubly sealed plastic reser- i five a * ¢ serve as service representative for ee mney - nodecre: see mag 
voir is shock-proof and freeze-proof! ! windshield Cadill P D the new district. Richard Cunard, | *°'©¢® # appo gener: 
i ac Promotes Davis service manager for Central Motors | 28¢t_ of the Western division, ac- 
washers . & cording to Randolph H. Barnard, 


Priced for quick sales and big profits at $7.50 list! 


See your automotive jobber or write today for full information. 





SA NTAY CORPORATION, 351 No. Crawford Ave., Chicago 24, Ill. 






Low Cost, 


In Calif. Sub-Branch 


Appointment of Donald W. 
Davis as manager of the Stones- 
town (Calif.) sub-branch of Cad- 
i is announced by M. 8. 








Multi-Purpose TRUCK BUMPER 








Buick at Sonora, Calif., for the past 
several years, will succeed Hobbs. 
oe * = 


Rattners to Head Sales 


For Ero Automotive Line 

Howard F. Leopold, president 
of Ero Mfg. Co., Chicago, has 
announced the appointment of 
Ben Rattner as sales manager, 
and Elmer Rattner as assistant 
general sales manager for auto- 
motive products. 

The Rattners have been repre- 
senting various manufacturers in 
the automotive field for 25 years. 

* ad on 


Price Joins Panel 
Millard E. Price, controller of 
Thompson Products, Inc., Cleve- 
land, has been appointed chairman 
of the advisory panel on renegotia- 


|tion of the Controllers Institute of 


Of Eaton’s Pump Division 

W. Ross Eames, general man- 
ager of Eaton Mfg. Co.’s Pump di- 
vision, Marshall, Mich., has an- 
nounced the pro- 
motion of L. A. 
Selin to sales 
manager, replac- 
ing E. S. Witch- 
ger, who resigned. 
Selin will remain 
in his present of- 





president. 

M. Dean Worcester, formerly 
general manager of the Western 
division, has resigned as vice-presi- 
dent. Morgan had been sales man- 
ager of transportation product 
sales. wae 

. 


Buffalo GM Club Elects 


Wilson as President 

W. H. Wilson has been elected 
president of the General Motors 
Club of Buffalo. He is branch man- 
ager of the local General Motors 
Acceptance Corp. office. The club 
is an organization of General Mo- 
tors executives in the Buffalo area. 

+ * = 


Bowers, Out of Army, 
Rejoins Battery Firm 

Clarence P. Bowers, president of 
Bowers Battery & Spark Plug Co., 


discharge from the Army. 

Prior to his induction in the 
Army, Bowers worked in the plant 
in battery production and engineer- 
ing. He is now devoting his full 
attention to sales and management 
functions. 

* * 


Bonney Forge & Tool 


Elects Mieras, Froust 
Spencer H. Mieras has been 


wert ae | America. 
on. . 5 has announced that his son, Rich- ‘ 
INDIANAPOLIS, : ard P. Bowers, has rejoined the 
960 N. PENN. ST 10. Selin Named Sales Manager | Oo. cuaien aneiee tee 








fice at 9771 French | elected executive vice-president and 
; Rd., Detroit. a director of Bonney Forge & Tool ( 
Build the utility value and the appearance of your demonstrator Selin joined the| Works, Allentown, Pa. I 
models with the new Mobile Bumper and watch sales climb ae - a ent ae ae z 
. L. A. Selin er oO e plan- us so was elec ° e 
when truck buyers note all these advantages: ) ning department | board. : ! 
© Mdtieedes : in 1943. He was made quality rep- . ° f 
atform-size step areas with e Sturdy base for attachment of resentative in 1947, sales represent-| Ford Division Promotes : 
safety tread surfaces trailer hitch noe : 
A ative in 1946 and assistant sales h in Dallas Distri n 
© dticiaieen Ver ease menvenient @ Extra protection of rear-end and manager in 1953. Johnson in as District 
fell drap of tall-gete rear fenders *_ * * Promotion of Leif O. Johnson to 
Bolt-On Hitch and Truck Bed Supports Universal C.1.T. Appointee yrervrmeend SS bd — 
@ Car level bumper placement that are optional—available at small ad- Joseph R. Landauer has been ap-| announced by C. I. Kenney, district te 
facilitates parking and cuts ditional cost. Deluxe Mobile Bumper pointed district manager of Uni-| sales manager. s 
traffic mishaps with full platform also available. versal C.I.T. Credit Corp.’s office at} formerly district general field t 
Bloomington, Poe a manager, Johnson will share assist- E 
‘ 5 ant managerial duties with V. W. a 
Let Mobile Bumpers add big selling features MEWA’s Young Executives Helard. ae 
plus welcome profits. Elect Nathan, Kleinschmidt : 
, ; 5 Sh. Yas Daan & f General Tire Ups Mead 
Write for prices and dealer discounts. © g ecutive Group 0 John 
MOBILE BUMPER, INC. | the Motor and Equipment Whole-| John L. Mead, formerly director c 
salers Assn. announced new offi- | Of industrial relations, has been pro- ] 
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Inc., New York. He replaces Don 


1928. 
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Used-Car Dealer News... 


Js 





Miami Group to Fight 
‘Wild-Ad’ Operators 


MIAMI, Fla.— Wild and unre-| 
strained advertising will be the tar- | 
get of the Miami Used Automobile 
Dealers Assn. in the next few 
weeks, particularly those firms 
which are promising “no money 
down, 36 months to pay and a two- 
year guarantee.” 

At the same time, efforts will be 
made to police the issuing of li- 
censes to dealers known to have 
engaged in improper practices but 
who return to the business under 
a different firm name. 

John W. Grentner, MUADA 
president, said he is determined to 
pull no punches. 

“We go after the little fellow,” 
he said, “but now We are going 


WSW’ and ‘R&H’ 
Just Spell Snafu 
To Many Readers 


MINNEAPOLIS. — Common ab- 
breviations used in classified ads 
are confusing to many readers and 
some abbreviations are completely 
baffling to most readers, a Minne- 
apolis survey shows. 

The study was conducted by the 
Minneapolis Tribune to find out 
how well adult readers understand 
terms used in classified ads. 

For example, “WSW tires” for 
“white sidewall tires” fooled 27 per- 
cent of male readers and 56 percent 
of female readers. 


The nearly universal term “R&H” 
for “radio and heater” was a mys- 
tery to 24 percent of the men and 
55 percent of the women. 


Warren Perry, classified ad man- 
ager of the Minneapolis Star and 
Tribune, said the survey showed 
that excessive use of abbreviations 
in classified ads cuts their selling 
power. 








* x * 


Miami Valley (O.) Dealers 


Elect Siewe President 

DAYTON. — Al Siewe has been 
elected president of the Miami Val- 
ley Used Car Dealers Assn., suc- 
ceeding William Hudson, who was 
chosen board chairman. 

Other officers named were Paul 
Poeppelmeier, first vice-president: 
Lew Davis, second vice-president; 
Benny King, secretary; Walt Sei- 
kel, treasurer, and Herb Ballman, 
sergeant at arms. 

New directors with Hudson are 
Harold Welcome, Harry Stevenson, 
Jack Davis and Al Bir. 


* * ” 


McRae Reelected President 


Of Alabama Association 

MONTGOMERY, Ala.—G. C. Mc- 
Rae of Decatur, Ala., has been re- 
elected president of the Alabama 
Used Car Dealers Assn. 

Joe Scott of Montgomery was re- 
elected treasurer and Charles Sit- 
tason of Decatur was reappointed 


executive secretary. 
* * * 


Cleveland Auto Auction 


Moves to New Location 
CLEVELAND.—The Cleveland 
Auto Auction has moved from its 
former location on Broadway to 
4305 Euclid Ave., according to Man- 
nie Weiser, owner. 
= * ” 


Uptown Motors Formed 


MINNEAPOLIS. — (UTPS) — Up- 
town Motors, Inc., 1208 West Lake 
St., has filed articles of incorpora- 
tion. Bert Schneiderman, D. P. 
Blomquist and Vincent K. Johnson 
are the principals. 

+ * * 


Journal Square Formed 


JERSEY CITY, N. J. — Murray 
Green and Ed Allen have formed 
Journal Square Motors, a used-car 
firm at 3011 Hudson Blvd. Green 
formerly was with Jersey Motors, 
Inc. (Ford) and Allen was with 
VW’. J. Nash, Inc. (Hudson). 








after the big ones, some of whom 
belong to our organization and 
are giving the industry a bad 
name. We're going to clean up 
this mess.” 

Grentner was backed up by Stacy 
Rowell, president of the Florida 
Used Car Dealers Assn. 

A committee has been named to 
help police the situation. Newspa- 
per, radio and television advertis- 
ing is involved. Grentner called 
attention to a law which prohibits 
posting a downpayment amount 
without giving the full price of the 
car. 


The dealers were warned that 
unless the industry cleans house 
itself, the next Legislature is 
likely to pass legislation “that 
will have the State running our 
business.” 


Meanwhile, the association gave 


$500 to Variety Childrens Hospital, 
representing profits from a dance 
in connection with the State and 
national convention last month. 
W. E. Matthews, a finance firm offi- 
cial who won a $75 prize, endorsed 
| that check over to the hospital. 
* * * 
Paint Job Lures Traffic 
PHILADELPHIA. — Harry La- 
Vay, used-car dealer at Thirty-third 
|;and Chestnut Sts., reports that 
since he has painted up his offices, 
the number of prospects has in- 
creased. 
* = * 
Simpson, Giordano to Sell 


At 3rd Detroit-Area Auction 

DETROIT.—Wade Simpson and 
Sam Giordano will begin conduct- 
ing sales at Wes Coon Auto Auc- 
tion this week. The Coon firm is 
located at Telegraph and Grand 
River Ave. and sales are held every 
Thursday at 1 p.m. 

Simpson also is owner and Gior- 
dano is assistant auctioneer of 
State Fair Auto Auction, 19600 
Woodward, Detroit, whose sales are 
held on Tuesdays at 1:30 p.m. 

They also operate Simpson Bros. 











Joining Chevrolet— 


Seated (from left) are Russell E. Thomp- 
son and J. Irwin Miller, owners of Friendly 
Chevrolet Co., Inc., Seattle. E. A. Snyder, 
zone manager, watched as they sign their 
franchise. 


Auto Auction at Mount Clemens, 
Mich., with sales at 1:30 on Fri- 
days. 
* * * 
Lot for ‘Working Man’ 
PITTSBURGH. — Abbott Sales & 
Service, Inc. (Oldsmobile) has 





opened a “Workingman’s Used-Car 


|| Lot” with a heated display room. 


Dealer Desautels Escapes 


Gunmen in Holdup Attempt 


PROVIDENCE.—William A. Des- 
autels, 34, New Bedford (Mass.) 
auto dealer, escaped from two hold- 
up men who tried to trap him in 
his car here. A shot was fired after 
him as he ran, he told police. 

Desautels said he had just com- 
pleted a $5,000 transaction at Bros- 
co Motors, 655 Hartford Ave., when 
the two men approached. Police 
theorized that the thugs thought 
the dealer was carrying a large 
sum of money. 

* cg ok 
Oregon Association Hands 


Reins to Paetzhold 


PORTLAND, Ore. — Bill Paetz- 
hold is the new president of the 
Oregon Used Car Dealers Assn. He 
succeeds Joe Dobbins. 

John Murray was elected vice- 
president; Kenneth van Riper, sec- 
retary, and Don Taylor, treasurer. 


Wondering how new-car and truck pro- 
duction and sales sre making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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A product of Kendall Research, its quality starts with 
100° Bradford Pennsylvania Crude Oil — world’s richest, and 
continues with advanced refining processes, plus 
selected additives. Creates customer satisfaction and keeps them 

coming back to you. 


KENDALL REFINING COMPANY - BRADFORD, PENNA. 





The Amazing 
MESSERSCHMITT 


Replacing Outmoded, Unprotected Motor 
Tricycle. Ideal Service Car. Tremendous Adver- 
tising Value to Dealers. Tow Bar Easily and 
Cheaply Installed. 


For Information: 


CALDER-DEL ROY 
Messerschmitt Distributors 


RT. 46, E. PATERSON, N. J. 
P.O. BOX 321 


Price 


$895 


Delivered in 
E. Paterson, 
N. J. 
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Private Truckers 
To Hear Need for 
Public Relations 


WASHINGTON. — “Today’s Ur- 
gent Need for Public Relations” 
will be discussed by Rex Paxton, 
public relations director of Suther- 
land Paper Co., at the 16th annual 
convention of the Private Truck 
Council of America, Inc., set for 
Thursday and Friday (Jan. 20-21) 
at the Statler Hotel, New York. 


Henry Rowold, of Mack Motor 
Truck Corp., chairman of the coun- 
cil’s public relations committee, will 
serve as moderator of a panel dis- 
cussion on public relations. Barney 
Bildersee, Allied Public Reiations; 
H. W. (Wad) Allen, Johns-Manville 
Corp., and George R. Abels, Truck- 
Trailer Manufacturers Assn., will 
serve on the panel. 

Joseph P. Walsh, general coun- 
sel of Sinclair Oil Corp., will ad- 
dress the opening luncheon. For- 
mer Postmaster General James A. 
Farley will speak at the conclud- 





ing luncheon. 

The theme of the convention is| 
“Private Trucks Challenged—Let’s | 
Face It!” This subject will be dis- | 
cussed by William H. Ott jr., Kraft | 
Foods Co. and a former president 
of the council, will be the speaker. | 

The opening feature at the busi- 
ness session will be a panel dis- 
cussion, “The Consumer Meets the 
Manufacturer,” with T. A. 
Drescher, immediate past presi- 
dent of the council, as moderator. 


The consumer viewpoint will be 
represented by E. J. Dempsey, 
Linde Air Products; O. E. H. Froe- 
lich, Ward Baking Co.; Emil Gohn, 
The Atlantic Refining Co.; Fred 
Hague, Sun Oil Co.; H. O. Math- 
ews, Armour & Co.; and T. L. Pre- 
ble, Tide Water Associated Oil Co. 
The manufacturers will be repre- 
sented by James Black, Trailmo- 
bile; Robert Case, White Motor 
Co.; S. Colacuori, International 
Harvester; Verne Drew, Fruehauf 








Trailer Co.; J. D. Porter, Goodyear 
Tire & Rubber Co.; F. E. Sandberg, 
Ford Motor Co., and John Walker, 
Mack Motor Truck Corp. 

Other items to be considered at 
the convention include President 
Eisenhower’s proposed highway 
building program, Interstate Com- 
merce Commission rules and regu- 
lations affecting private truck op- 
erators, third structure taxes with 
special emphasis on the New York 
State weight distance tax, and 
highway safety. 


Supplier Cited 
Weatherhead Co. Honored 


For Engineering 
CLEVELAND.—The Weather- 








head Co., a supplier of original 
equipment parts for the auto in- 
dustry, has received an award from 
the Cleveland Engineering Society. 

The citation read: “For note- 
worthy engineering advancement 
and for outstanding contributions 
to the development and welfare of 
the engineering profession.” 

Weatherhead was started 35 years 
ago, producing only two products— 
drain cocks and priming cups. To- 
day the firm makes more than l,- 
500 items, including hydraulic brake 
lines, dash controls, fuel and oil 
lines and power-steering hose as- 
semblies. 

These items are used on every 
make of car, truck, bus and trac- 
tor built in the U. S. and Canada, 
according to President A. J. 
Weatherhead jr. 


Engine Rebuilders 
To Meet in May 


CLEVELAND.—The Automotive 
Engine Rebuilders Assn. will hold 
its 1955 convention May 8-11 at 
the Hotel Cleveland here. 


The association’s board of di- 
rectors has selected a screening 
committee to pass on applications 
for attendance which will be con- 
fined to members and invited or 
qualified guests. Registration forms | 
will be sent out in January. 











Because of the demand for con- 
ference booths, officials said, man- 
ufacturer members will receive 
first choice. Invitations covering 
booth space will be mailed in De- 
cember. 
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Guaranteed 
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By Martin L. Whitmyer 
Staff Writer 

Development of plans and cam- 
paigns to increase sales through 
greater advertising expenditures in 
1955, and the reshuffling of sales 
and advertising staffs of some of 
the industry’s largest manufactur- 
ers, captured most the headlines 
and talk in advertising circles dur- 
ing 1954. 

A survey of auto manufactur- 
ers in November showed that 
almost every maker plans in- 
creased advertising expenditures 
in hopes of gaining a bigger 
share of the 1955 market. 

Studebaker set the promotional 
pattern when it spent over $1 mil- 
lion on its new-model introductions. 
Chrysler Corp., which spent in the 
neighborhood of $100,000 on its De- 
troit press preview, announced 
plans to increase its advertising 16 
percent in the first four months 
alone. Other manufacturers have 
hiked their spending similarly. 

In the shakeup of sales and ad- 
vertising departments, Chrysler 
Corp., Kaiser- Willys and Nash 
made the biggest changes. Other 
manufacturers made minor revi- 
sions. 

First change came in March 
when Plymouth announced the 
resignations of Arthur B. Dowd, 
merchandising manager, H. B. 
Heberling, assistant general sales 
manager, and A. E. Horne, adver- 
tising manager. 

“ A week later Dodge announced 
that Louis T. Hagopian, former 
retail promotion representative, 
had been promoted to merchan- 
dising manager, succeeding Ray 
Ayer, who was transferred to the 
staff of L. F. Desmond, general 
sales manager. 

At the same time, the division 
announced that William O. Hill 
had been appointed sales promotion 
manager. 

_ Then, about the middle of April. 


Affecting Factories and Dealers . . . 


Auto Advertising 
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Plymouth announced the appoint- 
ment of Bruce E. Miller, former 
cooperative advertising manager 
for Hudson, as national advertising 
manager. 

Other appointments by Plymouth 
saw J. G. Brien, former executive 
assistant in the ad department, 
become dealer cooperative advertis- 
ing manager, and Ray Cunning- 
ham, also an executive assistant in 
the ad department, become mer- 
chandising and sales promotion 
manager. 

Then, during the latter part of 
October, Roy Abernethy, sales 
vice-president at Kaiser - Willys, 
resigned that post to take over 
as sales vice-president for Nash, 
replacing H. C. Doss, who was 
named consultant to American 
Motors. 

Abernethy was replaced at 
Kaiser-Willys by Hickman Price 
jr.. former president of Willys- 
Overland Export Corp. 

Other highlights and promotions 
taking place in the automotive field 
during 1954 were as follows: 

January—Yale R. Schively, vice- 
president and general manager of 
Superior Coach Corp.’s southern 
division plant at Kosciusko, Miss., 


‘was appointed national public rela- 


tions consultant for all divisions. 
Ford announced its 1954 cars and 
trucks with the strongest and most 
diversified ad program in its his- 
tory, increasing newspaper adver- 
tising 30 percent and introductory 
magazine ads 22 percent. 


Dodge opened its ’54 sales pro-| 


gram with the biggest invasion of 


| radio and television in its 40-year 


history. Plymouth initiated the first 
cooperative ad program in its 25- 
year history. 

Fespruary — The Christopher 
Movement honored Chrysler Corp.’s 


| “Medallion Theatre” for its contri- | 
| bution to the television field in 
| 1953. American Brakeblok division | 
of American Brake Shoe Co. an-| 








nounced an ad campaign aimed at 
the brake replacement market. 

March — Ford Motor Co. was 
awarded first prize in the Grand 
Award category of the 22nd Na- 
tional Competition of Outdoor 
Advertising Art. Ford also won 
first prize in the automobile 

(cars) classification. An intensive 
ad campaign designed to increase 
the reputation of the Jeep and 
other Willys four-wheel drive 
vehicles was initiated by Willys 
Motors, Inc. 

Aprit—Robert Edwards was ap- 
pointed ad manager of Trailmobile, 
Inc. The Michigan Council of the 
American Assn. of Advertising 
Agencies elected Blount Slade 
chairman of the board of governors 
and director of the 4-A national 
board. AC Spark Plug division of 
General Motors opened the biggest 
sales promotion campaign in its 
46-year history. 

May — Bernie Thomas, former 
director of the Dodge News Bureau, 
joined Packard as publicity man- 





B. R. Donaldson 


T. J. Henry 


ager. Stewart J. Wolfe, editor of 
dealer and employe publications for 
Hudson, was elected president of 
the International Council of Indus- 


trial Editors. 


June—Pete Wembhoff, editor of 
Automotive News, was elécted 
president of the Detroit Adcraft 
Club, succeeding W. G. Power, 
Chevrolet ad manager. 
Juty—Ben R. Donaldson, direc- 

tor of advertising and sales promo- 
tion since 1945, was appointed 
director of institutional advetrising 
for Ford Motor Co. Raymond E. 
Hayes was appointed supervisor of 
General Motors’ club program for 
the public relations department. He 
succeeded the late George E. Cur- 
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rier. Robert J. Gordon, assistant 
director of public relations on the 
Dodge account at Grant Advertis- 
ing, Inc., Detroit, was killed in an 





R. s. Withers 
in Pennsyl- 


William Hughes 


automobile accident 
vania. 

T. J. Henry, former ad manager 
for Lincoln-Mercury, was appointed 
manager of advertising, sales pro- 
motion and training for L-M, suc- 
ceeding Robert F. Copeland, who 
was appointed director of the office 
of product advertising and sales 
promotion for Ford Motor Co. 
Roland S. Withers, formerly direc- 
tor of the GM customer research 
staff, was appointed to the new 
post of general merchandising 
manager for the corporation’s AC 
Spark Plug division. William 
Hughes was named sales promotion 
manager for DeSoto. 


Avucust — Richard Morris, for- 
merly with the news department 
of Ford Motor Co., was appointed 
public relations manager of the 
company’s special products division. 

Hugh S. Hole, formerly director 
of radio and television for BSF&D 
in Detroit, joined Chrysler Corp. 
as supervisor of television services, 
and John L. Beers, formerly ac- 
|count executive in the New York 
office of Young & Rubicam, Inc., 
was appointed to handle merchan- 
dising and promotion. ; 
September—Jack Sweedyk was 
| appointed advertising manager 
and T. P. Wheelwright sales pro- 
motion manager of Chrysler 
Corp.’s MoPar division. 

Octoper—A. F. Remington, for- 
merly with Ford Motor Co., joined 
Packard as advertising manager. 
He replaced Van Vorhiss, who 
retired. 

NovemsBer—Robert J. Fisher, for- 
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merly an account executive with 
N. W. Ayer & Son, Inc., was ap- 
pointed ad manager for Lincoln- 
Mercury. Clarence A. Kelso, for- 
merly with Standard Oil of New 
Jersey, was appointed ad manager 
of Chrysler Corp.’s export division. 

DecemMBER — William H. Mc- 
Gaughey was appointed director of 
communications and management 
development for American Motors 
Corporation. W. G. Power, Chevro- 
let ad manager, was appointed to 
the board of the Assn. of National 
Advertisers. Byron S. Snowden was 
appointed director of advertising 





C. A. Kelso 


R. J. Fisher 


and merchandising for Dodge 
trucks. Ruthrauff & Ryan agency 
took over the Packard account 
from Maxon, Inc. 


* * * 
|Packard Buys Air Time 

To introduce its 1955 tine, Pack- 
ard will present 28 five-minute 
newscasts in a special two-week 
radio saturation campaign over 
the full ABC Radio Network, 
starting Feb. 7. 

“Your Packard Reporter” will 
be heard over more than 350 sta- 
tions five nights a week on Mon- 
days, Wednesdays, Thursdays and 
Fridays. 

Packard also will be on Dave 
Garroway’s “Today” program 
| over NBC-TV for two weeks 
| starting Feb. 7, and Steve Allen’s 
| “Tonight” for one week beginning 

Feb. 14. 


* x * 


| ArrentTion Detrorr ADMEN: Ad- 
craft speaker this week (Friday, 
Jan. 21, at the Statler Hotel) is 
Pierre Martineau, research director 
‘of the Chicago Tribune. He will 
speak on the subject “It’s All in 
| Their Minds.” 





and restores new car scent— 
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SAE Also Hears Ford Turbine Re 


fer 





1955 





Automation, Yes! Atoms, No? 


(Continued from Page 1) 

will call for reduction in car 
noises —to encourage conversa- 
tion among passengers — and 
cruising gears with hand throt- 
tles and governors. 

To Dr. C. F. Kettering, however, 
the most predictable thing about 
the cars of the next 50 years is 
that they are unpredictable. The 
venerable General Motors engi- 
neering dean told 3,000 at SAE’s 
annual banquet that neither 
atomic power or turbines nor any- 
thing else can safely be “accepted 
or rejected” today, because future 
discoveries may bring about 
undreamed-of changes in engineer- 
ing concepts. 

“There’s no way to pick out the 
things that will change an indus- 
try,” Kettering said. 

On the subject of gas turbines, 
Oliley took a position negative to 
that of a speaker on the same pro- 
gram, Ford engineer Albert H. 
Beaufrere. 

Beaufrere announced Ford lab- 
oratory assembly of an_ experi- 
mental gas turbine engine and be- 
came first representative of any 
auto producer to present perform- 
ance data on parts for gas turbine 
propulsion units. 

” * * 

N° GREAT advantage or demand 

for a gas turbine rear engine 
Was apparent to Olley, who said 
that the increased suburban use of 
ears as “delivery vans” left little 
room for a relocation of the power 
plant. 

“The key to the achievement 
of a successful automotive gas 
turbine power plant,” stated 
Beaufrere, “is the development 
of high - efficiency, broad - range 
components and effective regen- 
eration. The results of our re- 
search are encouraging and in- 
spire us to accelerate our efforts.” 
SAE Chief Rosen is consulting 

engineer for Caterpillar Tractor and 
Stanford University lecturer. 


In an acceptance address, Rosen 
warned that U. S. technicians 
“must be at least two or three 
times as creative as: the Russian 
engineers.” This is the best way of 
meeting the numerical superiority 
sought by the Soviets in training 
of engineering talent, he added. 

s e * 

EWBERG described automation 

in manufacturing plants as the 
greatest boon to industrial safety 
in industrial history. He declared 
that improved product quality 
brought about by automated ma- 
chines and methods are essential 

for a producer to meet competi- 
tion. 

“The worker in automotive 
plants today,” said Newberg, “has 
an unparalleled opportunity to 
raise his paycheck by increasing 
his skill or by learning new trades 
and new techniques for the auto- 
mated plants that are blossom- 
ing throughout the U. S. 

“The man who says automation 
will not or should not be allowed 
to work will soon be outdated and 
as comical as the men and boys 
who used to shout ‘get a horse!’ to 
the early motorists.” 

Automation’s drawbacks, includ- 

& ” + 


ing need for speedy repairs and 
high installation costs, are out- 
weighed by the advantages of in- 
creased productivity and quality 
and lower output costs, stated 
Murie. 
* + * 
‘TPHE effects of automation,” he 
said, “should reach out through 
the whole fabric of our economic 
and social life, raising our living 
standards at a rate we haven't 
imagined yet.” 
Tammaro bemoaned the fact 
that out of 68 industrial com- 
panies engaged in 17 groups 
studying the feasibility of atomic 
power, only one represents the 
auto industry. 
“Perhaps,” he told the auto engi- 
neers, “you have already Made a 
canvass of this new field and con- 
cluded that there was no future in 
venturing into atomic power. In a 
limited sense, this may be true, for 
at present there is probably little 


* ® + 





Heart of Turbine— 


As outlined before SAE by Ford engi- 
neer A. H. Beaufrere, lab testing has been 
conducted on experimental regenerative 
gas turbine engine. Matrix metal walls of 
regenerative rotary heat exchanger 
(above) soak up heat from turbine ex- 
haust and feed it back constantly to 
compressed-air intake. 


Capital Show Sets Record 





hope for quick financial return in 
the field of atomic energy. 

“But neither was there much 
prospect for a ‘quick dollar’ when 
Sheldon and Ford and Durant and 
Stanley were tinkering with their 
horseless carriages.” 

* * * 
f gpenig smaller British-type cars 
are safer and easier to handle 
was disputed by Olley, who said 
that present U. S. models with 
power steering are more conveni- 
ent to operate. 

“The last things we need on 
cars under coming expressway 
driving conditions,” he contin- 
ued, “are bucket seats and safety 
belts. Driver and companions 
will need plenty of ‘room to 
fidget’ so that boredom won’t set 
in on long straightaways.” 
Closing SAE sessions heard of 

two automotive improvements—de- 
velopment of air springs assuring 
riding ease in motor vehicles and 
development of exhaust valves 
which operate for long periods 
without failure. 

Valves coated with aluminum 
show at least a 100 percent increase 
in service life, GM engineers stated. 
A Firestone-B. F. Goodrich-Flexi- 
ble group reported that air springs 
have operated for 300,000 service- 
free miles on all types of vehicles. 

New SAE vice-presidents for au- 
tomotive activities are: Body, H. S. 
Kaiser, Pontiac; fuels and lubri- 
cants, John F. Kunc jr., Esso Lab- 
oratories; passenger-car, Robert F. 
Kohr, Ford; production, Paul A. 
Miller, Ford; transportation and 
maintenance, Robert Gardner, 
American Trucking Assns., Inc., 
and truck and bus, R. C. Norrie, 
Kenworth. 

B. B. Bachman, of White’s Auto- 
car division, was re-elected SAE 
treasurer, while White’s Robert 
Cass was continued as a council 
member. A new 
Horine, of Mack. 





For Sales from Floor 


WASHINGTON.—With an open- 
ing-day attendance of 21,000, the 
26th Annual Auto Show of the Na- 
tional Capital Area appeared to be 
headed for a total of about 140,000 
for its nine-day run. 

The attendance record of 166,000 
was set in 1953. 

While it seemed unlikely last 
Thursday that the 1953 record 
would be topped, the 1955 show al- 
ready had produced more floor 
sales than any similar event in 
Washington history, according to 
Mike Murphy, show manager. 

“It is a real buying show,” Mur- 
phy said, “and many exhibitors ac- 
tually have disposed of display cars 
and replaced them with others.” 

Murphy said such sales hinged 
on special colors and .equipment 
that could not otherwise be deliv- 
ered for some weeks. 


Five cars were given away dur- | 
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Regenerator Boosts Turbine Economy— 


How addition of effective regenerator improves fuel economy on simple gas turbine | $3,332.25, and there is a New York- 


100 | DeSoto’s Firedome V-8 station wag- 


ing the show, which was sponsored 
by the Automotive Trade Assn. of 
the National Capital Area. 

Theme of the exhibition, staged 
in the huge National Guard Ar- 
mory, was “Then and Now.” Many 
ancient autos were displayed to 
carry out the theme. Admission 
price was 90 cents. 

Entertainers were Joni James, 
Sarah Vaughan and Don Cornell. 

On the show committee were I. 
A. Peake, chairman, Edward F. 
Cave, Morris M. Goodman, A. N. 
Perry, Fred M. McNeil and Robert 
D. Stewart. 


Prices 


(Continued from Page 


Corp., “the Packard program start- 
ed two years ago has been brought 
to the market.” 

This program, he said, called for 
developing lines of cars that would 
surpass competition in quality of 
manufacture and unique features. 
He hailed the new prices as “fully 
competitive.” 

The prices provide for adjust- 
ments in freight rates in line with | 
the industry pattern, factory spokes- 
men said. 


2) 


DeSoto, Chrysler Price 


Three Station Wagons 


DETROIT.—P rices were made 
known last week for the three sta- 
tion-wagon models newly added to 
the DeSoto and Chrysler lines. 


Advertised-delivered price tag on 


on is $3,170.25. Last season, a Pow- 
ermaster Six was offered at $3,107.75 
and a Firedome V-8 at $3,381. 


Chrysler’s Windsor Deluxe V-8 is 





is shown in chart made up at Ford labs and exclusively printed by Automotive News.|er Deluxe V-8 at $4,209. In 1954, 
Using relatively low temperature and pressure ratio, Ford found savings approaching | Chrysler had a Windsor Deluxe Six 
today's piston engines. Regenerative unit helps solve turbine's inefficiency at low} at $3,321 and a New Yorker V-8 at 


power and speed ranges. 


$4,024.25. 








At Chicago Show 





Miss America at Chicago Show— 

Lee Ann Meriweather, Miss America for 1955, chats with Roy Abernethy (right), 
sales vice-president of Nash, and George Romney, president of American Motors, 
at the Chicago Auto Show. Nash is a co-sponsor of the Miss America contest. 





councilor is M. C. Dodge Truck Display at Chicago Show— 


A 25-foot gear revolving with a Dodge Power-Dome half-ton pickup truck and 


| meshing with a smaller gear carrying a 145-horsepower V-8 engine was a feature 
| of the Dodge truck exhibit at the Chicago Auto Show. Viewing the display are 
| (from left), Byron S. Snowden, advertising director and truck merchandising head; 
| William S. Woolsey, general truck sales manager; Howard Koehn, of Koehn Motors, 


Inc., Danville, Ill.; Ross M. Godshalk, Chicago division truck manager; S. J. Tompkins, 
chief truck engineer; E. P. Lamb, executive truck engineer; Abe Bender, of Bender- 
Rieger Motors, Chicago, and Charles Anderson, Chicago regional truck manager. 


Chicagoans Flock to Show 


November Dates Eyed for Next Production; 
Pomp and Pageantry at Peak 





(Continued from Page 4) 


toning on hand. A _ 14-by-18-foot 
replica of the Studebaker proving 
ground also was exhibited for the 
first time, as well as the division’s 
new wraparound-windshield cars. 
Miss America (Lee Ann Meri- 
wether) signed autographs at the 
Nash display, where newly-intro- 
duced ’55 Statesman and Ambas- 
sador lines were on public view 
for the first time. Hudson also 
exhibited its new Hornet and 
Wasp series, while both divisions 
of American Motors featured the 
lowest-priced Rambler entries. 
Packard sprang a mild surprise 
with a so-called “Request” model, 
featuring a traditional vertical 
Packard grille on a new ’55 design. 
Packard’s 275-horsepower Carib- 
bean convertible also was in the 
limelight, along with Clippers and 
Packards which were announced 


only three days before the show] p 


opened. 

A joint Kaiser- Willys section 
made available for public inspec- 
tion another team of line ’55s which 
had not been announced for long. 

The truck displays of eight 
makes did not lag behind the cars 
in eye-appeal, and many commer- 
cial vehicles used the show to de- 
but new models. 

* * * 

HRYSLER CORP., which un- 

wrapped its Crown Imperials 
and station wagons for the show, 
actually had two separate displays 
on preview day. One was at the 
Amphitheatre, while the other was 
at a Loop hotel, where President 
L. L. Colbert and top company ex- 
ecutives entertained Chicago lead- 
ers and the press with an ornate 


reception, complete with string en- 
semble. Earlier the company gave 
its local dealers a breakfast. 

Hudson played host at its annual 
dinner for the press at the Saddle 
and Sirloin Club, which American 
Motors President George Romney 
attended. GM entertained visiting 
newsmen with a luncheon. L-M 
staged a special press party to an- 
nounce its Futura. 





Dana Diversifies 
To Keep Open 
Pottstown Plant 


TOLEDO.—John E. Martin, presi- 

dent of Dana Corp., manufacturer 
of automotive units for 50 years, 
has announced a diversification 
program for its plant in Pottstown, 
‘a. 
In outlining the program, Martin 
said that Dana had intended to 
close this 30-year-old plant, but 
insistent employe appeals, brought 
about a change in work standards 
that enabled the company to work 
out the diversification program. 

Dana is throwing open the Potts- 
town division for genera] sub-con- 
tracting work, making available 
the facilities of one of the largest 
all-around machine shops in the 
east for both job and sub-assembly 
work. 

The Pottstown division, Martin 
said, will continue to manufacture 
universal joints, propeller shafts, 
and roller-type bearings, but on 
a reduced scale for eastern auto 
assembly plants and for certain 
export requirements. 
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Unionizing 


’ AFL Loses Dealer Bids. . . 


AUTOMOTIVE NEWS, JANUARY 17, 


Campaigns 


Meet New Setbacks 


By Joseph M. Callahan 
Staff Writer 

oo drive to organize the na- 
tion’s auto dealerships bobbed 
up in several areas last week but, 
following the pat- 
tern of 1954, the un- 
ions again took a 
torpedoing in most 

cases. 
Local 135 of the 
AFL Teamsters suffered the most 
decisive defeat in Indianapolis 
where the sales and office force of 
Ray McKay, Inc. (Ford), voted 
26-6 against the union in a Na- 
tional Labor Relations Board elec- 

tion. 

A company spokesman said that 
the Teamsters were mostly inter- 
ested in the salesmen, but that 
McKay officials insisted that the 
office workers be included. To get 
an immediate election, the union 
officials agreed to this stipulation. 

Generally, the NLRB considers 
the sales, office and service work 
forces to be separate bargaining 
units. Last June the NLRB ruled 
that these units could not be 
merged into one unit unless the 
two units and management agreed 
to the merger. 

a * * 

Vote to Decertify 
N BROOKLYN, N. Y., the sales- 
men of Mid-County Buick signed 
a “decertification” agreement in 
which they denied any desire to 
become members of Local 917 of 
the AFL Teamsters which is at- 
tempting to organize Mid-County. 
The agreement was sent to the lo- 
cal labor board. 

Since Dec. 


Highway Issues 
To Be Aired at 


Trailer Parley 


WASHINGTON. — Based on the 
theme, “Highway Transport Issues 
and Action—1955,” the program for 
the 14th annual convention of the 
Truck-Trailer Manufacturers Assn. 
was announced last week. 

The convention is set for Jan. 
27-29 at the Boca Raton Hotel, in 
Boca Raton, Fla. 

The opening day session will be 
addressed by Maj. Gen. B. F. Hay- 
ford, the Army’s deputy chief of 
transportation. His topic will be 
“Army Transportation Corps Ve- 
hicle Requirements.” 

“Better Living Ahead,” will be 
the title of an address by Neil J. 
Curry, president of the American 
Trucking Assns., on the second 
day. 


Used-Car Chief 
Named by L-M 


DETROIT. 
Traver C. Smith as national used- 
car manager of Lincoln-Mercury, 
was announced 
last week by Jos- 
eph E. Bayne, 
general sales 
manager. 

For two years, 
Smith had been 
business manage- 
ment manager of 
the L-M sales of- 
fice. 

He started with 
the sales depart- 
ment in 1946 and 
district 


18 the union has 





Traver C. Smith 
has been field manager, 
business management manager and 
assistant district sales manager. 
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BARRY AUTOMOTIVE CO. 
1362 W. 65th St, Cleveland 2, Ohio 


Appointment of | 


been picketing the dealership in 
what it terms an “organizational 
strike,” although no Mid-County 
salesmen are participating in the 

picketing. 

An election between Local 917 
and McKeever Buick, of Brooklyn, 
has been called off by the union. A 
spokesman said the union appar- 
ently felt that it lacked sufficient 
strength. 

John T. Burke, president of Lo- 
cal 917, said that several Chevrolet, 
Ford, Lincoln-Mercury and Buick 
dealers had signed contracts with 
the union. He said he could not 
name these dealerships for fear 
that the dealers would receive 
prejudicial treatment from compet- 
ing dealers. 


x * * 


3 Petitions Dismissed 

N LOS ANGELES, the NLRB 

has dismissed petitions for elec- 
tions at three dealerships which 
were filed by Local 404 of the AFL 
Auto Salesmens Union. 

Chairman Guy Farmer and Mem- 
bers Ivar Peterson, Philip Rodgers 
and Albert Beeson ruled that the 
four dealerships were outside the 
jurisdiction of the NLRB. 

The firms are Harry Mann 
Chevrolet Co., Spreen Oldsmo- 
bile-Cadillac and Murphy Olds- 
mobile. 

Meanwhile, the NLRB ruled that 
a decertification election should be 
held among the parts and service 
department employes of Valley Mo- 


tor Co. (Ford) to determine if the | 


workers wish to retain Local 324 
of the General Teamsters as their 
bargaining agent. 

J * * 


Union Asks Election 


ROM Stockton, Calif., it was re- 

ported that an election will be 
held among all new and used-car 
salesmen employed by members of 
the Stockton New Car Dealers 
Assn. Local 197 of the Retail Clerks 
Union is the petitioner. 

In Spokane, the Automotive 
Trades Labor Council of Spokane 
has petitioned for an NLRB rep- 
resentation election for employes 
of the members of the Spokane 
Automobile Dealers Assn. 

In October, 1953, employes of 15 
Spokane dealers voted 234 to 221 
against representation by the un- 
ion. After losing an election, a 
union is required to wait 12 months 
before seeking another election. 

The Detroit office of the NLRB 
will resume hearings today (Jan. 
17) to determine whether elections 
shall be held in 17 Detroit dealer- 
ships. 

* bd - 
| Fyre week the San Mateo County 
Motor Car Dealers Assn. re- 
| ported that it will ask the NLRB 
|to conduct an election to decertify 
| Local 775 of the AFL Retail Clerks 


| Union as bargaining agent for the | 


| salesmen in San Mateo County. 

A dealer spokesman said the 
union’s authority to bargain for 
the salesmen expired Dec. 21 and 
that the majority of the salesmen 
no longer want the union. The 
union won an election in Dec., 
1953, obtaining 50.4 percent of 
the more than 200 votes cast. 
The dealer association, which 
has 57 dealer-members, has consist- 
ently refused to meet the union’s 
demands and no contract has been 
negotiated. The union picketed as 
many as 10 dealerships last sum- 
mer although no strike was called. 
Carl Cohenour, secretary treas- 








Mo. Bill Would End 


Double Tax on Cars 


JEFFERSON CITY, Mo. — A 
bill has been introduced in the 
Missouri House which would 
eliminate the so-called double 
taxation which has been a sore 
point with car dealers and own- 
ers for many years—the required 
full payment of the sales tax on 
the list price of the new car. 

The bill would cancel the 2 per- 
cent sales tax on the tradein, on 
which the owner had paid the 
sales tax on the previous deal. 





urer of Local 775, said the union 

still has a majority of the sales- 

men as members and that it will 

try to reopen negotiations soon. 
ad * ad 


Factory Front 


ON THE factory front, 413 dele- 
gates, representing GM and 
Ford workers throughout the coun- 
try, conducted twin three-day con- 
ferences in Detroit last week to 
hammer out details of the demands 
they will present to the auto mak- 
ers when their contracts expire 
this spring. 

Keynoting the conferences were 
UAW Vice-President John W. 
Livingston, director of the GM 
department, and Ken Bannon, 
director of the Ford department. 


Besides the guaranteed annual 
wage, the delegates are expected 
to formulate demands that would 
provide wage increases averaging 
10.3 cents an hour and improved 
pensions and health insurance. 

Addressing the delegates, Ban- 
non said, “Our members. should 
know that every gain that has been 
made was practically forced out of 
the company. It was always a 
fight, and I imagine it always will 
be a fight. 

“We are not asking for an ex- 
tended vacation plan, with respect 
to this program (the GAW). We 
are asking for steady work. And 
in so far as the companies fail to 
provide this steady work, they 
must bear the burden of unem- 
ployment. 

“The supposedly lean duck that 
we have been carving at, called 
Ford Motor Co., has been getting 
fatter and fatter. This year all 
we want to do is take some of 
the fat off and thereby make it 
more healthy.” 

Last week there were reports 
that the UAW was having trouble 
selling GM and Ford workers, 
many of whom have been working 
overtime for the past few years, 
that they were in such dire need 

of a GAW that they should be 
ready to strike for it. 

On the other hand, it is the em- | 
ployes of Chrysler and the Little | 
Three who experienced unemploy- | 
ment during 1954 and who prob- | 
ably appreciate the desirability of | 
the GAW. But the UAW, as yet,| 
has said little about the achieve- | 
ment of the GAW from these mak- | 
ers. 

* * * 
AMC, Union Settle | 

N KENOSHA, Wis., American 

Motors Corp. signed a new work | 
agreement with the CIO Auto! 


Ford Tractor Unit 
Claims 20 Pct. 
Of 1954 Output | 


BIRMINGHAM, Mich.—One out | 
of every five tractors produced 2 | 
1954 was a Ford product, accord- 
ing to a statement by Irving A.| 
Duffy, general manager of the} 
tractor and implement division of | 
Ford Motor Co. 

The firm’s production share rose 
from 18.6 percent in 1953 to 20.4 in 
1954, he said. 

Predicting tough competition for | 
1955, Duffy told distributors and | 
dealers in his message that for the | 
| first time Ford will be in the mar- | 
ket with multiple models of trac- | 
tors and expressed confidence that | 
1955 sales will be substantially | 
greater than last year’s. | 


Muma Elected 


Diveo President 


DETROIT.—Election of George 
E. Muma as president of Divco 
Corp. was announced last week. 

Muma succeeds 
Ray A. Long, 
who resigned as 
president but will 
continue with the 
company as a 
member of the 
board of direc- 
tors and in an 
advisory capac- 
ity. 

Henry Ifedeen, 

“4 y formerly works 
G, E. Muma Manager, was 
elected as manufacturing president. 

Divco manufactures house-to- 
house delivery route trucks. 
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Miss Nycar— 


Dorothy Rowand, who was 
at the National Auto Trim Show in New 
York, perches on the fender of a 1911 
Ford with the help of the gold chauffeur 


“Miss Nycar” 


from the Broadway hit, ‘Solid Gold Cad- 
illac.” A preview of the 1955 Nycar line 
of auto seat covers was presented by 
Ellenboro Mills, among them a series of 
patterns made of high-tenacity, color-fast 
filament yarns. The car is the property of 
Sidney Spitzer, New York Ford dealer. 


Workers after five months of nego- 
tiations to improve productivity 
and provide “dollar savings.” 

Covering more than 4,000 Nash 
and Hudson workers, the agree- 
ment provides for a union shop, 
changes in work standards and 
grievance procedures and changes 
in the seniority system. . 

For the first time in many 
months, General Motors was faced 
with labor troubles last week in 
three plants. 


In Pontiac, CIO Local 653 re- 


49 


ported that it had served notice on 
the Pontiac management that, un- 
less an alleged speedup is halted, 
the union will call a walkout of its 
14,000 members. 


Local President Charles S. Cur- 
ry said a strike vote would be 
called shortly if the forthcoming 
negotiations failed. 

A similar work-standards dis- 
pute erupted last week at. the 
Fisher Body plant in Pontiac, 
where 93 percent of the 2,913 mem- 
bers voted to strike. 

Local President William Med- 
lock, local president, charged that 
Fisher Body is applying 1954 pro- 
duction standards to 1955 models 
which “require more work.” 

In Lansing, workers at the 
Oldsmobile plant have threaten- 
ed to strike unless the company 
agrees to give women the same 
seniority rights as men. 

Leroy Reist, president of UAW 
Local 652, said that a strike vote 
would probably be taken this week 
among the 12,000 employes if the 
dispute was not settled. 

An Oldsmobile statement said 
management was willing to con- 
tinue negotiations on the matter. 

* * * 

AST week a scheduled strike 

among the workers of Chrysler 
Corp. of Canada was postponed in- 
definitely because the union re- 
portedly does not want a Chrysler 
strike while the Ford of Canada 
strike is under way. 

Negotiations on the Ford strike, 
which began Oct. 10, are still being 
conducted. 

Complete settlement of a pro- 
longed dispute between the De- 
Soto and Local 227 of the CIO 

Auto Workers was announced 
last week. 

Last week, the 10,000th hourly 
Ford Motor Co. employe was re- 
tired with benefits under the Ford- 
UAW pension agreement, which 
has been responsible for the pay- 
ment of $13.5 million to retirees 
since it was negotiated in 1950. 





Bie ere 





_ Where Mrs. America 
and Her Family Vacation! 


Enjoy your own one, two or 
three bedroom ground floor villa 
Completely furnished for vaca- 
tion living 


VILLAS SH iain 


BEST FLORIDA 
VACATION BUY! 


WRITE FOR 28 PAGE 
ILLUSTRATED BOOKLET ! 





“inthe FLORDDASUN! 








650 ViLLAs 
By-THEees 
Country Club 
Pool —Tennis 


% 





vy 
















AUTOMOTIVE NEWS 
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will be published January 31st 


Thousands of dealers — who are looking 


for profitable ideas 
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PMTA to Renew 
Fight for Hike 
In Weight Limits 


HARRISBURG, Pa.—Pennsyl- 
vania trucking interests will renew 
their fight in the 1955 session of 
the Legislature to raise the gross 
weight limits of commonly used 
trucks, Edward Gogolin, vice-pres- 
ident and general manager of the 
Pennsylvania Motor Truck Assn., 
said last week. 

Gogolin said his association “will 
again do its best” to persuade the 
General Assembly to enact such a 
measure. 

Bills to increase gross weight 
limits for trucks have been intro- 
duced in every session of the Leg- 
islature since World War II. 

In 1951, a truck weight bill passed 
both branches but was vetoed by 
Gov. John S. Fine. The 1953 Legis- 
lature turned down a truck weight 
bill in the House. 

Supporters of increased truck 
weights feel that prospects are bet- 
ter in 1955 than they have been for 
many years. 

Prime reason for optimism, they 
say, is the fact that Pennsylvania’s 
major farm organization, which 
have traditionally opposed any in- 
crease in truck weights, have with- 
drawn their opposition. 











retail buyer. 

BUIOK—Special — 4-dr. 
2-dr. sed,, $2,282.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster--4-dr. sed., 
$3,349.36; hardtep cpe., $3,453.05; conv., 
$3,551.56. (Dynaflow standard on Road- 
master, $192.50 on other 
models. ) 

OADILLAC—Sertes 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
clal—4-dr. sed., $4,728.32. Serles 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-matic 
standard.) 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8, add $99)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; 2-dr. stat. wag., $2,079; 4- 
dr. stat. wag. $2,127. Bel Air—4-dr. sed., 
$1,932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067; conv., $2,206; 4-dr. stat. wag., $2,- 
262. Corvette — conv., $2,799 plus extras. 
(Powerglide optional at $178.35.) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2, 48.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 


sed., $2,291.32; 


optional at 








Auto Credit Declines 
$44 Million in Month 


WASHINGTON.—Automobile in- 
stallment credit outstanding de- 
clined $44 million in November, 
compared with a $25 million drop 
in October, the Federal Reserve 
System reported last week. 

Auto paper outstanding at the 
end of November totaled $103 
billion, slightly less than half of 
the $22 billion in outstanding con- 
sumer installment credit of all 
types. 

In the year ended Nov. 30, auto 
credit went down $108 million, FRS 
said. 

Total consumer installment credit 
outstanding increased $62 million in 
November to an estimated $22 bil- 
lion. The rise cémpares with in- 
creases of $141 million and $350 
million in November of 1953 and 
1952, respectively. 

In its breakdown, the board 
showed auto paper held as fol- 
lows: 

Commercial banks, $3.8 billion, 
down $46 million during the month; 
sales finance companies, unchanged 
at $5.5 billion; other financial insti- 
tutions, $591 million, up $2 million, 








resentatives in state capitals. 


and automobile dealers, unchanged 
at $390 million. 

Automobile paper extended in No- 
vember was less than that repaid— 
$1,022 million to $1,066 million. 


9 Firms to Study 
A-Power for West 


WASHINGTON. — The Atomic 
Energy Commission has authorized 
a nuclear-power study by a newly 
formed association of nine com- 
panies. 

The organization, the Rocky 
Mountain Nuclear Power Study 
Group, consists of Minnesota Min- 
ing & Mfg. Co., St. Paul; Arizona 
Public Service Co., Phoenix; Ebasco 
Services, Inc. New York; Fluor 
|Corp., Ltd., Los Angeles; Idaho 
Power Co., Boise, Id.; Phillips Pe- 
troleum Co., Bartlesville, Okla.; 
| Public Service Co. of Colorado, 
Denver; 
| cester, Mass., and Utah Power & 


' Light Co., Salt Lake City. 


The group will study at its own 
expense. 





Riley Stoker Co., Wor- | 


Current Prices on New Cars 


hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. (PowerFlite stand- 
ard on New Yorker Deluxe, optional at 
$189 on Windsor Deluxe.) 
DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 


823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 


(PowerFlite optional at $189.) 


DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet V- 
—4-dr. sed., $2,196; hardtep cpe., $2,281; 
2-dr. 2-seat stat. wag., $2,452; 4-dr. 2- 
seat stat. wag, $2,566; 4-dr. 3-seat stat. 
wag., $2,668.25. Royal V-8—4-dr. sed., 
$2,310; hardtop cpe., $2,395; 4-dr. 2-seat 
stat. wag., $2,658.75; 4-dr. 3-seat stat. 
wag., $2,760.75. Oustom Royal V-8—4-dr. 
sed., $2,472.50; hardtop ope., $2,542.50; 
conv., $2,748. (PowerFlite optional at 
$178.30.) 


FORD—(Prices are for 6-cyl. 
for V-8, add $99.98) — Mainline — 4-dr., 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Oustomline — 4-dr. sed., 
$1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094.76; Crown Victoria 
cl. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat Country Sedan, §2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$8,234.30. (Fordomatic optional at $178.20 


models; 


MERC 
V-8 | 276.50; 2-dr. sed., 





on conventional models, $215 on Thunder- 
bird.) 
IMPERIAL — Custom — 4-dr. sed., $4,- 


483.25; hardtop cpe., $4,719.75. (Power- 
Fiite standard.) 
KAISER—Manhattan—4-dr. sed., $2,670. 


$3,668. (Hydra-Matic 
optional at $178.20 om Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 
LINOOLN—Oustom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 
—4-dr, sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 
'URY — Custom — 4-dr. sed., $2,- 
$2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag., $2,843.50. Montclair—Hardtop 
cpe., $2,631; Sun Valley giasstop, $2,711.50; 


conv., $2,712. (Mere-O-Matic optional at 
$189.45.) 
METROPOLITAN — Hardtop, $1,445; 


conv., $1,469 (both prices at coastal ports 
of entry.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 


PLYMOUTH—Plaza 6—4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., 
$1,638.50; 2-dr. 2-seat stat. wag., §$2,- 


076,50; 4-dr. 2-seat stat. wag., $2,158.25. 
Plaza V-8—4-dr. sed., $1,884; 2-dr. sed., 
$1,841; 2-dr. 2-seat stat. wag., $2,180; 
4-dr. 2-seat stat. wag., $2 261.75. Savoy 6 
—4-dr. sed., $1,879.50; 2-dr. sed., $1,836.50 








Savoy V-8—4-dr. sed., $1,983; 2-dr. sec 
$1,940. Belvedere 6—4-dr. sed., $1,978.50 
2-dr. sed., $1,935.50; hardtop cpe., $2, 
113; 4-dr. 2-seat stat. wag., $2,321.75 
Bel V-8—4-dr. sed., $2,082; 2-dr 
sed., $2,039; hardtop cpe., $2,216.50; conv. 
$2,351; 4-dr. 2-seat stat. wag.,$2,425.2° 
(PowerFlite optional at $178.30.) 
PONTIAO — Chieftain 860—4-dr. sec, 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. sta:. 
wag., $2,434; 4-dr. stat. wag., $2,51+. 
Chieftain 870—4-dr. sed., $2,267.51; 2-c-. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat. wag., $2,603. Star Chief Deluxe 
4-dr. sed., $2,362; conv., $2,691. Star Chicf 
Custom—4-dr. sed., $2,455; Catalina, $2.- 
499. (Hydra-Matic optional at $178.35.) 
RAMBLER—Deluxe—4-dr. sed., $1,695; 


2-dr. sed., $1,585. Super—4-dr. sed., $1.- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag, 
$1,869. Custom—4-dr. sed., $1,989; hari- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 
STUDEBAKER—Champion Custom — :- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 


Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
—4-dr sed., $1,993.27; 5-pass. cpe., $1.- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. waz., 
$2,274.12. Commander Regal — 4-dr. sed. 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07 
President Deluxe — 4-dr. sed., $2,310.50 
President State—4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over 
drive, $3,371.04; Speedster hardtop cpe 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Custom — 4-dr. sed., $1,725 
Bermuda — Hardtop, $1,795. (Hydra-Matic 
optional at $178.55.) 


New Commercial Car Registrations, 


37 States for November, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Passenger Car Registrations, 35 States for November, 1954-1953 
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Dealers Also Use ‘Bank-Rates’ Catch-Line . . . 


No-Downpayment Ads Hit Mo. 


By L. H. Houck | Dispatch contained seven no-down- 
Staff Correspondent payment ads. Four were by used- 


JEFFERSON CITY, Mo. — Mis- | car dealers, one was a private indi- 
souri’s two largest cities—Kansas | vidual operating as a discount buy- 
City and St. Louis—have broken | ¢t 4nd two were franchised dealers. 
out in a rash of “no-downpayment”| One franchised dealer said the 
deals. deal would be made on 1955 mod- 

One issue of the St. Louis Post-| els as well as late model used 
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THERE’S MONEY BEING MADE SELLING TRAILERS. And Prairie 
Schooner mobile homes are a “natural” for the car dealer. You’ve 
already got the display and service facilities plus sales know-how. 
’*Schooner prices are right—profit margins are attractive—and 
financing is easy. Methods are practically the same as you are 
using now. These are but a few of the reasons why selling mobile 
homes is the safe, low-cost way to expand your present business. 
Investigate now the opportunities created by new ideas that have 
changed and broadened the trailer market. Write for full partic- 
ulars on dealer franchise. 


PRAIRIE SCHOONER, INC. * ELKHART, IND. 








ears. The discount buyer said 
“any car,” and a bootleg dealer 
said his deal included ’55s. 


The afternoon Kansas City Star 
carried three no-downpayment ad- 
vertisements. One was a franchised 
dealer and the other two were 
used-car dealers. 

Many used-car dealers in both 
cities offered ’55s in all makes, 
purportedly for $195 down and 48 
months on the balance. Four years 
for time payments has cropped up 
only recently in auto ads but three 
years ago a suburban St. Louis 
bank advertised it would grant 48 
months on auto deals. 

Most bootleggers were adver- 
tising their 1955 offerings for 
$1,000 under list and a few were 
hedging with $900 off. 

Many dealers in both cities and 
in other parts of the state are push- 
ing a catch-line in their advertising 
— “Bank Rates.” Actually most 
bank rates will be found higher 
than rates of the national finance 
companies but the public has the 
opinion, it seems, that banks fi- 
nance cars for less money. 

Some bank deals show that the 
|actual rate of interest is higher, 
| plus the fact that the buyer must 
|get his own insurance from some- 
one else, which is usually higher 
than required coverage sold by an 
insurance firm owned by a finance 
| company. 

While a good many banks over 
the State advertise in newspapers 
and over radio and television that 
they are anxious to get loans on 
autos, they are made directly to 
the purchaser who applies after 
selecting a car at a dealership. 

The deal is consummated after 
various telephoning and title deliv- 
ery but the delay is not onerous. 


_ | Few banks are financing auto deal- 


ers directly and at least three large 
banks do not furnish a financial 
auto loan service directly to any 
new-car dealer. 


Most banks skim the cream on 


ginal 
minded finance companies. 


Ind. Group Open 
2 Nights a Week 


MICHIGAN CITY, Ind. — Mem- 
bers of the Michigan City New Car 
Dealers Assn. have voted to remain 
open two evenings a week for the 
convenience of the public—-Monday 
and Friday nights. The showrooms 
| close other days at 6 p.m. and all 
day Sunday. 
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General 


Rental System, Netherland Plaza Hotel, 
Cincinnati, 

Mar. 16-18—IIth Annual Canadian Auto 
motive Service Show, Automotive Bidg.., 
C. N. E. Grounds, Toronto, Canada. 


April 20-May | — 37th International Motor 
Show, Turin, Italy. 

May 16-20—National Materials Handling 
Exposition, Exposition Hall, Interna- 


tional Amphitheater, Chicago. 


May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 


June 7-10 — Spring Technical Meeting, 
American Welding Society, Kansas 
City, Mo. 


June 8-10—Third Annual Welding Show, 
American Welding Society, Municipal 
Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice 
Presidents Spring Meeting and Golf 


Tournament, New York State Automo- 
bile Dealers, Inc., Hotel Otesaga, 
Cooperstown, New York. 
Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 
Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn. Interna 


tional Amphitheater, Chicago. 


Regional Parts Shows 

Feb. 24-27—Pacific Automotive Show, 
Pacific Auditorium, Los Angeles. 

March 31-April 2—Southwest Automotive 
Show, Bexer County Coliseum, San An- 
tonio, Tex. 

Apr. 28-30 — Southeast Automotive Show, 
Lakewood Park, Atlanta. 

May 19-22 — Tri-State Automotive Show, 
Kingsbridge Armory, Broadway and 63rd 
St., New York City. 

June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 


Pan 





their auto paper and leave the mar- | 
risks to the more _ sales-| 
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Roger Firestone Named Palsy Drive Chairman 


NEW YORK.—Roger S. Firestone,;a luncheon in honor of Firestone. 
president of Firestone Plastics Co.,| The lunch was attended by a num- 


Pottstown, Pa., h t the| ber of leaders in business and in- 
ommown, Fa» Ras accepted the! sustry, including Wiliam Clay 


Ford, general manager of Ford Mo- 
tor Co.’s Continental division, who 
was UCP campaign chairman in 
1954. 


position of national campaign chair- 
man for the United Cerebral Palsy 
1955 drive. 


The announcement was made at 
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Don’t Set Valve Gap 
“Close Enough*.. 
a, 

a a4 
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...the new precision instrument that utilizes an 
entirely new principle in adjusting valve clearance, 
or “gap” on valve-in-head engines. The Valve- 
Gapper assures micrometer accurate valve clear- 
ance adjustment and instant location of noisy or 
defective hydraulic lifters. 


@ Reduce Valve Adjustment Time approxi- 
mately 50 per cent! 

@ Check the Valve Gap Visually and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 

@ The VALVE-GAPPER is Fast, Easy to Use— 
both hands cre FREE to make adjustments 
while dial indicator registers exact setting. 

®@ Use the VALVE-GAPPER for instant location 
of defective hydraulic litters. 


® Use the Diol Indicator for other shop tasks. 


MODEL 201—FOR GM DIESEL ENGINES 


. . - 
Vaive-Gapeer ta pesiian 6a V9S8 V6 Feed Enables mechanics, owners, operators to— 


Engine. 


®@ Adjust Valve Clearance 
® Time Fuel Injectors © Balance Fuel Racks 





Order from Jobber or Write P&G Mfg. Co. 
P&G MANUFACTURING CO. Dept. 8a 
2262 N. Albina Avenue, Portland 12, Oregon 
Please send me Valve-Gapper literature and prices. 

De I ceceeeeetonnteeemnnennetion 

YOUR NAME__ 
ADDRESS_ ducal 
City. 

ENGINES SERVICED. 

§ av 200088 6. 


ZONE__STATE 


Mechanic using Valve-Gapper on Chevrolet 
Engine. 
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LaSalle Back as Dream Car .. . 


GM Motorama Opens 
Thursday in N. Y. 


(Continued from Page 2) 


truck has crashed the exotic cir- 
cle of experimental vehicles. 

It is the GMC L’Universelle, pow- 
ered by a 180-horsepower V-8 which 
is located beneath and behind the 
driver. It transmits power to the 
front wheels through an inverted 
Hydra-Matic. The front drive wheels 
are independently suspended. 

L’Universelle is intended as a 
package delivery unit and, as such, 
is radio equipped. Loading doors 
are on either side and in the back 
for the 170-cubic-foot cargo space. 
The body is constructed of rein- 
forced fiber glass. 

Other cars on display will be 
the Chevrolet “Biscayne,” Pontiac 
“Strato - Star,” Buick “Wildcat 
Ill,” Oldsmobile “88 Delta” and 
Cadillac “Eldorado Brougham.” 

Among the design innovations 
featured in the cars is what Curtice 
terms the sculptured styling of the 
Chevrolet Biscayne, a concave sec- 
tion along the body from the front 
door line to the rear of the car. 


The Biscayne also features a 
three-way panoramic windshield, 
the upper third of which is tinted 
to prevent sun glare. The Biscayne 
is a four-door, four-passenger 
sedan. 


The Pontiac Strato-Star, a six- 
passenger, two-door hardtop, 
features a panoramic quarter 
glass on each side in the rear, 
and two narrow cantilever struts 
in the rear and the front corner 
posts which support the roof. 

As the doors are opened, a pan- 
eled portion over each door auto- 
matically raises to allow extra 
room for entrance or exit. As the 
doors are closed, the panels slip 
into place again. 

A special treatment of the instru- 
ment panel is one of the features 
of Oldsmobile’s 88 Delta, a six- 
passenger, two-door hardtop. 

A detached horizontal strut ex- 
tending from side. to side below 
the steering wheel carries all the 
instruments on the 88 Delta. 

The strut also houses a serving 
tray which can be pulled out from 
the bottom at the right side. All 


White Airs Plans 
For 20 Pct. Hike 
In Truck Sales 


CLEVELAND.—Selling plans for 
its national sales and service or- 
ganization were introduced last 
week by Robert F. Black, presi- 
dent, and J. N. Bauman, sales vice- 
president of White Motor Co., at a 
series of regional sales conferences. 

Setting its sights on a 20 percent 
boost in truck sales during 1955, the 
company inaugurated new sales and 
merchandising plans and had a look 
at its latest line of White and Au- 
tocar trucks. 

At the meetings, it was announced 
that an agreement has been reached 
with the Cummins Engine Co., Co- 
lumbus (Ind.) diesel-engine manu- 
facturer, which permits White and 
Autocar dealers and distributors to 
stock a full line of Cummins parts 
and accessories for repair and 
maintenance work. 

White has used Cummins Diesels 
in a number of its models, includ- 
ing Model WC-24TD. 





Association’s Birthday 
Linked with L. A. Show 


LOS ANGELES. — The Los 
Angeles Motor Car Dealers Assn. 
seems to be planning to turn the 
Golden Anniversary Automobile 
Show, to be held Jan. 21-30 in 
the Pan-Pacific Auditorium, into 
one grand celebration of the 
founding of the association a 
half-century ago. 

The show is to be the most 
elaborate and costly in its his- 
tery. Appropriately, yellow-gold 
decorative effects will be used 
exclusively, according to Phil 
Hall, vice-president. 





wiring is covered along the steer- 
ing column. 

Another feature of the 88 Delta 
is the dropping of the beltline 
from the windshield to the rear 
window. Wrap-around tail lights 
also are a feature. 

The only convertible in the 
group is Buick’s Wildcat III, a 
four-passenger job featuring a 
compound curved panoramic 
windshield and an air intake 
system that extends over the en- 
tire width of the car just in 
front of the windshield. 


Cadillac’s Eldorado Brougham, a 
four-passenger, four-door sedan, is 
the only car in the group that is 
of steel construction. 

The two front seats pivot out- 
ward to allow passengers the eas- 
iest possible entrance or exit. There 
is no side pillar. 


The Eldorado Brougham carries 
the air intake on top of the front 
fenders and the outlets in the rear 
doors. 


After the Motorama closes here, 
it will appear in the following 
cities: Miami, Feb. 5-13; Los Ang- 
eles, March 5-13; San Francisco, 
March 26-Apr. 3, and Boston, Apr. 
23-May 1. 


Banner December 


Claimed by GM, 
Three Line Makes 


GALES and production marks 
~ were reported last week by Gen- 
eral Motors, Oldsmobile, Chrysler 
and DeSoto. 


An alltime sales record for De- 
cember was claimed by General 
Motors, which said that retail car 
deliveries of all GM divisions to- 
taled 282,701, highest December in 
its history. This brought the 1954 
total to 2,769,639 units, or 105.3 per- 
cent of 1953. 


In a divisional report, J. F. 
Wolfram, general manager of 
Oldsmobile, said his dealers de- 
livered 40,918 cars in December 
for the second best month in the 
firm’s history. 

Top month was June, 1954, when 
41,163 units were sold. Sales for the 
entire year amounted to a record 
423,808 cars. 

* * * 
GALS of 1955 Chryslers and Im- 
perials for the last 10 days in 
December increased more than 30 





J. F. Wolfram E. M. Braden 
percent over the same period in 
1953, according to E. M. Braden, 
general sales Manager of the 
Chrysler division. 

Dealers delivered 5,040 cars 
during that period, compared 
with 3,849 in the preceding year, 
he said. 

Braden said that dealers hold 
“an enormous bank of orders,” and 
that December sales totaled 13,230, 
the best record since July, 1953, 
and a 16.1 percent increase over 
December, 1953. 

x * * 
B. WAGSTAFF, sales vice- 

* president of DeSoto, disclosed 
that December production exceed- 
ed that of December, 1953, by more 
than 12 percent while shipments 
were 22 percent higher. 

In each case, he said, the totals 
were the second best in the divi- 

sion’s history. 

Wagstaff said that planned Janu- 
ary output will be 41 percent above 
a@ year ago. 
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Dreams from GM 





Pontiac Accents Sports-Car Look— 


A star of the General Motors Motorama is Pontiac's Strato Star, a four-door, six- 
passenger hardtop coupe powered by a 250-horsepower engine with four-barrel 
carburetor. The color is metallic silver with the interior keyed in vermilion and 
brushed aluminum. Concavities in the front fenders behind the wheel give the car a 


sperts-car look. 





Fuel Injection for Latter-Day LaSalle— 


Memories of the past are conjured up by the LaSalle Il sedan, powered by a 
fuel-injection V-6 engine developing 150 horsepower. The show car, with a 108-inch 
wheelbase, seeks to recapture the flair of General Motors original LaSalle. Floor, 
body sills, engine supports and body shell are fused into one integral structure. The 
color scheme is in LaSabre blue with chrome and enamel accessories. 





LaSalle Sports Coupe to Make Debut— 


General Motors’ LaSalle I! in its sports-car version is driven by a V-6 engine 
developing 150 horsepower. It has a wheelbase of 99.9 inches. The car is pearlescent 
white with a deep-cut cove coming off the wing-type front fender painted in Bahama 
blue. The front grille consists of six vertical slots bordered with chrome, which wrap 
downward and under the front. The rear fenders carry straight back from the top 


edge of the exposed wheel. 





Dealers 


Tell Me 
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ried the battle and the banner of 
automobile retailing through thick 
and thin. Only the dealers them- 
selves can preserve the greatness 
and strength of NADA, and they 
must do it always. 

Now let me make a few ob- 
servations about the business in 
general as I see it today. I cer- 
tainly have no desire to preach 
nor even to get up on a soapbox, 
but I do want to say that, in my 
opinion, it has never been so im- 
portant for a dealer to keep his 
feet on the ground. 

Competition in 1953 and 1954 will 
seem like kindergarten stuff before 
1955 is over. There is just one an- 
swer in the face of conditions which 
will be confronting everybody this 
year. That is, for every single 
dealer, and I mean EVERY SIN- 
GLE DEALER, to remember one 
thing at all times: “Never make a 
deal unless there is a profit in 
sight.” If every dealer will operate 
under such an objective, dealer 
profits can be healthy again. 

I think 1955 is going to be a 


Ethyl to Construct 
Plant in Canada 


NEW YORK.—E. L. Shea, presi- 
dent of Ethyl Corp., last week an- 
nounced plans to build at Sarnia, 
Ont., Canada, a plant to manufac- 
ture Ethyl antiknock compounds. 

The plant will be owned and op- 
erated by Ethyl Corp. of Canada, 
Ltd., a subsidiary of Ethyl Corp. 


“sales management year.” Sales- 
men rarely sell well without con- 
sistently effective sales manage- 
ment. We can’t afford to let sales 
management take a single holiday 
in 1955. 

The business still offers the great- 
est of challenges to young men. 
With predictions that in less than 
25 years this country will require 
80 million cars and trucks to serve 
its continually growing population, 
there are BOUND TO BE increas- 


ing opportunities in the retail auto- 
mobile business. 





In Civie Drive— 


Two young industrialists, Roger S. Fire- 
stone (right) and William Clay Ford, meet 
at a lunch in New York as Firestone takes 
over chairmanship of the United Cerebral 


Trucks, Railroads | 
In Peace Move 


Eastern Carriers Form 
Joint Policy Board 


NEW YORK. — Trucking lines 
and railroads that operate east of 
the Mississippi have organized a 
joint policy board to study common 
problems and reconcile differences. 
The group has been named the 
Council of Eastern Rail and Truck 
Common Carriers. 


Walter J. Tuohy, president of 
Chesapeake & Ohio Railway Co., 
is chairman of the new group, and 
D. L. Sutherland, chairman of 
Middle Atlantic Transportation Co., 
is co-chairman. 


Tuohy said the organization 
was the culmination of several 
months of discussions. He said 
the council “will endeavor to co- 
operate and to assist the Presi- 
dent and the Government in 
furthering the objectives of a 
sound national transportation 
system.” 


“Cooperation between what are, 
essentially, two arms of one great 
industry is vital to the American 
public,” he said. “It is essential to 
both carriers that their services be 
at maximum efficiency in order to 
meet the needs of a prosperous na- 
tion and to insure adequate na- 
tional security.” 


The group’s first business meet- 
ing will be held Feb. 7 in New 
York. 

Objectives of the organization, 
Tuohy said, are to sit down “to 
try to reconcile any issues be- 
tween the railroads and highway 
carriers which might impede the 
best public service by either one. 
We believe we are responding to 
the desires of the President, Cab- 
inet members and high state and 
Federal officials, including mem- 
bers of the Interstate Commerce 
Commission.” 

Tuohy did not say what affect 
the new council might have on the 
$250 million suit brought several 
years ago by the Pennsylvania 
Motor Truck Assn. and its 37 mem- 
bers against 31 eastern railroads, 
the Eastern Railroad President's 
Conference, and Carl Byoir & As- 
sociates, New York public relations 
concern. 


Besides Sutherland, trucking 
members of the group are Robert 
E. Cooper jr., president of Cooper- 
Jarrett, Inc.; Simon Fisher, presi- 
dent of Spector Motor Service: 
Harry L. Gormley, president of 
Keystone-Lawrence Transfer & 
Storage Co.; James E. McLean, 
executive vice-president of McLean 
Trucking Co.; Carroll J. Rousch, 

esident of Roadway Express, 
Inc., and Louis Schramm jr., presi- 
dent of Allied Van Lines, Inc. 


Railroad representatives in- 
clude Tuohy; Paul W. Johnston, 
Erie; Patrick E. McGinnis, New 
York, New Haven & Hartford; 
Alfred E. Perlman, New York 
Central; Howard E. Simpson, 
Baltimore & Ohio; T. G. Sughrue, 
Boston & Maine, and James M. 
Symes, Pennsylvania. 

David B. Charnay, chairman of 
Allied Industrial Consultants, Inc., 
public relations counsel to the 
Eastern Highway Transport Con- 
ference, and David I. Mackie, 
chairman of the Eastern Railroad 
President’s Conference, have been 
named ex-officio members of the 
new council. 

+” e * 


Canadian Truckers Plan 


Rail-Truck Rate Study 


OTTAWA. — The staff of Cana- 
dian Trucking Assn. is to com- 
plete an investigation of possible 
counter-measures to railway-motor 
truck rates which undercut truck 
rates far below competitive re- 
quirements. 


Findings of the investigation 
will be reported to CTA’s first 
board meeting of 1955 to be held 
here in February. Warning that a 
new approach in railway rate cuts 
poses a national problem of grave 
consequence to the trucking indus- 
try, CTA President Norris states: 
“We face a national problem of 
grave consequence to the financia! 


Palsy drive. Ford was chairman last year.! health of the trucking industry. 
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Seeks to Regain First Place... 





Plymouth Shoots for Miami Moon 


By George S. Connell 
Staff Correspondent 
MIAMI. The most intensive 
sales campaign ever launched in 
any city for a single make of car 


has been started here by the Plym- | 


outh dealers of greater Miami. 


Called “Plymouth Sweep- 
stakes,” the campaign is aimed 
at restoring Plymouth to its 
former No. 1 position in Dade 
County (Miami) through “sat- 
uration” advertising in the news- 
papers and on television, radio 
and billboards for 60 days. 
William J. Bird, sales vice-pres- 

ident for Plymouth, spoke at the 
kickoff breakfast. L. L. (Tex) 
Colbert, president of Chrysler 


Obituaries 


Louis Wilson Sr., 72; 


Auto, Aviation Figure 


BUFFALO. — Louis Wilson sr., 
72, who was credited with two 
“firsts” in the automotive and avia- 
tion industries, died Jan. 7. 

Mr. Wilson was believed to be 
the first to install a self-starting 
motor on an airplane engine. He 
also designed and built a 750-foot 
overhead conveyor to move chassis 
between the Pontiac plant in Pon- 
tiac and the Fisher Body division 
of General Motors. 

* * * 


W. Trump 
DALLAS.—Harry W. Trump, 63, south- 
west district manager of the industrial di- 
vision of Timken Roller Bearing Co., died 





Dec. 25 in Baylor Hospital here. He had 
been ill one month. Mr. Trump had been 
associated with Timken since 1927. 

* * * 


E. J. Rodda 
WICHITA, Kans.—E. J. Rodda, 75, pio- 
neer automobile dealer here, died Jan. 4. 
He was president of Rodda Co. 
* * * 


Ronald Snell Machinnon 
TORONTO. — Ronald Snell Machinnon, 
74, for many years sales manager of Mc- 
Laughlin Carriage Co., which later became 
General Motors of Canada, died Jan. 7. 
* + * 


Oscar G. Snipen 
ST. LOUIS—Oscar G. Snipen, 61, presi- 
dent of Hudson-Lindell at Grand, died un- 
expectedly here. Born in Oslo, Norway, Mr. 
Snipen came here in 1910 and had been an 
auto dealer for 30 years. 
* . 


Fred Albert Betterley 
BRATTLEBORO, Vt. — (UTPS) — Fred 
Albert Betterley, 86, one of the first auto 
dealers in this area, died. Mr. Betterley 
operated a dealership here from 1916 until 
1941, when he retired. 
* * * 


Quincy H. Perry 

BARRDB, Vt.—(UTPS)—Quincy H. Perry, 
75, who was long associated with his 
brothers in operating Perry Automobile Co. 
here, died Dec. 30. Mr. Perry was secre- 
tary-treasurer of the firm which he joined 
in 1910. 

* * * 


Walter B. Hedlund 
ELK CITY, Okla.—Walter B. Hedlund, 
69, owner of Hedlund Mvutor Co. (Ford), 
died recently. Mr. Hedlund received the 
Ford franchise in 1913. 
* * * 


Nelson Lally 
LOS ANGELES.—Nelson Lally, 72, au- 
tomobile editor of the Los Angeles Herald 
and Express from 1913 until he retired in 
1932, died Dec. 28 at his home here. 
* * * 


Walter R. Stoner 
GLENDALE, Calif.—Walter R. Stoner, 


65, Southern California marager for Mack 
Motor Truck Corp., died recently. Mr. 


Stoner joined Mack 37 years ago. 











Corp., is scheduled to participate. 
Every Monday during the cam- 
paign there will be a breakfast 
meeting at which salesmen _ will 
make their sales reports for the 
previous weeks. Four thousand sil- 
ver dollars will be distributed. For 
each delivery a salesman will be 
eligible for a prize of $1 to $50. 

The campaign is being 
launched at the peak of the win- 
ter tourist season and its impact 
is expected to be nationwide, 
since the huge amount of adver- 
tising will be read by hundreds 
of thousands of visitors. 

In the middle of the Plymouth 
drive, General Motors is opening 
its one-week Motorama display at 
Dinner Key Auditorium. Plymouth 
dealers say that this can benefit 
themselves as well as General 


| Motors. 


John F. Zeder, president of the 


| Florida Automobile Dealers Assn. 
|and chairman of the local Plym- 


outh organization, said: 

“By the time Motorama arrives, 
we will have made a large segment 
of the population new-car con- 


Tacoma Dealers 
Install Munson, 


Brus, Jorgensen 


TACOMA, Wash.—S. E. Munson, 
of Munson-Smith Motor Co. 
(Dodge-Plymouth), has been in- 
stalled as president of the Tacoma 
Automobile Dealers Assn. He suc- 
ceeds Norman D. Gordon, of Allen 
Motor Co. (Studebaker). 

Other officers are E. H. Brus, 
Brus Buick Co., vice-president; 
John Jorgensen, Sanford-Nash, Inc., 
treasurer; Guy K. Sheehan, South 
Tacoma Motor Co. (Chevrolet), 
secretary, and A. L. Lee, legal ad- 
viser. 

On the board for the coming 
year are Norman Dordon and Mel 
Jones, of Irwin-Jones Motor Co. 
(Dodge-Plymouth); Edward M. 
Williams, of Temple Motors (Stude- 
baker), and Arthur R. Walker, of 
Walker Chevrolet Co. 

Guests at the annual banquet 
were Lt. Gov. Emmett Anderson, 
Mayor Harold Tollefson, Charles 
Fogg, president of the Tacoma 
Chamber of Commerce, and Henry 
Baxter, president of the Washing- 
ton State Auto Dealers Assn. 





Mich. Governor Urges 


Repeal of Auto Tax 


SPRINGFIELD, Mo.—Congress 
should reverse President Eisen- 
hower in his decision to keep the 
excise tax on autos, Gov. G. Men- 
nen Williams told a Jackson Day 
audience here last week. 

Williams said the President 
had promised the people of Mich- 
igan to do everything possible to 
get the auto industry back to full 
employment in a pre - election 
speech in Detroit last year. 

“Now,” Williams continued, “we 
find him recommending for the 
second time that automobile taxes 
—and therefore auto prices—be 
kept at the present high levels.” 








Nash Managers Hold Sales Meeting— 

A two-day get-together brought Nash zone and division managers to Detroit to 
hear Roy Abernethy (forefront, right), sales vice-president, discuss the year's sales 
end merchandising program. At left, in foreground, is John Raisbeck, assistant 


general sales manager. 





scious. And General Motors’ spec- 
tacular display has always worked 
to the benefit of all dealers down 
here.” 


The campaign kickoff coin- 
cided with the opening of the 
racing at Hialeah and the adver- 
tising theme was built around 
the slogan, “Plymouth Values 
Sweep Miami.” At the weekly 
meetings, the dealers and sales- 
men will wear jockey caps. 

In the weeks before the cam- 
paign, dealers held a special train- 
ing school for new salesmen. 
Classes were two hours a night, 
four nights a week. Veteran sales- 
men were given refresher courses 
in salesmanship and technical mat- 
ters. Shops worked nights to serv- 
ice new cars for immediate deliv- 
ery. 


Ted Vanson, Plymouth regional | 


some time assisting in the prelimi- 
naries. 

Plymouth also announced that 
a new South Florida district had 
been created under the direction 
of Luther D. Potter whose head- 
quarters is in Miami. 

Some weeks ago most of the 
Plymouth dealers here met the 
Plymouth factory officials in De- 
troit and said, in effect: 

“For years Plymouth has held 
the No. 1 spot in the Miami area. 
(Ford now has it.) Now with 


Chrysler’s ‘Forward Look,’ we be- 
lieve we can regain that position. 
We need your cooperation.” 
Plymouth officials lent a recep- 
tive ear, agreed to the plan and 
dispatched advertising experts to 
the area to prepare the campaign. 





Preparing Meetings— 

Paul L. Giblin (left), sales vice-president 
of Armstrong Rubber Co., and Leo Sklarz 
ir, advertising manager, go over details 
of the firm's plans for nationwide meet- 
ings with distributors. 

* 


Armstrong Starts 


Series of Parleys 
With Distributors 


WEST HAVEN, Conn.—A series 
of sales and promotional meetings 
with distributors has been inaugu- 
rated by Armstrong Rubber Co. 

Meetings in the eastern part of 
the country will be under the su- 
pervision of James Gilbert, eastern 
division manager; John Breslin, 
statistical market supervisor; Jack 
Krappe, of the sales department, 
and Edward Wagner, budget su- 
pervisor. 

A second group of meetings will 
be held in the Midwest under the 
guidance of Larry Caulfield, mid- 
western division manager, and Hu- 
bert Peterson, sales supervisor. 

Meetings in the South and West 
will be conducted by Leo Sklarz 
jr., advertising manager; Ed Eich- 


olz, southern division manager; 
Forest Flinn, assistant division 
manager; Jack Simpson, western 


division manager; Kurt Conley, of 
the advertising department, and 
Norbert Waddock, budget super- 
visor. 

Paul L. Giblin, sales vice-presi- 
dent, will attend many of the meet- 
ings. 

On the agenda are demonstra- 
tions of the firm’s new tubeless 
tires for cars and trucks, a discus- 
sion of the forthcoming $2 million 
advertising and sales promotion 
program, retail sales training pro- 
grams, and the showing of a 
movie, “Birth of a Tire.” 











Pontiac Hands Out Diplomas— 


Four new graduates of the Pontiac dealership management training course at the 
General Motors Institute in Flint get together with J. C. Cheesbrough (seated, left) 


and Charles Copeland (seated, center), 


assistant sales promotion managers. The 


gradvates are (from left), William Schain, Cincinnati; Paul Williams, Inglewood, Calif.; 
manager, has been in Miami for | Robert A. Ritchie, Barron, Wis., and (seated) John M. Flood, Washington. 





Firestone Lists Methods 
Of Fixing Tubeless Tires 


AKRON.—Three methods of re- 
pairing tubeless tire injuries as 
large as 3/16 inch in diameter and 
one way to seal small nail holes 
1/16 inch or less are recommended 
by engineers of Firestone Tire & 
Rubber Co. 

Firestone’s preferred method for 
repairing all injuries is the “hot 
patch” method. Here is the proce- 
dure to be followed: ‘ 

After removing the tire and 
wheel assembly from the car, 
inflate the tire and dip the as- 
sembly in a water tank to locate 
the leak. Mark the leak, demount 
the tire and clean the injury with 
a hand rasp, being careful not 
to enlarge the opening. 

Use a resealing gun to fill the 
injury from the outside of the tire. 
Clean the inside of the tire near 
the injury with rubber solvent and 
allow it to dry. 

With a hand buffer or wire brush 
roughen the inside area around the 
injury. Center a hot patch over the 
injury and hold it in place with a 
hot patch clamp. Tighten the clamp 
and light the patch. After the patch 
has cooled for 15 minutes, remove 
the metal cup and blow out any 

ashes left in the tire. 

Remount, inflate and check the 
tire again in the water tank. In 
this method special care must be 
exercised in cleaning the injury, 
cleaning and roughening the inside 
around the injury, centering the 
patch over the opening and cooling 
the patch 15 minutes. 

The “plug method” is effective 
for holes from 1/16 to 3/16 inch 
in diameter. 

Again remove the tire and wheel 
assembly from the car, locate and 
mark the leak, demount the tire 
and clean the injury with a hand 


Hearst Outlines 
Motives, Merits 


Of Road Campaign 


NEW ORLEANS. — The Hearst 
Newspapers’ campaign for better 
roads has helped enlighten public 
opinion, William Randolph Hearst 
jr., chairman of the editorial board 
of the newspaper chain, told the 
American Road Builders Assn. at 
its annual meeting here. 

“We saw it as our job,” Hearst 
said, “to explain the highway prob- 
lem to our readers and to get them 
to demand and support an adequate 
highway construction program, na- 
tionally and locally. 

“We agreed from the start that 
we are not engineers or legislators; 
we were not going to usurp their 
duties or responsibilities. We were 
going to do our best to formulate 
enlightened public opinion. And 
that, I think, is what we did.” 

Hearst revealed that research on 
the campaign started in the spring 
of 1952. The first material was pub- 
lished in October, 1952. It hag con- 
tinued daily and has required a 
staff of 25 to gather the material 
presented in the 18 Hearst papers, 
he said. 


rasp, being careful not to enlarge 
the opening. Next, lightly buff an 
area three inches in diameter 
around the injury inside the tire. 
Wash the area, with very little sol- 
vent, then apply rubber cement. 
Allow it to dry. 

With a wire brush roughen an 
appropriate size repair plug. Dip 
the wire needle of the plug in 
cement and push it through the 
hole in the tire from the inside. 
Apply cement to the stem of the 
plug as a lubricant and pull it 
through the hole—with a steady 
continuous pull—while the cement 
is still wet. 

When the plug is firmly against 
the inside of the tire, press it 
down to remove all air pockets. 
Trim the plug slightly above 
flush of the tread surface on the 
outside of the tire. Remount, in- 
flate and check the tire in the 
water tank. 

For tires manufactured without 
soft, puncture-sealing material, an 
additional method, the “cold patch,” 
can be utilized. 

After locating and cleaning the 
leak, fill it from the outside with 
a resealing gun. Clean the inside 
of the tire around the injury and 
let it dry. Roughen the inside area 
around the injury, then apply ce- 
ment. After the cement has dried, 
apply a cold patch and stitch it 
down. Remount, inflate and check 
the tire in the water tank. 

Small nail holes not larger than 
1/16 inch in diameter can be re- 
paired by the “gun method.” 
With this method it is not neces- 
sary to remove the tire from the 
wheel. Locate and mark the leak, 
then wipe it dry. Reduce pres- 
sure in the tire to five pounds. 
With a hand rasp probe the in- 
jury and remove foreign matter, 
exercising care not to enlarge the 
injury. Clean the injury with the 
rasp dipped in solvent. 

Turn the screw in the head of 
the resealing gun until the reseal- 
ing material appears. Pinch off the 
excess. Hold the gun nozZle directly 
against the hole in the tire and 
give the screw three or four half 
turns. After allowing the tire to 
stand for 15 minutes, reinflate it 
and check it in the water tank. 

The Firestone Supreme tubeless 
tire, which is built with an inner 
diaphragm, or emergency tire, 
should always be demounted in 
case of any injury. If the dia- 
phragm is damaged, replace rather 
than repair it. 


Fla. Law Group 
Meets Tuesday 


MIAMI, F1la.—The legislative 
committee of the Florida Auto 
Dealers Assn. will meet in Tallahas- 
see tomorrow (Jan. 18) to map its 
program before the new Legisla- 
ture, which will convene this spring. 

A statewide automobile inspec- 
tion law is expected to be at the 
top of the agenda. Theo Proctor, 
Tallahassee, is chairman. : 
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Shipments of Tires 
Drop 4.9% in Year 


NEW YORK.-—Manufacturers’ 
shipments of car tires during the 
first 11 months of 1954 were 4.9 per- 
cent behind the same period of 
1953, according to figures disclosed 


American Sees 
Returning Profit 


As Output Rises 


DETROIT. — Increasing produc- 
tion and sales of new 1955 Nash 
and Hudson cars over the next few 
months should return American 
Motors’ operations to a profitable 
basis, President George Romney 
told stockholders last week in the 
corporation’s 1954 annual report. 
He forecast a rise in daily output 
to between 750 and 1,000 cars, “at 
which level American Motors’ au- 
tomotive plants are among the 
most efficient in the industry.” 


The report shows net sales of 
$400,343,511 for the fiscal year 
ended Sept. 30, 1954. The total in- 
cludes sales of the Hudson division 
for the five months after the mer- 
ger of that company and Nash- 
Kelvinator on May 1, 1954. 


(American Motors reported on 
Dec. 9 a net loss of $11,071,237 for 
the 1954 fiscal year after a tax re- 
covery of $11,590,000. Only $9,156,- 
026 of an $11,000,000 reserve pro- 
vided at the time of the merger 
was used to cover the cost of obso- 
lete tools, inventories and commit- 
ments resulting from integration 
of the Hudson and Nash lines of 
cars. It was charged to earnings 
retained in the business in years 
prior to the merger of Hudson and 
Nash-Kelvinator.) 


Romney pointed out that net 
working capital of American Mo- 
tors and its consolidated subsidiar- 
ies stood at $82,084,505 at the close 
of the fiscal year, and that the 
corporation at that time was not 
using $43,800,000 of its bank credit 
line. Six unconsolidated subsidiary 
companies also had net working 
capital of $29,771,344, bringing the 
total for the parent company and 
all subsidiaries to $111,855,849. To- 
tal assets of all companies on the 
above basis were $357,943,715. 


The investment of American Mo- 
tors’ approximately 55,000 stock- 
holders, exclusive of their share of 
the undistributed net earnings of 
unconsolidated subsidiaries since 
acquisition, is carried at $162,954,- 
563, or $28.74 per share. Including 
unconsolidated subsidiaries, the in- 
vestment of American Motors’ 
stockholders in all companies was 
$173,445,598, or $30.60 per share. 


Sales of Nash and Hudson cars 
in the 12 months ended Sept. 30, 
1954, totaled 135,794 units, com- 
pared with 237,108 in the preceding 
12 months. Romney predicted sub- 
stantially larger sales this year, 
saying that the selling efforts of 
both dealer organizations will be 
supported by intensified advertis- 
ing and merchandising programs. 
Both dealer groups have been in- 
creasing in numbers recently, he 
added. ' 


A 


Cleveland Auto Old Timers Meet— 


last week by the Rubber Manufac- 
turers Assn. 
Shipment of car tires amounted 

to 71,401,870 during the first 11 
months of ’54, as compared with 
75,100,225 during the same period 
of the previous year. 

Part of the decrease was in the 
original-equipment: category where 
totals for the first 11 months of 
1954 reached 26,363,452, as compared 
with 20,836,221 at the end of the 
same period of '53, a decrease of 
14.5 percent. 


Export of car tires, however, 
were up 1.5 percent over the 11- 
month period of 1953, shipments 
reaching 840,161 in '54, as compared 
with 730,102 in ’53. 

Inventories of car tires were 
down 7.7 percent in ’54, dropping 
from 12,284,070 at the end of No- 
vember, 1953, to 11,330,813 at the 
end of the same period last year. 


Truck and bus casings were 
17.3 percent behind 1953, with only 
11,496,963 being shipped during 
the first 11 months of last year, 
as compared with 13,904,243 dur- 
ing the same period of ’53. 
Truck and bus casings shipped as 
original equipment were off 27.1 
percent from 4,482,539 in '53 to 3,- 
267,232 at the end of last Novem- 
ber. 


Here again, exports showed an 
increase over ’53 and inventories 
were down slightly from the previ- 
ous year. 


Export of truck and bus casings 
jumped from 666,585 in 1953 to 745,- 
051 in ’54, an increase of 11.8 per- 
cent. Inventories were down from 
2,570,026 in ’53 to 2,345,024 in '54, a 
decrease of 8.75 percent. 


Manufacturers’ shipments of 
all-type automotive casings dur- 
ing the first 11 months of 1954 
totaled 82,898,833, approximately 
6.9 percent below the 89,004,468 
shipped during the same period 
of '53. 

Shipment of all-type automotive 
casings hit 1,585,212 in 1954, an in- 
crease of 13.5 percent over the 1,- 
396,687 shipped during the first 11 
months of 1953. 


Inventories dropped 7.9 percent 
from 14,854,096 in ’53 to 13,675,837 
at the end of last November. 


Although the shipment of trac- 
tor-implement casings dropped 
from 3,625,685 in ’53 to 2,994,269 in 
’*54—a decrease of 17.4 percent, ex- 
ports of the same casings jumped 
21.53 percent from 61,102 in ’53 to 
74,260 in ’54. 

Inventories were down 20.8 per- 
cent from 828,596 in ’53 to 655,973 
at the end of last November. 

Manufacturers’ shipments of car, 
motorcycle, truck and bus inner 
tubes dropped 16.5 percent from 70,- 
284,602 shipped in 53 to 58,698,856 
shipped during the first 11 months 
of ’54. 

Export of tubes jumped 10.3 per- 
cent from 791,237 in ’53 to 872,908 
last year, and inventories were 
down from 11,611,122 in ’53 to 8,702,- 
196 in '54, a decrease of 25.1 per- 
cent. 





The annual meeting of the Auto Old Timers Club of Cleveland was attended by 
20 of its 32 members. Shown (front row, from left) are E. S$. Dowd, George H. Lyon, 
P. 2. Ward, Charles Schreiber, Henry Canning, Dave McCarroll, and Cliff Dunham. 


Second row: Ray G. Herzberger, Frank X. 


Stephen Domonkas, Marcus Feder jr., and 


Schaut, C. Ray Bundy, Walter H. Stearns, 
R. Earl Burrows, secretary. Back row: S. J. 
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AUTOMATIC POWER CONTROL | 
Carburetion-ignition-combustion system is completely in- 
tegrated for economy, reliability and plus-power. é: 


CURVA-LITE SAFETY-VUE WINDSHIELD 
New wraparound beauty and style « No center bar to inter- 
fere with view © Blind spots eliminated « Bigger rear win- 
dow affords more safety and beauty; up to 48 percent 


additional window area. 


MORE POWER FROM HIGH COMPRESSION 
Two new high compression engines give 1952 Fords greater 
horsepower ¢ The Strato-Star V-8 develops 110 h.p.; the 


Mileage Maker 6 produces 


101 h.p. ¢ Both provide in- 


creased power on regular gasoline. 


NEW BODY CONSTRUCTION 
Most advanced hull type that seals against water, dust, 
noise and weather « Distinctive interiors with new contour- 
pe seats, new Flight-Control instrument panel, also new 
counterbalanced hood and larger trunk. 


AUTOMATIC RIDE CONTROL 
Hydra-Coil front springs, Variable Rate rear springs, 
Viscous Control shock absorbers, tires, and other ride 
control elements instantly compensate for different load 
and road conditions, insuring level, smooth ride « Longer 


wheelbase; wider tread. 


FOAM RUBBER SEATS 
LOADOMATIC IGNITION 


AUTOMATIC HEAT CONTROL 


DOWNDRAFT CARBURETOR 
POWER PIVOT PEDALS 
K-BAR FRAME 


EQUA-FLO COOLING SYSTEM CENTER FILL FUELINE 


14-955-52 


Quick Sales Reference— 





Typical windshield sticker developed by Universal C.I.T. Credit Corp. to help used- 
car salesmen is this one for 1952 Ford. Sticker, measuring 5 by 7% inches, lists 
features stressed in advertising when car was new. Reverse side of sticker lists 


advantages claimed for its “income payment plan" by C.I.T. 
— 2. oe 


DETROIT.—Used cars should be 
sold like new cars—on merit in- 
stead of price, says Elmer A. Rol- 
ley, vice-president of Universal 
C.L.T. Credit Corp. 

That is his explanation of the 
theory behind Universal C.LT.’s 
new windshield-sticker uSed-car 
merchandising program. 

“Used cars have the same good 
points they had when they were 
new,” Rolley says. “The factories 
spent millions of dollars to adver- 
tise those features then. There’s no 
reason why a dealer can’t capital- 
ize on that advertising when he 
goes to sell the car as a used car.” 

The C.1.T. assumption is that a 
used-car salesman can’t instantly 
recall all the advertised features of 
the 50 or more models he might 
have on the lot. A_ windshield 
sticker listing sales points of each 
particular model helps the salesman 
as well as the customer. 

C.LT’s sticker is 5 by 7% 
inches and keyed in colors to the 
various makes. A typical sticker 
lists 27 features for a particular 
car. All makes through 1951 have 
their own sticker. 

C.LT. supplies the stickers to all 
of its dealers—and to prospective 
dealers—through its 400 branches 
in the U. S. and Canada. As deal- 


Standard’s Sales 
Top Record in 754 


COVENTRY, England.—Standard 
Motor Co. sold a record 86,000 cars 
and trucks in 1954, a 70 percent 
boost over 1953. 

The firm also produced 64,388 
Ferguson tractors during the year. 

Of the 86,000 cars and trucks, 


Brenza, Scott Rogers, C. J. Harmon, J. W. Barber, Harry J. Maloy, and |. K. Messenger.' half were exported, the firm said. 


Sticking to U.C. Merits 


Universal C.1.T. Offers Windshield Tags 
To Help Salesmen on the Lot 


* 


ers exhaust their supply, additional 
stickers are supplied by C.I.T. dis- 
trict managers. 

Dealers now using the stickers 
are “highly enthusiastic,” Rolley 
said, although not all C.I.T. dealers 
will have the sticker kit until 
March 1. 


ing Program for Developing Dealer 
Profit.” Major aims of this pro- 
gram, he said, are helping the 
dealer to locate prospects, promote 
car sales, control finance sales and 
follow through on sales. 





Mills Takes Over— 


M. B. Janes (left), retiring president of 
the Philadelphia Automobile Trade Assn., 
turns the gavel over to his successor, Ray- 
mond E. Mills. Also elected were Charles 
A. Bott, vice-president; Edward C. Swirs- 
ding, treasurer, and William R. Kolb, 
secretary. 











}and builder of 





'more than 20 





Missouri Hoppers 
Jammed with New 


Road-User Bills 


JEFFERSON CITY, Mo. — The 
legislative grind and the perenni:] 
search for new ways to tax hes 
started. 

The hoppers of both houses of 
the Missouri Legislature are full of 
spanking new measures which are 
jostling the old favorites for 4» 
place of honor. 

Gov. Phil M. Donnelly presented 
his message to the new Legislature 
and among other things asked the 
passage of a law to permit the use 
of new sealed-beam headlights on 
cars; an industrial safety program; 
emergency legislation to provide a 
parking garage near the Capitol 
and consideration to means of set- 
ting up a State toll road authority. 

The governor also requested the 
Legislature to extend the anti- 
strike law covering utilities to all 
other branches of industry. 

A speed limit law for Missouri 
and laws that would take unsafe 
ears off the highways by requiring 
periodic inspections was urged, 
along with expansion of the State 
highway patrol to handle both new 
regulations. 

Increase of the present 2 percent 
sales tax to 3 percent was recom- 
mended. 

Introduced in the House were 
bills to create a State highway 
safety council to study ways of 
making streets and highways safer, 
and to require drivers over 65 
years old to take an examination 
before a driver’s license can be 
renewed. 

Two Senate bills concerned the 
governor’s request for a speed 
limit. One proposed 60 miles per 
hour daytime and 55 at night, 


| while the other set a top limit of 


65 but agreed on the nightime 55 
limit. 

The first auto inspection measure 
was introduced in the Senate. 


Long Mfg. to Add 


‘Torque Converters 


DETROIT.—Long Mfg. division 
of Borg-Warner Corp. will build 
and market a line of industrial 
torque converters 
this year, accord- 
ing. to T. J. Ault, 
Long’s general 


manager. 
David T. Sic- 
klesteel, designer 


transmissions for 


years, will be 
manager of 
Long’s new in- 
dustrial sales 
and engineering organization. He 
previously was director of the 
products development laboratory. 
He will work with customers on 
the development of units to meet 


D. T. Sicklestee!l 


| their requirements. 
The sticker program, Rolley said, | 7 
is only a part of C.LT.’s “Continu- | 


No Fare 
Overhead ‘Railroad’ Shuttles 


Parts at AC Plant 


FLINT.—An overhead “railroad” 
is being used by the AC Spark Plug 
division of General Motors to shut- 
tle small automotive parts from 
production to assembly areas. 

The “railroad,” complete with 
main line, side tracks and switches, 
is actually an overhead conveyor 
system. It is controlled by hundreds 
of small electrical “brains” or se- 
lector switches. Each “train” is an 
instrument parts carrier. 

Carrying these parts as “passen- 
gers,” the railroad departs from 
conventional stock handling meth- 
ods by moving stock along the ceil- 
ing rather than across the floor. 

Advantages claimed for this sys- 
tem are: Production and storage 
costs are reduced, existing floor 
space is utilized better and hazards 
are cut. 

A selector switch is mounted on 
the front of each instrument-laden 
carrier and is connected electrically 
to contact points above the carrier. 

The setting on the switch deter 
mines the carrier’s destination. Like 
the main line on a railroad com 
plete with intersecting side tracks 
AC’s overhead conveyor line has 
many side switches which are 
opened and closed automaticall 
by the selector switch. 
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Production Climbs to 156,000 in Week ... 


°50 Car Records Threatened 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 








Week Week dan, 1 Jan. 1 
Ended Same Jdan., To To 
dan, 15, Week Jan. 8, 1955, Jan. 16, Jan. 15, 
1955 1954* 1955* To Date 1954* 1955* 
AMERICAN MOTORS 1,350 2,486 - 1,030 2,380 5,785 2,380 
PEED. scsserisrecesniersicere Se . ~ -deesesbane 429 929 824 929 
SUNIL. Sei shsshocssanassebtaeenindebe 850 2,486 601 1,451 4,961 1,451 
CHRYSLER CORP. .... 30,475 16,601 30,024 60,499 36,784 60,499 
SIND «. Fetensccsceossoncrstbees 4,200 2,745 4,146 8,346 4,978 8,346 
ID casacanectensonsccsnvccnes 3,250 2,113 3,101 6,351 4,207 6,351 
SED. indveshsaiecsescdvevetvcssboe 8,125 2,560 7,763 15,888 5,459 15,888 
IGM cocssscesscsscessere 14,900 9,183. 15,014 29,914 22,140 29,914 
FORD MOTOR. ............ 42,380 39,552 41,906 84,286 80,308 84,286 
PUEDE: souivsrteseectsksonsdasvepied 34,300 31,471 33,954 68,254 62,894 68,254 
EER | wapiowsewiwieiyricem 700 1,174 582 1,282 2,287 1,282 
PRE sevevescessvinceerecsees 7,380 6,907 7,370 14,750 15,127 14,750 
GENERAL MOTORS .. 77,420 51,853 74,045 151,465 102,241 151,465 
EE ee 13,930 8447 14,147 28,077 16,706 28,077 
ID cssctosecdiicsicsiccatts 3,840 863 3,214 7,054 1,155 7,054 
Chevrolet — ..............0... 37,300 29,358 34,493 71,793 60,871 71,793 
Oldsmobile .................... 10,850 4,829 10,984 21,834 5,782 21,834 
IED | Scdnsostecescttivizssess 11,500 8,356 11,207 22,707 17,727 22,707 
KAISER MOTORS ...... 310 17 196 506 34 506 
SENT. <siiveittictatccniah Seek eee, cane tates ser. See 
NONI, cibsccccsectucssiesiscacine 310 17 196 506 34 506 
Pe ee wis ceccsncgsesicessaee 4,610 3,879 3,381 7,991 7,440 7,991 
I: J aiiveicndieesiovennesccen 1,000 1,181 7166 1,766 2,311 1,766 
Studebaker .................. 3,610 2,748 2,615 6,225 5,129 6,225 
Total Cars, U. S. ....156,545 114,388 150,582 307,127 232,592 307,127 
*Revised 
(U. 8S. PRODUCTION ONLY) 
Week Jan, 1 Jan. 1 
Same Ended dan., To To 
Week Jan.8, 1955, Jan. 16, Jan. 15, 
1954* 1955* To Date 1954* 1955* 
1,952 5,522 11,622 16,034 11,622 
86 31 116 119 116 
80 60 120 160 120 
1,975 1,841 3,691 3,829 3,691 
ee. Meee! * echt me hae 
8,077 7483 14,968 16,876 14,968 
2,218 1,299 2,629 4,319 2,629 
2,272 2,043 3,933 4,552 3,933 
100 181 381 130 381 
238 93 193 473 193 
miniiits 429 909 sassaeekce 909 
250 229 459 497 459 
1,433 1,373 2,818 2,716 2,818 
213 106 221 441 221 
Total Trucks, U. S..... 21,370 24,963 20,690 42,060 50,282 42,060 
Total Cars, Trucks, 
ae 177,915 139,351 171,272 349,187 282,874 349,187 
Total Cars, Trucks, 
Canada. _..............0... 6,665 9,143 6,560 13,225 18,266 13,225 
Grand Total, 
Cars and Trucks, 
U. S. and Canada ..184,580 148,494 177,832 362,412 301,140 362,412 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 


Dealer Aid to Be Expanded 
By Associates Investment 


SOUTH BEND. — Associates In- 
vestment Co. will increase its 
spending for sales promotion and 
auto dealer aids by 15 to 20 per- 
cent in 1955, according to Robert 
L. Oare, board chairman. 

The increased aid for dealers 
is in line with the national trend 
to spur car sales—a trend that 
has resulted in some easing of 
credit terms for car buyers, Oare 
said. 

Oare predicted an increase in the 
volume of finance business in 1955. 
He based this forecast on industry 
predictions that six million new 
cars will be sold this year. 

Associates and other major 
finance firms and commercial 
banks are still holding up as an 


Boise Dealers Elect 
Lillge to Presidency 


BOISE, Id.—(UTPS)—F red Lillge 
has been elected president of the 
Boise Automobile Dealers Assn. 

Retiring President G. Rynd Mil- 
ler now is vice-president, and 
Charles Anderson is secretary- 
treasurer. 


“ideal deal” one in which the buyer 
pays a third down and takes 24 
months to pay the balance. But 
better terms are now available 
from most companies. 

Most finance company officials 
are agreed that the terms avail- 
able to the prospective auto buyer 
is governed largely by his credit 
rating. 

Basic terms on used cars are 
still a third down and 18 months 
to pay. But again the customer’s 
credit rating determines the 
terms available to him. 

The loosening of credit terms 
seems to be a reversal of a policy 
inaugurated by finance companies 
and banks a year ago when there 
was a general tightening of credit 
controls because the financiers 
were anticipating a slowdown of 
the nation’s economy. 

The new credit situation reflects 
optimism. Many finance companies 

are backing this optimism by bor- 
rowing funds. Last month Associ- 
ates sold $25 million in notes to 
investors. This money will be used 
for the expected increase in busi- 
ness in 1955. 


(Continued from Page 1) 
its previous week’s record of 3,811, 
set last month. 
* * 
UDSON, Nash, Packard, Stude- 
baker and Willys all boosted 
output last week. 

The joint Hudson-Nash assembly 
line at Kenosha worked Saturday 
for the second consecutive week. 

American Motors last week an- 
nounced that some 1,900 produc- 
tion workers are being recalled 
to work. Five hundred have been 
called back at the Kenosha plant 
and 700 more are being planned 
in the immediate future. Seven 
hundred are being added at the 
Milwaukee plant. 

The two plants will have an 


Greenwood Signs Packard Franchise— 


Clyde C. Greenwood (seated left), signs his Packard contract for Bishop, Calif. 
Witnessing the ceremony are A. William Oster (right), zone manager for Earle C. 
Anthony, Inc., distributor, and George A. Wagner, general sales manager of Anthony. 


eventual increase of 5,500 workers, 
it was said. 

AMC President George Romney 
last week said combined Nash and 
Hudson output should be between 
750 and 1,000 a day. 

+” + * 


ACKARD, Studebaker and 

Willys are slowly building up 
schedules, with Studebaker resort- 
ing to overtime. 

The boost in Little Three sched- 
ules dropped the Big Three share 
of the car total to 96.1 percent, 
compared with 96.9 in the week 
earlier. 

GM last week accounted for 49.5 
percent, against 49.2 in the preced- 
ing week; Ford Motor built 27.1 
percent, compared with 27.8, and 








Hints on Continental 


If Tire Mount Is Used, 


It Will Be ‘Different;’ 


Car to Look Longer, Lower 


CAMBRIDGE, Mass.—A few hints 
as to the appearance of the forth- 
coming Continental have been 
dropped here by Ben D. Mills, as- 
sistant general manager of Ford 
Motor’s Continental division. 

Speaking to the New England 
section of the Society of Automo- 
tive Engineers, Mills said the 

Continental, to be introduced later 
this year, will retain certain styl- 
ing features of the Lincoln-Con- 
tinental, first produced by Ford 
Motor Co. as a 1940 model and 
discontinued in 1948. 

Stylists studied the lines of the 
former car carefully before design- 
ing the Continental, he said. They 
also took full advantage of the re- 
lationship of the lines of their de- 
sign to make it seem “even lower, 
longer and wider than it really is.” 

“If there is a tire mount on the 
rear of the new Continental,” Mills 
said, “it won’t be like anything you 
can buy in a kit or install yourself.” 


He also said the car will have a] / 


hood ornament and wheel covers 


which require the joining of nu-| 


merous components. 
In developing the Continental, 
Mills said, engineers “constantly 





Motor Products Wins 


Battle Over Stocks 


AKRON. General Tire & Rub- 
ber Co. last week withdrew its 
offer to buy stock control of Mo- 
tor Products Corp., Detroit, for 
$7 million. 

The stock market battle began 
last December when Motor Prod- 
ucts announced it had lost money 
in 1954 for the first time. Gen- 
eral Tire offered to give its own 
shares to any Motor Products 
shareholder who would surrender 
his stock. 

Local 203 of the UAW-CIO had 
launched a campaign for a stock- 
buying plan for Motor Products 
employes to counter the offer of 
General Tire. 





bore in mind one overriding con- 
sideration — namely, that every- 
thing about this car was to be 
completely honest.” Whatever 
they put on the car had to be 
functional and serve a useful pur- 
pose, he said, and they were op- 

from the start to “orna- 
mentation for the sake of orna- 
mentation.” 

Precise attention to the most mi- 
nute detail of engineering and man- 
ufacture will make the Continental 
virtually a handcrafted car, Mills 
said. 

This approach “is indispensable 
to the accomplishment of our ob- 
jective, which is to maintain a de- 
gree of precision and supervision 
over the product unparalleled in 
the industry, and to deliver to the 
Continental owner an automobile 
that is distinctive and outstanding 
as a thing of beauty and refine- 
ment,” he said. 





Safety Tag— 

A gold-plated license plate frame with 
a safety message is presented to William 
C. Cramer (left), new Florida congressman, 
by Charles G. Ruebel, director of the 
Florida Automobile Dealers Assn. as part 
of a safety campaign in St. Petersburg. 


Chrysler Corp. produced 19.5 perr 
cent, versus 19.9. 

Ford division last week oper- 
ated all plants on Saturday, as 
it has done since early Novem- 
ber. Lincoln-Mercury also con- 
tinued to work a six-day week. 
DeSoto now is the only Chrysler 

Corp. division operating on Satur- 
day, but it is using only one shift. 
The other divisions are working 
two shifts over five days. 

« + * 


Canadian Output 
RODUCTION of cars and trucks 
climbed to 6,665 units last week, 
compared with 6,560 in the week 
earlier. 


While most schedules held 
even, Studebaker returned to 
production following the forma- 
tion of Studebaker-Packard of 
Canada, Ltd. 


The Ford strike still is in prog- 
ress, though negotiations are being 
carried on. 


Chrysler Appoints 
Eight Divisional 
Purchasing Aides 


DETROIT. — Chrysler Corp., in 
line with its divisionalization pro- 
gram, last week announced the ap- 
pointments of purchasing agents 
for its various divisions. 

They are: Wesley G. Embury, 
Plymouth; Donald W. Matzen, De- 
Soto; John F. Bowes, Chrysler; 
Stephen J. Roach, Dodge Truck; 
Kenneth E. Chamberlain, MoPar; 
Arthur Fields, Marine & Industrial 
Engine and Trenton (Mich.) En- 
gine plant;. Arthur H. Hilverkus, 
defense operations, and Horace M. 
Coy, Airtemp in Dayton, O. 

Embury joined the corporation 
in 1922 and has been supervisor of 
non - production purchase since 
1951. 


Matzen joined Chrysler Corp. in 
1937 as a clerk in the sales distri- 
bution department of the export 
division. He has been buying super-_ 
visor of standard parts for the 
Highland Park (Mich.) plant since 
1953. 


Bowes, who has been resident 
purchasing representative at vari- 
ous Chrysler Corp. plants since 
1945, joined the corporation in 1941 
after several years with Packard 
and Hupp. 

Roach, who has been with the 
corporation since 1926, has been 
resident purchasing representative 
for the Dodge Truck plant since 
1952. 

Chamberlain joined Chrysler di- 
vision in 1936 and has been resi- 
dent purchasing agent for MoPar 
since 1947. 

Fields, who joined the corpora- 
tion in 1935, has been a machinery 
buyer at the Highland Park cen- 
tral offices since 1952. 

Hilverkus joined Dodge in 1920, 
and since 1947 has been divisional 
purchasing agent at the Highland 
Park central offices. 

Coy, who joined the Airtemp divi- 
sion in 1936 as a purchasing buyer, 
has been purchasing supervisor of 
that division since 1951. 


Jacobs Acquires 


Colson Corp. 


DETROIT. — F. L. Jacobs last 
week announced the acquisition of 
Colson Corp., 70-year-old manufac- 
turer of caster and material-han- 


‘| dling equipment in Elyria, O., and 


its wholly owned subsidiary, Serv- 
ice Caster & Truck Co. 

This purchase continued the 
trend to diversification at Jacobs. 
Recently the firm acquired Mills 
Industries, vending machine manu- 
facturer, and Selmix, Inc., manu- 
facturer of soft drink dispensing 
equipment. . 

Frank FE. Howard, chairman of 
the board of Jacobs, said that the 
present management, headed by 
Robert A. Pritzker, would be re- 
tained. He added that manufactur- 
ing facilities would remain in 
Elyria. 
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NASCAR Get Stock Car Auto Racing Speed|trophy for the fastest car. 
8 Week, to be held here Feb. 20-27. | _ J. Fah vot Fish Carburetc : 
; : First to enter the sport car speed | “°TP» : ’ rize 
First Entries trials wes Jack Rutherfora of |With NASCAR officials to b: 


But Dealer Chief Is Confident... 
awarded the winners of the stoc;: 
DAYTONA BEACH, Fia.—First|Palm Beach, Fla., who last year) races on Feb. 25, and 26, providinz 
entries have been received for the| won the Champion Spark Plug 


Canadians Reach 
. e sixth annual National Assn. for|trophy and the Paul Whiteman nan ae 
Partial Sctuirciion” oS Fo 


















MONTREAL.—Howard B. Moore, 
executive vice-president of the Au- 
tomobile Dealers’ Assn. of Canada, 
has said that the Canadian auto- 
motive industry reached a partial 
saturation point in 1954. 


Referring to the auto industry 
as “the yeast of the economic 
loaf,” Moore said he was confi- 
dent there would be an enormous 
market for cars in the future. 


“We are told,” Moore declared, 
“that in so-called normal times 
manufacturers are faced with the 
problem of merchandising a sur- 
plus of their products at a profit. 


U.C. Sales Drop 
11.4% in Month; 


Inventories Up 


DETROIT.—A drop of 11.4 per- 
cent was noted in National Used 
Car Dealers Assn.’s used-car sales 
for December, 
November. In- 
ventories went 
up an average of 
2.6 percent na- 
tionally over the 
preceding month. 

The association 
president, Ray 
Miles, said that 
“December is al- 
ways a ‘poor 
used-car month, 
not only because 
of the holidays but primarily due 
to the influx of new models. 

“After that rush is over, which 
We can expect to be felt even in 
January, the used-car business will 
pick up.” 

All areas showed a decline in 
sales, and all areas, with the ex- 
ception of the southwestern states, 
indicated increases in inventories. 

The area reports showed that 
sales were down 19.8 percent in 
New England, 11.7 percent in the 
midwest, 7.9 percent in the south, 
10.7 percent in the southwest and 
14.3 percent in the west. 

Inventories were up 4.8 percent 
in New England, 4.2 percent in 
the midwest, 2.2 percent in the 
south and 5.2 percent in the west. 
Inventories were down 3.6 percent 
in the southwest. 


a 
St. Louis Center 
Opened by GM 

ST. LOUIS.—General Motors has 
formally opened its training center 
at nearby Kirkwood, Mo. 

Attending opening functions were 
local officials, civic leaders and GM 
executives from Detroit. Speakers 
at a luncheon preceding the formal 
opening were Myrle E. St. Aubin, 
director of the GM service section; 
Paul E. McDonald, manager of GM 
training centers, and Franz L. 
Rooney, assistant manager of cen- 
ters. 

The Kirkwood center, with eight 
instructors under the supervision 
of R. W. Nelson, can handle 500 
students at a time. GM expects to 
train 5,000 mechanics there annu- 
ally from dealerships in eastern 
Missouri and southern Illinois. 


8 Honored 
1 Dealer, 7 Manufacturers 


Hailed for Management 


NEW YORK.—One dealership 
and seven automotive manufactur- 
ers have been awarded Certificates 
of Management Excellence for 1954 
by the American Institute of Man- 
agement. 

The dealership is San Gabriel 
Valley Motors (Lincoln - Mercury), 
San Gabriel, Calif. 

The manufacturers include: 
American Brake Shoe Co. New 
York; Bendix Aviation Corp., De- 
troit; Borg-Warner Corp., Chicago; 
General Motors Corp., Detroit; 
Thompson Products, Inc., Cleve- 
land; Fruehauf Trailer Co., Detroit, 
and Trico Products Corp., Buffalo. 

Henry Kearns is president of the 
San Gabriel dealership. 


Ray Miles 





This is now the problem of the 
automobile industry.” 


He asserted that the number of 
cars in Canada had increased in 
the last 40 years from 70,000 to 3,- 
250,000. Of that number, about 14 
percent are registered in Montreal 
and Toronto. 


Moore said there is little chance 
that car prices will be substantially 
reduced, because of the growing 
demands upon manufacturers with- 
out corresponding returns. 


“But cars are better today and 
are better values than when they 
were cheaper,” he added. “For 
example, you pay 60 cents to 
$1.50 a pound for an automobile 
today.” 

It is good value at that price, 
he declared, because a pen cost 
$180 a pound and a pair of specta- 
cles cost at the rate of $525 a 
pound. 


“Barring serious strikes, 1955 will 
be an intensely competitive year 
for the industry,” he said. 


“As for the people who advertise 
cars, the grave problem for 1955 
will be to find new superlatives to 
describe them,” Moore concluded. 


Trailers Leased 
For Single Trips 
By National Pool 


MINNEAPOLIS. — The National 
Trailer Pool has announced that 
its trailer leasing system will be 
extended to all carriers who desire 
to lease trailers on a single-trip 
basis. 


W. W. Hurd, general manager, 
said that almost 300 road trailers in 
the Twin Cities, Chicago, Des 
Moines, St. Louis, Omaha and Kan- 
sas City now are available for such 
leasing. 


The trailers are part of the on- 
call pools established by the organ- 
ization to handle the peak road 
trailer needs of its members. Trail- 
ers also are available in some 20 
other cities, extending as far east 
as Richmond, Va., and as far west 
as Denver. 

Extension of the system to meet 
single-trip requirements of all 
freight carriers, Hurd said, answers 
an industry demand for trailers on 
short notice. Eventually, complete 
fleet leasing privileges will be ex- 
tended to motor freight carriers 
throughout the U. S., he asserted. 

The nationwide lease-interchange 
system has been in operation since 
Nov. 15. Approximately 2,000 Pool- 
owned trailers are under lease to 
its charter members on a per-diem 
basis. Maintenance of the trailers 
is handled by mobile crews of the 
Pool. 
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SALES REPRESENTATIVE 
WANTED 


ohn x market battery-powered !-ton 
an 2 
to door delivery of milk, baked ‘goods, 
parcel, laundry and dry’ cleaning, -etc. 
Salesman needed with successful sellin ng 
experience and wide acquaintance wi 
fleet managers in area east of Mississippi. 
Preference given man between 35 and 45 
ce old, willing to travel and to make 
dquarters in New Jersey. Give com- 
plete history and resume of experience 
in first letter. All replies confidential. 
Our own sales organization knows of this 
requirement. 
Box 4495, Automotive News 
Bidg., Detroit 26, Mich. 


AUDITOR AND ACCOUNTANT. Auto and 
General Motors experience. Free to travel. 
Multiple dealer operation. Excellent op- 
portunity in fast growing organization. 
Good salary plus expenses. Write full de- 
tails first letter. Box 4464, c/o Automo- 
tive News, Detroit 26. 


OPPORTUNITY AS SALES manager for 
large western dealer in Chrysler-Plym- 
outh products. Experienced and capable 
of taking and holding the lead in car 
sales in community of 75,000. Give full 
particulars, including age, salary accus- 
tomed to etc. Answer Box 4473, c/o Au- 
tomotive News, Detroit 26. 


SALES ENGINEER WANTED 


Nationally known manufacturer now pre- 
paring to market battery-powered !-ton 
and |'/-ton street truck for retail, door 
to door delivery of milk, baked goods, 
parcel, laundry and dry cleaning, 
Requires services of sales engineer liaison 
between production and sales with thor- 
ough engineering knowledge of similar 
type gasoline powered trucks and experi- 
ence in making sales quotations and cus- 
tomer contacts. Preference given man 
between 35 and 45 years old, willing to 
travel from time to time and to locate 
in New Jersey. Give complete history and 
resume of experience in first letter. All 
replies confidential. Our own organiza- 
tion knows of this requirement. 
Box 4496, Automotive News 
Penobscot Bidg., Detroit 26, Mich. 





SALESMEN, CONTACTING CAR dealers, 
rental companies and finance companies, 
to solicit accounts for well established 
driveaway company with offices in Chi- 
cago, Cleveland and Philadelphia. Good 
side line. Excellent repeat business on 
protected accounts. Especially interested 
in southern and western representation. 
Auto Driveaway Co., 1636 Hunting Park 
Ave., Philadelphia, Pa. 


SHOP FOREMAN ALSO partsman in small 
Lincoln-Mercury dealership in western 
Nebraska. Give references and salary 
expected in first letter. Wamsley’s Lin- 
coln-Mercury, Sidney, Neb. 


OPPORTUNITY FOR $12,000-$18,000 year- 
ly. Top-notch salesmen to sell sales pro- 
motion program to auto dealers. Must 
be aggressive, free to travel. Consoli- 
dated, 13827 Fenkell, Detroit 27, Mich. 





COMPLETE PROTECTION GIVEN 
| AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


Rotating Prism— 


The San Francisco branch of Cadillac, 
in its outdoor advertising, makes use of a 
new illuminated rotating prism device 
which achieves a sparkling effect. Shown 
(from left) are A. R. Jordan, branch man- 
ager of Foster & Kleiser Co.; Rudolph 
Pabst, of Prism Sign Co.; M. S. Lester, 
Cadillac branch manager, and W. M. Rose, 
research vice-president of Foster & Kleiser. 





$11.20 per column inch, 


($1) per 


per insertion. 


HELP WANTED 


WANTED—USED CAR SALES manager, 
age 25-35. Chrysler-Plymouth dealership, 
37 years same location—northwest Flor- 
ida, approximately 100,000 population. 
Must be sober, have experience in all 
phases used car merchandising with abil- 
ity to manage and train sales force. 
Real permanent opportunity—top salary 
and commission based on qualifications, 
sales results. Apply own handwriting— 
state references. P. O. Box 1167, Pen- 
sacola, Fla. 


BUICK SERVICE MANAGER for 450-car 
dealership. This dealership has been in 
business for twenty years in southeast- 
ern coastal city. Aggressive organization 
already established. Need top flight man 
to head up service. Box 4489, c/o Auto- 
motive News, Detroit 26. 





WINTER IN MIAMI 


AND MAKE FLORIDA YOUR HOME 
Opportunity for top-notch salesmen. Hull- 
Dobbs experience preferred. Top market. 
Earnings unlimited. Replies confidential. im- 
mediate openings. Box 4462, c/o Automotive 
News, Detroit 26. 





REAL OPPORTUNITY with large dealer 
in a principal eastern city for two young 
men with GM dealer accounting experi- 
ence. One about 28 years of age and one 
about 35 years of age. The men em- 
Ployed will have every advantage in 
proving their ability to progress into 
sales executive and management posi- 
tions. Give complete and detailed infor- 
mation as to education, employments, 
Positions held. Reply to Stokes Tax Con- 
trols, Inc., 243 West 55th Street, New 
York City 19, N. Y. 


POSITION WANTED 





FORMER DEALER—10 YEARS. Eight 
years motor transportation management 
background. Some factory wholesale ex- 
perience. Graduate Brown University 
and Boston College Law school. Age 43. 
Now employed as sales manager for 125 
car General Motors dealer. Desire better 
opportunity in sales, business manage- 
ment; factory representative or executive 
assistant in automotive or associate line. 
Home—central New England. Would relo- 
cate. Box 4479, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER; Dealer Assistant— 
top grade. Sales or service. Contact best 
in the business. Is volume low? Is per- 
sonnel a problem? Are ciistomers hard 
to satisfy? What other headaches have 
you with service or dealership? Any 
franchise. Results, no excuses. Available 
short notice. Factory, dealer, self ex- 
perience. State top pay, living conditions, 
climate. Box 4490, c/o Automotive News, 
Detroit 26. 


SALES MANAGER. THOROUGHLY train- 
ed in all phases of volume operation 
with two largest dealers in the midwest 
handling Ford and GM autos. College 
graduate, young, aggressive, experienced 
in sales, sales management, closing, 
training, finance, wholesaling and buy- 
ing. Desires to relocate to an eastern 
State. Box 4491, c/o Automotive News, 
Detroit 26. 

SERVICE MANAGER. Twenty-five years’ 
metropolitan experience. Proven ability to 
operate profitable dealer service station. 
Seeking connection with aggressive dealer 
with large service potential. Resume up- 
on request. Box 4465, c/o Automotive 
News, Detroit 26. 


NORTHEASTERN STATES sales repre- 


sentative. Experienced in truck bodies, 
etc. Box 4493, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER FOR FORD or GM 
dealership. Prefer town of 25,000 and up. 
College, married, 35 years old, aggres- 
sive, solid background, ten years’ experi- 
ence sales management with top selling 
car manufacturer. Excellent references. 
Looking for real opportunity in retail 
automotive management. Box 4474, c/o 
Automotive News, Detroit 26. 

POSITION WANTED AS new or used car 
manager. 23 years’ experience with one 
of ‘‘Big Three’’ in large volume opera- 
tion. Can arrange to move anywhere. 
Best references. Box 4475, c/o Automo- 
tive News, Detroit 26. 

ATTENTION MR. FORD Dealer, If you 
want to semi-retire or retire, I will man- 
age and purchase part or all of approxi- 
mately 100 car dealership. Pennsylvania 


only. Factory approval and excellent 
references. Box 4482, c/o Automotive 
News, Detroit 26. 
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are forwarded te the advertiser, 
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CLASSIFIED. WANT AD DEPARTMENT 


| Reaching an estimated 150,000 readers engaged in all branches ef the automotive industry from Maine 
te Californie. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
Add One Deliar 
Replies te Bex Number eds: 
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SIX DAYS IN ADVANCE 


WANT AD DEPT.. AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


























































POSITION WANTED 


SERVICE OR MANAGEMENT position 
with GM dealer. Presently employed with 
a Chevrolet-Oldsmobile dealer as assist- 
ant service manager. Graduate of two- 
year dealership management course, 
General Motors Institute—1948. Age 35, 
married, three children, settled and 
steady. Prefer Texas or southwest with 
opportunity to put earnings into busi- 
ness. Box 4477, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER 
SEEKS FORD BUY-OUT 


Volume minded man seeks general man- 
agership of Ford dealership in greater 
New York, San Francisco or Cleveland 
area. Accustomed to handling real vol- 
ume at a profit. Have ample evidence of 
ability and top recommendations. Want 
deal with volume: potential of 1,000 or 


more new units. Have experience of put- 
ting red deals into black in just a month. 
Want two or three-year working buyout. 


Have unique plan tax-wise to 
owner to take full capital gain. Have 
just put 30-40 car deal in black and 
tripled the volume. College graduate, 
married, young. Am presently managing 
1,200 unit deal. Write Box 4492, c/o Au- 
tomotive News, Detroit 26. 


enable 


YOUNG MAN WITH GENERAL manage- 
ment experience desires connection with 
small Ford or Chevrolet dealership in 
Virginia, Maryland or North Carolina. 
Will manage or invest in business as 
partner. Age 34. Excellent health. Mar- 
ried, sober and conscientious. Best of 
references. Box 4476, 
News, Detroit 26. 


DO YOU NEED A TOP general manager? 
Have over 25 years’ experience in retail 
sales and dealer management with one 
Chrysler dealer. Would like to locate in 
south central Indiana or Ohio. Can fur- 
nish highest qualifications and _ refer- 
ences. Box 4480, c/o Automotive News, 
Detrot 26. 


c/o Automotive 





GENERAL MANAGER 
SALES MANAGER 


Former dealer, recently sold "Big 3"° account, 
interested in general manager or sales man- 
ager with substantial investment towards term 
purchase agreement or partnership in 3-500 
car and up account, Thoroughly grounded in 
volume operation New York City plus ey 


experience. Excellent references 
of industry's top men. 41, married, two chil. 
dren. Will relocate an @ proper oppor- 


tunity presents. Please no small dealers. 
Box 4468, c/o Automotive News, Detroit 26 





GENERAL MANAGER, Experienced in al! 
phases of dealership. Have managed 
service, parts, new and used car depart- 
ments. Ten years’ experience. Presently 
employed as general manager of 120 unit 
dealership. Member of Dodge 400 club— 
one of top 5 in 1953. Best of references. 
= 4481, c/o Automotive News, Detroit 


CHEVROLET SALESMAN WANTS job in 
Florida. Member of Haul of Fame and 
100 car club. Family man. Can furnish 
references. Box 4478, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER OR sales manager 
available for N. Y. metropolitan area 
due to sell out. Healthy, sober, aggres- 
sive with several years’ experience in 
volume operation—‘‘Big Three,’’ N. ; 
City. Box 4483, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


DIRECT DEALERSHIP AVAILABLE han- 
dling Buick. Fully equipped modern gar- 
age. Parts inventory small. No used cars. 
Location best in southern Wisconsin. 
Terms or cash. Box 4458, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING DODGE- 
Plymouth—Cleveland, Ohio area. 500 car 
potential. Good building—lease. Buyer 
has exceptional opportunity to make 
money. Can be purchased for inventory. 
Reason — health. Principals only. Box 
4497, c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE handling Chev- 
rolet in town of 7,000. Contract 175-200, 
very successful. Western N. Y. state lo- 
cation. Box 4486, c/o Automotive News, 
Detroit 26. 


FOR SALE. One of the ‘‘Big Two’’ dealer- 
ships within 50 miles of Cincinnati, Ohio. 
Box 4487, c/o Automotive News, Detroit 
26. 


DEALERSHIP AVAILABLE — Handling 
Chevrolet. Northwestern Ohio. Excellent 
location, growing community. $35,000 
will handle. Will sell or lease new build- 
ing. No used cars or accounts receiv- 
able. Must have Chevrolet approval. Box 
4488, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


AUTOMOBILE AGENCY—Miami, Arizona. 
Handling Chrysler-Plymouth and Inter- 
national trucks agency; sale includes 13 
real estate lots on two sides of U. 8. 
Highway 60-70; main building 100x100 
feet, showroom and parts room 30x100 
feet, service room 50x50 feet, body shop 
30x30 feet, service station 125x100 feet 
surface area and 25x25 foot building, 
also 20x25 foot apartment and 25x25 
foot store house with 50x30 feet roofed 
storage space. Full line Chrysler and 
Plymouth tools, 6 hoists, 3 all steel white 
mechanics’ work benches to match 
hoists, wheel alignment equipment, 3 gas 
pumps, 2 analyzers, portable work 
benches, 3 floor jacks, steam cleaner, 70 
ton press, lathe, pin hole grinder, 3 ton 
wrecker, body shop complete with neces- 
sary tools and paint room with sealed 
door, service station with 3 pumps— 
Chevron-across street from main build- 
ing—has 20 ton hoist and wash racks. 
Auto franchises are county-wide. Sale 
includes parts inventory of $12,000 plus 
used cars on lot. Equipment valued at 
$20,000. Gross sales amount to $425,000 
annually. Dissolving partnership. Entire 
business sells for only $110,000. Reason- 
able terms available to right prospect. 
Inquire exclusively with Heron Invest- 
ment Company, 403 Sullivan St., Miami, 
Ariz., or Phone Miami, Ariz. No. 7. 


DEALERSHIP HANDLING FORD in 
northeastern Wisconsin. Complete body 
and repair shop, adjoining used car lot. 
Eighty cars sold past year. All parts, 
accessories, wrecker, shop and office 
equipment, etc., can be purchased for 
about $18,000. This price would give you 
a return of about 50% this past year. 
Real estate can be rented or purchased. 
Box 4494, c/o Automotive News, De- 
troit 26. 

FRANCHISE AVAILABLE “Big 3’’—Sev- 
eral hundred unit annual potential in ex- 
cellent city south half U. 8. Eighteen 
years same ownership. Fine, complete 
set-up for one qualifying as to factory 
approval and financial ability. Box 4459, 
c/o Automotive News, Detroit 26. 


DUAL DEALERSHIP AVAILABLE—han- 
dling Studebaker with Packard. Dealer- 
ship fifty miles from San Francisco in 
town of 20,000. No accounts or used 
cars. King, 645 Brown, Napa, Calif. 


DEALERSHIP WANTED 








Factory approval assured. Will lease or 
buy building if necessary. Box 4445, c/o 
Automotive News, Detroit 26. 

GENERAL MOTORS LINE—400 cars up. 
Have plenty of cash to handle any size 
deal, factory approval assured. Replies 
strictly confidential. Box 4484, c/o Auto- 
motive News, Detroit 26. 

GM — SINGLE OR DUAL. 100-200 car 
franchise in Wisconsin, Illinois or Min- 
nesota, Factory approval assured. Box 
4485, ¢/o Automotive News, Detroit 26. 


DEALER SERVICES 


SAM ASCH 


Grand Central Palace, 
New York City Plaza 5-0130 


Designer and builder of America's great- 
est auto shows in New York and Chicago 
1923-1934 and other great national shows, 
is available for carrying through the de- 
sign, construction and decoration of auto- 


motive exhibits anywhere in the U. S. 
and foreign countries. Complete package 
service. Every branch of exhibit work, in- 


cluding entertainment if desired. If your 
exhibit is already built, we will handle 
all services. Consultation free at your 
office, if commissioned. Languages, no 
barrier. 


INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
@Buy Right © Sell Right 
Forte Aesescerine—-auaomen 
eea Cheese ein physical 


you money 
DON'T GUESS—BE SURE 

Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 








G. M. DEALERS 
STOP A. F. A. LOSSES 


Over booklet explains a simple time saving 
method of accurately handling A. F. A.'s 
$5.00 Postpaid 
A.F.A. Bex 113, Newtown, O. 











Pontiac. 
Send Check toe 


#. &. BOX 662 





MOTIVE NEWS every week! 


GET COMPETITIVE FACTS ON 


BUICK-OLDS-PONTIAC 


Here is your chance to equip your salesmen with the 
“facts that sell" against competition in GM “family” 


Pocket-Sized Folder Contains Prices, Specs., 
Optional Equip. on Buick, Olds, 


AUTOFAX 


DETROIT 31, MICH. 


AUTOMOTIVE NEWS, JANUARY 17, 1955 


MAILING LISTS 


ATTENTION 


Jobbers, Manufacturers and 
Distributors Planning Direct 
Mail Campaigns? 





Increase your sales through direct mailing 


CARS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
ee a ee 





to new car and used car dealers. We have of location. Ph or write fer taf 


available on a reasonable basis, complete 
up-to-date mailing lists for Pennsylvania, New 
Jersey, Delaware and Maryland. Contact us 
at once for your requirements. 


Box 4498, </e Automotive News, 
Detroit 26. 





PARTS FOR SALE 
FORD CAR AND TRUCK parts. Large 
surplus stock. 60% discount. Exporters 
invited to bid. Midtown Motors, Bigelow 
Bivd. at Tunnel S8t., Pittsburgh, Pa. 
Grant 1-7250. > 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 


Fast—Direct—C.0.D. Service 
Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 $. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 





SURPLUS PARTS 


ATTENTION FORD 
DEALERS 
AND EXPORTERS 
Large stock of pre-war parts 
at fraction of dealer cost. We 
will be glad to price all in- 
quiries and lists sent to us. 


KING FORD MOTORS 


351 Grand Concourse 
N. Y. 51, N. Y. 
CYPRESS 2-9400 





CARS FOR SALE 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


mesa > eee 
John W. Becker 


I's New —I?'s Nice 
If’s Detroit's Finest 


WES COON 
AUTO AUCTION 
Grand River at Telegraph 

U. S. 16 and 24 


Every Tharsday at 1 P.M. 


Wade Simpson, Auctioneer 


All checks gvaranteed 
Kenwood 1-9694 





More than 100,000 persons read AUTO- 


One Copy 


$ 


Extra Copies 
$1.00 






tion: 
Robinson Auto Rental, Inc. 


229 S. Hansen St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwoed 8-1500 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 

Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 

SARATOGA 7-2300 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
- At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bill'' Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


AUTO AUCTION 
TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





CARS WANTED 


PIERCE ARROW—1925 or later. Must be 
> and original. Box 3385, Orlando, 
a. 


OLDSMOBILES 
WANTED 


100 new, 1955 Olds o>. super 88's and 
98's wan with or without frigidaire, by 
‘om other 


authorized Texas Olds dealer 
authorized Olds dealers only, to take 
care of record high local orders. We 
transport in groups of four from any- 


where. Wire quantity — accessory 
codes - prices to Box 4449, c/o Auto- 
motive News, Detroit 26 and receive our 
a, wire next day. Absolutely confi- 
entia 


TRUCKS FOR SALE 


1950 FORD F-7 with W45 Holmes wrecker. 
1950 Studebaker (2) with 515E Holmes 
wrecker. 1953 Ford F500 with new 460 
Holmes wrecker, 1954 Federal 7%-ton 
6x6 tandem with Garwood swing crane. 
Bill Fishel, 717 8. Vandeventer, St. Louis 
10, Mo. Phone: Franklin 11750. 


GMC DIESEL TRUCK for sale. GMC (six), 
51 model HDFX 743 COE type. Six wheel- 
ers, trailing axles, air lift, four cylinder 
diesels, 10:00 x 22 tires. Clean, well 
maintained equipment, suitable for over 
highway and low boy hauling. If inter- 
ested, act immediately!! International 
Harvester Co., 1608 Charlotte, Kansas 
City, Mo. Phone Grand 5833. 


BUSES FOR SALE 





HOLIDAY SPECIAL 


For immediate delivery: 

I—1954 Ward school bus with Chev. chassis, 
N. Y. specs., $4,700. 2—1954 Ward school 
buses with Chev. chassis, Conn. specs., 
$4,400, 1—1954 Ward school bus with Ford 
chassis, N. Y. specs., $5,100. I1—1954 Car- 
penter school bus with Int. chassis, N. Y. 
specs., $5,100. 


Please call Frank T. Mee, Jr. 
TRANSIT SALES & SERVICE, INC. 
Danbury, Conn. Tel. 3-4437 





SHOP EQUIPMENT FOR SALE 
BEAR FRONT END and frame machine 
with full equipment—practically new. 
Price new—$3,490. Will sell for one-half 
price. Threlkeld Motor Co., Vidalia, Ga. 


SHOP EQUIPMENT WANTED 
WANTED—USED PARTS BINS. Must be 
in fairly good condition. Al Dement Chev- 
rolet Co., 3228 North 27th St., Birming- 
ham, Ala. 


ANTIQUE CARS FOR SALE 
1915 FORD. Excellent condition. Wonder- 
ful appearance. Price $695. Stamler 
Ford, Mercersburg, Pa. 


SHERWOOD 7-1700 





MISCELLANEOUS 


1000 BUSINESS CARDS, raised printing 


(1 color) $3.50; (2 color) $4.50. Cuts 
inserted: 50c extra per 1000. Samples 
free. Business Specialties, Dept. A-1, 
1422 Rosemont, Chicago, II. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


end 
BRAKE-MOBILE 


TOW - PILOT 


with Automatie Brake 
Cannot Be Matched 
At Any Priee 
Write Today fer 
Iastrated Cataleg 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


57 


MISCELLANEOUS 


I.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
«+ « also Safety Chains 


BE SAFE — BUY 


Automatic BraKing 


COMPLETE with « 6] 48 


Guide Cables and 
BRAKE HOOK-UP. 

Meets ALL 1.C.C. Requirements 
aaa 


WITH BRAKE HOOK-UP 


ONLY. . .°51 suse 


Meets 1.C.C. Strength neadicla 


—SPECIAL— 


Pretecto Covers (Tailor Made) 
$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


CASE with Whesls & Handles? 139 


(Add 55¢ for Padlock with 2 Keys) 


$19.50 
$42.50 
WE STOCK ALL MAKES 


TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


cae’? 
Tow 


sania 3-Point Hoek- 
Up intra-State Tow Bar. 


































“Leaders In The Industry" 
Siace 1939 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicego 6, Ill. 





America’s Best 


Auto Sales Manager 
FOR NEW CAR DEALERSHIP 


The man we are seeking must be one of the top 10 auto 
sales managers in America. To take charge and operate 
a large dealership in Northern N. J., one of the “Big 
Three” profitably and successfully in today's market. Must 
be an exceptional individual who can develop new busi- 
ness, hire, train and direct our sales personnel, help close 
deals and have present proof of accomplishment. An ex- 
cellent salary will be paid to the one who can qualify for 
this position. 


Please do not apply unless you- have a proven record of 
accomplishment and can stand rigid investigation of your 
past performance. Send full resume. Address Box 4431, 
c/o Automotive News, Detroit 26. 


aa ge a een Pe ee 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [[] 
for which check is attached [[] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


CHR RH Ree MEER HERR HHH EEE HEHEHE HEE EE EEE EEE EHR EE EEE HE EEES 


OD. GUI Sits a. 006s '0 50 5's Knee «bs SES wWalale vgs Zane. (is hs 305 
Res aR tad no vs Pike's «agin oh cba Cubes cae see o kan DIONR isis as cdeten weenie 
TRADE CONNECTION: 

Car Dealer [) Truck Dealer [J Manufacturer [) 
Jobber [) insurance [] Financial [) Supplier (1) 
CS GE Ts oak ns dnc abdea spc hds daccdtaden Bi eciadasdsesaeeane ea 

1-17-55 


THE OF PROFIT-PRODUCING 


_PORGELAINIZE 


TRADE MARK REG. U. S. PAT. OFF. 


~ A NEW CAR DEALER Exclusive 










The POWER of consumer acceptance. The POWER of dynamic merchandising helps. 
NATIONAL ADVERTISING for exclusive benefit of New Car A wealth of selling helps for every day in the year. (Current 
Dealers pre-sells customers. and seasonal) 

The POWER of customer satisfaction. The POWER of year ‘round profits. 
Sparkling beauty lasts 3 to 4 times longer. Porcelainize easily maintains third largest source of service 

revenue. 

The POWER of a national field force. The POWER of greater profits. 
Individual help when needed for operator training, selling and 50% gross or better— more per sq. ft. of floor space than any 
merchandising. other service operation. 


To these exclusive benefits add the exclusive rights of New Car Dealers 
to apply Porcelainize. The business Dealers build is theirs to keep. 





Ue Urld Mantard 


PORCELAINIZE | 4 osc: jn 


FREEMAN & FREEMAN, INC. ¢ DENVER, COLORADO = 








